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Christmas Shoppers will remember 
the Value Demonstration Event 


The Value Demonstration buying season, until the last 
ISvent campaign, from October shopper has completed her list 
31st to November 21st, featur- of purchases. 


ing the Town-House Set, with jo, advertising and display 





SaLesrooms: New York, CuicaGo, San Francisco. 


The illustration in the above advertisement will appear in colors as part of the page advertisement in the December Ladies’ 
Home Journal (distributed in November) and the December 12th issue of the Saturday Evening Post. 


the Utility Tray, is confidently 
expected to stimulate the busi- 
ness of the 1847 Rogers Bros. 
Silverplate dealer very largely 
during the life of the campaign 
and all through the holiday 


1847 ROGERS BROS. 


helps that will enable you to 
make our Value Demonstration 
Event a real campaign for you 
write now to Sales Promotion 
Department, International Sil- 
ver Co., Meriden, Conn. 


SILVERPLATE 





-RNATIONAI 


Canaba: INTERNATIONAL Sttver Company or Canaba, Limitep, Hamitton, ONTARIO 





THB UTILITy Tray, both silver rack and 
serving tray, is a convenient way to pur- 
chase 1847 Rogers Bros. Silverplate. It 
contains the ‘‘silverware essentials’’—6 
dinner knives, 6 dinner forks, 6 table 
spoons, 6 tea spoons, 1 butter knife and 
1 sugar shell. 


Etiquette, Entertaining and Good Sense, 
a booklet full of suggestions for successful 
entertaining, is free. Write for booklet 
“H. A.,”’ INTERNATIONAL SILven Com- 
PANY, Dept. FE, Meriden, Conn. 


a page in the December issue of Good Housekeeping and in the December Photoplay. 





It will also occupy 
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There are two tools of particular 
merit that should be in every car- 
penter’s tool chest — V. & B. 
Vanadium Hammers and V. & B. 
Unbreakable Planes! 


V. & B. Vanadium Hammers are 
made from V. & B. formula 
vanadium steel and handled with 
the finest hickory. They are 
octagon necked and round faced, 
with a firm gripping, special non- 
slip claw. 


: V.& B. Unbreakable Planes won’t 
snap when dropped. They are 
drop forged—not cast—from a 
solid bar of V. & B. Supersteel, fur- 
nished with all vanadium steel 
blades, which can be sharpened 
all the way to the slot. 


Here are two tools that every car- 
penter wants. They are profit 
makers in the quality class. 


VAUGHAN & BUSHNELL 


tie zs Of Fine Tools | 
2114 Carroll Ave.~ ~ Chicago, Ill. U.S.A. ge 
: Wy Se 
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Put This Display 
Where Level Users 
Can See It 


Here is some rea/ advertising for you—Sand’s Nine Best 
Selling Levels, every one a winner, displayed with a ; 
punch that means sales. One of these displays in your 
window to stop the passerby. Another, just inside the 
door, for closer examination, to clinch the sale. These 
displays are made doubly effective by the national adver- 
tising that has been steadily appearing in the publica- 
tions that level users read. 





These assortments cost you even less than the regular 
price of the levels. For this reason we must limit the 
dealer to two assortments. 


Here is your opportunity to join the large number of 


dealers who are profiting by selling Sand’s Levels. The 
sooner you start the sooner your profits start. 


Why not today? 


LEVEL &’ TOOL CO, 


8629-37 Gratiot Averue | “SAND’S LEVELS TELL THETRUTH” | Detroit, Michigan 
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Atkins The Pioneer 


Almost 70 years ago, Mr. E. C. Atkins, | ik. 
the founder of the business which / Junior Mechanic 
bears his name, erected a saw shop in 

Me hae: 


“Ne, Sl. Ship Point INDIANAPOLIS, which was at that > 4 pv 


time a small town in Indiana. No. 21. Metal Cutting 


He came from a family skilled in saw manu- 
facturing, and one of the first things he set 
out to do was to improve the steel used in ~~ =_— 
saws. His experiments developed and there No. 64. Regular 
Ss was perfected a formula, “Silver Steel,” 
_— -« which has come to be known the world 
No. 100. Flooring Saw over aS THE FINEST ON EARTH 





No. 65. Regular 











a Carpenters’ Handy Saw 


% 7am Later he patented an exclusive grinding 
oo process known as SEGMENT GRINDING, 





Plumbers’ Saw re ee = 
which is found only in Atkins Cross Cut De = 
‘a Oe Saws, a feature which makes them cut fast, ese rap ics 
ee free and easy. 
ompass Saw 
les -— From his great inventive ability, another 
> \—D idea grew—to make a handle for Hand Saws 
te 2 ae superior to the old style block. He suc- 
, — a cessfully accomplished his object when he 


introduced to the world the “IMPROVED 
PERFECTION HANDLE,” a handle which 
prevents wrist strain. 





No. 3. Nest of Saws 
















These improvements marked an epoch in 
the history of saw manufacturing. The saw 
world has been benefited and enriched by 
Atkins the pioneer; as a result Atkins Saws 
are known far and wide for their high qual- 
ity and patented features, and hardware 
dealers everywhere are finding them the 
MOST PROFITABLE SAWS TO SELL 
to the saw using trade. 


Ask for “Pointers” and “The Man Behind 
the Counter’’ 











Post Up on Atkins Products 















Bit Brace , , 
’ Hand Saw Filer 


Racer! ATKINS & “COMPANY 


ESTABLISHED 1857 THE SILVER STEEL SAW PEOPLE 
Machine Knife Factory: Home Office and Factory: Canadian Factory: 
Lancaster, N. Y. Indianapolis, Ind. Hamilton, Ont. 


BRANCH HOUSES 
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= like selling a 
-— “Round Trip Ticket” 


pat) to your Store / 
* 








z Once a BLACK DIAMOND File 
4 buyer---always. 
The experience of hardware dealers 
: who carry this popular brand of 
= files, has proven this to be so. 
“ — From the selected file steel from 
— <4 | which they are made, to the points 
re ae of their finely-chiseled teeth--- 
Fa BLACK DIAMOND Files are 
ia i sturdy, enduring, dependable. 
oe fe 2 
peg: | G. & H. BARNETT CO. © 
ee 1078 Frankford Avenue 
wa | Philadelphia, Pa., U.S.A. 
lal. | 
abe Owned and operated by 
— na NICHOLSON FILE CO. 


Providence, R. }. 





cans} 


SOOOOUOOO AMAA AO ODO SOO 
COUN MARA VA OOO AANA 
O SOR Wee 





ER Oe nt tet enattilte: O:. 





Since 1863 
the Standard of Quality 
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| Key-Kase 
Midget Kit 
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For Christmas eae 












Here is a new vest-pocket arrangement of the famous 
Midget Rench set. 

Five wrenches fitting every nut on any radio set and a 
handy screw-driver packed in a vest-pocket leather kit, 
arranged so that any wrench may be easily and quickly 
detached from its hook for use. An ideal set for all small 
work. 

Incidentally the case will also serve as a key holder. 


VAUD Rew iba sbbiaagd leg ied bean ly AS pe 


Sells for 
25e 





Dealers’ Prices and 
Discounts 


PREMAX HANDIKIT of Renches. 

(Both sets in Xmas Box sells for 50c.) 

1 Doz. Kits $4.00. You sell for $6.00. 
Your margin 50% of cost. 

3 Doz. Kits $10.80. You sell for $18.00. 
Your margin 66°54 % of cost. 
PREMAX KEY-KASE Kit. 
(Midget Rench Set in Key Ring Case 
for 25c.) 

1 Doz. Kits $2.00. You sell for $3.00. 
Your margin 50% of cost. 

3 Doz. Kits $5.40. You sell for $9.00. 
Your margin 66°4°% of cost. 


Jobhers Write for Discounts, 





PREMAX HANDIKIT 
of Renches in Xmas Box 





Midget 
Set 


Sells for Single 
20c Six Set 

An ideal gift for the mechanically inclined man is this special Christmas 

box containing one Midget Rench Set and one Single Six Set. 

These two sets fit all nuts from 14” to 54” and are made of cold rolled 

steel—thin, strong, convenient, and case-hardened. Finely finished. 


This is a special Christmas package attractively gotten up to retail at 
50c. The wrenches are ideal for radios, automobile ignition systems, 
sewing machines, tractors, and dozens of other uses which will present 


themselves to your customers. 


NIAGARA METAL STAMPING CORPORATION 
101 10th St. | Niagara Falls, N. Y. 


Also Make Premax Metal Numbers and Letters, Premax Rustless Steel Tent Stakes, Dodson and Premax Hame Fasteners 





8 HARDWARE AGE November 19, 1925 





— . A real 
Jest out Si Nut which 

BERNARD PLIERS }' customer 
S” | | can turn 
rh } with the 
«5 rate plier 
| below 
<—| Plier 
attached 
by chain 
Customer 
is invited 
to cut the 
nails in 
the box 







— 
~— 


You re Missing 


Something 
GOOD 


if you 
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haven’t 
this 
display 
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' Fast 
Selling 


ni — | Pliers 





‘Your Customer Sells Himself! 
It Gets Him Where He “Lives ’”’ 


HY do you display tools in trays? Isn’t it because you want your 
W customer to pick one up, work it back and forth, heft it, admire it? 
Sure! You know, if he does that, he’s usually yours! 

Well, we go a long ways farther with this new display by providing him 
with something to try the tool on! 

The upright pockets are to hold pieces of wire, and the pocket below is 
for nails. He can snip these into pieces very easily with the pliers on the 
chain. He can also try out the parallel, wrench jaws on the nut at the 
right. 

Does it sell pliers? You know it does, and it displays a selected line. 
Ask your jobber for the Bernard proposition. 


BERNARD PCIERS 


THE WILLIAM SCHOLLHORN CO., DEPT. H, NEW HAVEN, CONN. 
A Pair of Pliers for Every Job 
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Another Full Page in 


The Saturday Evening Post 
(November 28th) | 


Another Full Page mn 
The Country Gentleman 


(November ) 





Other November 
Advertisements 


Will also appear in 


Farm Journal Oil & Gas Journal 
Successful Farming Oil Weekly 
Popular Science Monthly Purchasing Agent 
Plumbers Trade Journal Southern Engineer 


How’s Your TRIMO Stock? 
Better Place Another Order 
with your Jobber Right Away 


Trimont Mfg. Co., Roxbury, Mass. 


TRIMO 


MVP LYSSNI 
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“Shere’s One - 
Wont nant 












\ | as 
g> | THE STAR SPECIAL 
, FLEXIBLE. BLADE 
This Hack Saw 





Blade will elimi- 
nate the great 
waste through 
breakage. 





Practically un- _—‘Star’ blades have 
breakable, both as_ gained a prestige 


to blade and teeth and ieedutation 
and is recom- P 


mended for the through their re- 
toughest work. cord of performance. 


Let us send you samples of the blade Free. 


Makers Since 1883 


STAR HACK SAW BLADES 


CLEMSON BROS., INC. MIDDLETOWN, N. Y. 
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The Elyria Iron and Steel Company 


Hot and Cold Rolled Strip Steel 
Works: 


General Offices: High Carbon Structural Tubing Cleveland, Ohio 
Cleveland Elyria, Ohio 


East 13ist St. Welded Steel Tubing 


Cable Address 
; Elisco Cleveland 
Hugh B. Wick, { Western Union 


President Cleveland, Ohio Codes ) Bentley’s 


September 29, 1925 


To the Manufacturers, Distributors and Users of Electrically Butt- 
Welded Steel Tubing. 


Gentlemen: 

By a recent decision of the United States Circuit Court of, Appeals for 
the Second Circuit in our patent infringement litigation against an 
Eastern Manufacturer of steel tubing, our "Johnston" patents Nos. 
1,388,434, and 1,435,306 have been adjudged valid and infringed as to 
all claims in suit. This decision is final. There is, and can be, no 


further appeal. 

Respectively, the patents, above mentioned, cover a method of elec- 
trically butt-welding steel tubing, and the welded product. Claims, 
4, 5, 10, 14, 16, 17 and 19 of the "method" patent and 3, 5, 6, and 9 
of the "product" patent were declared on and sustained. In so holding 


the patents valid and to have been infringed, the Appelate Court 
affirmed the decree of the United States District Court for the 


Eastern District of New York (Equity No. 1234.) 
Additionally to our own production under these patents, several steel- 
tube manufacturers are licensed to employ the process and to sell or 
use the tubing in different fields; each licensee being limited as to 
field of utilization. Licensees thus far operating under the above 
mentioned patents are: 

Michigan Steel Tube Products Company 

Detroit Michigan 


Simmons Company 
Executive Offices New York City 


Standard Steel Tube Company 
Toledo Ohio 


In fairness to our licensees and for protection of our own interests, 
it is our intention to seek full enforcement of our rights, in order 
to prevent or restrain infringing manufacture and use of the patented 
product and method. 

We trust that our rights under these patents will be fully respected 
by manufacturers, distributors and users of electrically butt-welded 
steel tubing. It is only in justice to those who heretofore have 
used, or are using, infringing tubing to say we are legally advised 
that use of the patented product, if procured by the user from an 
unlicensed manufacturer, constitutes infringement of our patent rights. 


This announcement is made to the trade in order that this patent 
Situation may be fully appreciated by all concerned. 
THE ELYRIA IRON AND STEEL COMPANY 
By Hugh B. Wick 
President. 
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EMPIRE ‘sats 


THE STORY OF THE EMPIRE NEW PROCESS BOLT — Chapter 3. No. 1. 











when he can spin a nut down the bolt with his fingers, 


and just give one final pull with the wrench. you can’t Fr ely on 
And to those officials who are interested in the question of sight and touch 


time saving, this method bears all the earmarks of Grade A 
efficiency. 


But these are costly delusions. When you test a bolt on a 
ring gauge, you don't spin the gauge. If you do—if you can 
—the bolt thread is too small. If it isn’t snug, it isn’t a fit. 
And if it isn’t a fit, it’s going to make trouble. 


Fit and Strength That 
Give Security 


Unless a nut is too big, you can’t spin it down an Empire 
New Process bolt. It doesn’t bind or stick, but the threads 
hug close — because an Empire New Process bolt has the fit 
of a gauge. And that’s the fit you need, if you want to keep 
trouble away. 


The thread of a New Process bolt is built up, antend of cut, 
on a specially prepared blank, using a new type of die. The 
forcing together of the steel molecules makes the thread 
strong where cutting makes it weak. This thread cannot strip. 


Empire New Process bolts bring big economies with them. 
They put a stop to waste and loss and damage. Their price 
is the same as for former Empire bolts. And you can prove 
their fit and strength, if you want, by asking for samples. 
We will gladly send them. 


RUSSELL, BURDSALL & WARD 
© BOLT & NUT COMPANY © 


PORT CHESTER.NY. 


Branch Office: Branch Office : —_ Strimple & Gillette Maydwell & Hartzell, Ine. 
Scraus Building General Motors Bhig. 169 Jackson Street 158-168 Eleventh Street 
CHICAGO DETROIT ROCK FALLS, lis. SEATTLE SAN 


zk average workman's idea of a good, smooth fit is & bh oO WwW i nr g t h a t 
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HACK SAW 
FRAMES 





















AS FAMOUS 
AS OUR 
No. 50 
| Reduced in Price 
- More Popular Than Ever 
| The Same Old Reliable Frame 





A New Frame at a Popular Price 
It is No. 50 Plus the Saw Handle 


HARDWARE COMPANY 


Reg. U. S. Pat. Off. 


TORRINGTON, CONN., U. S. A. 
NEW YORK OFFICE, 151 CHAMBERS STREET 





Incorporated 1864 


Established 1854 




































Get Your 













Shorter time is required to list all 
items. 


Correct tax returns can be easily 
made. 


Proper bank and financial state- 
ments are quickly prepared. 


Stock turnover will be figured 
correctly. 


market. 


for deductions and losses. 


— EXAMINED BY 
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Inventory Sheets 


Now ® 





Thousands of dollars are saved annually by hardware merchants who use 
Hardware Age Simplified Inventory Sheets. 


Slow sellers can be eliminated. 
Low stocks can be replenished. 
Dead stock can be weeded out. 


Losses in the value of merchandise 
are accurately determined. 


Insurance can be properly con- 
trolled. . 


Each sheet is 16x 10!4 inches, printed and ruled both sides, on fine heavy 
bond paper, easy on the eyes, and designed to enable you to take your inven- 
tory with speed and accuracy. This is the largest and roomiest sheet on the 


There is plenty of room for every item—no crowding or cramping. 


Notice the simplified form—simple, yet complete—also the column provided 


Harpware AGE Inventory Recorp 


DEPARTMENT 


EXTENDED BY 








ERRORS EXD BY 















and Fractions w the Columns. Be 


ARTICLE WITH NUMBER OR SIZE 











Usits With Doreas 


ORDER YOUR SUPPLY NOW—THE PRICE HAS BEEN REDUCED! 


The new reduced price per 100 sheets is — $1.30 


(100 Sheets will accommodate 6800 items) Postage paid. 


The binders are $1.00 each. Cloth covered heavy board, 
fastening with string ties, permitting any thickness and 
eliminating protruding metal posts. 


Send Your Order On a Post Card Today 


Hardware Age 
239 West 39th Street 
New York City, N. Y. 
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Such security always sells! 


THERE’S no question about the protection afforded 
by a Sargent Day and Night Latch. Your customers 
are quick to note its sturdy construction, its smooth- 
working, perfectly fitted bolt, and the fine finish that 
testifies to unusual manufacturing care. Almost every 
person who comes into your store has need of this 
supplementary protection for some important. door. 
Display the Sargent Day and Night Latch on your 
shelves and counters and in your windows. It is a 
consistent seller. 



































Apartments, homes, stores and offices (new build- 
ings as well as old) need reliable night latches. This 
popular Sargent Latch will help you get most of the 
business in your neighborhood with entire satisfaction 
to your customers and excellent profit besides. Point 
out the exclusive Sargent feature, the push-button 
stop to dead-lock the bolt or hold it back as desired. 
Interesting folders, imprinted with your name, will 
be furnished for mailing and counter use. Our Co- 
operative Advertising Service Booklet will also be 
sent upon request. Write today. 

SARGENT & COMPANY, Hardware Manufacturers 
NEW HAVEN, CONN. 
New York: 92-98 Centre Street Chicago: 221-223 W. Randolph Street 

















SARGENT HARDWARE IS PRICED AND PACKED BY THE DECIMAL SYSTEM 
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Strikingly attractive window displays are easily achieved with Myers Sales 
Assistant Demonstrators. Human nature is the same everywhere—interest 
centers around action—running water always draws a crowd and continues 
to do so for days—here is the ideal way to display and demonstrate to pros- 
pective water system purchasers and to many who may be interested later 
on the qualities of Myers Water Systems which are responsible for economi- 


al and dependable water service in homes, farms, country estates, public 
and private institutions. 


It is but another Myers method to assist their dealers to demonstrate and sell Myers 
Water Systems. Complete information, with catalog and prices, on request. 


THE FL.E,JMYERS & BRO.¢e: 


ASHLAND, OHIO. sy 


Manufacturers for over Fifty Years of MYERS HONOR-BILT PUMPS for Every Purpose. 
WATER SYSTEMS- HAY and GRAIN UNLOADING TOOLS - BARN. FALTORY and 
RAGE DOOR HANGERS- STORE LADDERS, E 
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The WORTHINGTON 
LINE 


is too big to show you here in full. 
We have a complete line of Nickel 
and Silver Pyrex Mountings to fit 
all sizes of casseroles, pie plates, 





” 





Cat 
eS SUNGE. NE iy BERNE. = Rae 
eee RO cs canoe ae LR ORS 








ee 

E — utility dishes, etc. Different de- 
a THE COLUMBIA " - ‘ 

e ie tack: anand ak tow mn elk sions for those with different tastes 
a ri ae “ = cal dis” camanies’ aha : 7 . 
2 Pyrex Liner for $2.50 and make a nice and with a range in price to suit 

pront. 
any purse. 


SO we are only showing here two 
new mountings —they’re both 
good. 


We also have a big line of other 
salable holiday goods, such as: 





ee 

fe — 

— Sandwich Trays 
- THE “GALLEON” 

od A 1926 design, which we have been able d 

oi to get to you a little in advance. Platinum B rea Tr ay S 

a Silver Finish—striking but very beautiful. 

is The prices are reasonable. All sizes Cas- 

a seroles and Pies. : Crumb Sets 


Salt and Pepper Sets 
Hot Dish Mats 


Manicure Sets 
Carvers, 
Silverware, Etc. 
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And of course everything in Pyrex— 
we carry a large stock and can fill your 


rush orders the same day as received. 





BROOKSIDE GIFT SET 


We've hesitated about Gift Sets because 
most of them have useless items in them. 
This one we have had put up to suit us. 
It contains only the best numbers in the 
Pyrex line, all in a fancy gift package. It 
retails at $5.00, and is a real winner. 





The GEO. WORTHINGTON CO. 


CLEVELAND, OHIO 





Established 1829 
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SLIDE AND FOLD 


HEN we designed 
Eleven-Eighty we 
had two things in mind: 
All ’round satisfaction to 
the contractor, dealer and 




















\ 





ROUND THE CORNER 


recommended for’ use 
where doors must slide 
around the corner. 


ALLITH 





user and a low factory 
production cost. With 
these two things accom- 
plished, you benefit by 
the lowest purchasing cost possible for 
this high grade hanger. 


Eleven-Eighty has a steel frame, swivel 
type. A machined cast wheel with steel 
axle, the hanger housing is provided with 
oil holes permitting lubrication when 
necessary. Noise and friction are prac- 
tically eliminated due to the small point 
of contact of wheel on track. Derail- 
ment is impossible with this hanger— 
always on the track. The track and 
hangers are within the garage—out of the 
weather, thereby adding to the life of the 
equipment. 


Eleven-Eighty-nine is identical to hanger 
outfit Number Eleven-Eighty and is 


ELEVEN-EIGHTY and 
ELEVEN-EIGHTY NINE 


ROUND TRACK 


The Allith round track 
idea was conceived and built by us over 
twenty years ago—and today it is as popu- 
lar as ever. 


Our extensive and efficient facilities for 
making this 14 gauge high carbon steel 
track is responsible for its low first cost. 
The ease of installation and its long, use- 
ful life make it the leader in economy of 
all tracks. Costs but a trifle more than 
flat track. 

Dealers 
The excellent cardboard cartons and 
boxes, in which A-P products are ship- 
ped to you, permit the saving of shelf 
space. No lost parts. Easily packed for 
reshipment to customers. 


See our ads in Sweet Directory. 


ALLITH-PROUTY COMPANY 


Danville, Illinois 


Manufacturers of 


Door Hangers 
Garage Door Hardware 





Manaufacturers of the finest line ayy) of Garage Door Hardware 


Fire Door Hardware 
Overhead Carriers 





‘ Rolling Ladders 
Spring Hinges 
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é Founded 1855 
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ke 
is 239 West 39th Street, New York City ~ 
Trade Winds 21 
$1000 a Week in Auto Accessories Sales 22 . 
In which you will find some practical suggestions for stim- 
ulating sales in this important profit making line. 
Novel Hardware Store Conforms with Community’s 
Architectural Style 24 
a Not only is the Marathon Hardware Company housed in an 
e unusual building of residential style, but employs mer- 
a chandising methods well worth studying. 
a Main Street Methods Help Meierhoff’s Radio Sales 27 
oe . — : , , " , 9 
Ag Containing some constructive pointers on increasing radio Another Bull S Eye 
sales. 
HARDWARB AGE scored another 
Talk Turkey. By Charles P. Catlin 28 Bull’s Eye when it started the 
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A PROSPECT is usually catapulted 


into a realization of the 
beauty and importance of hinges 
when he is confronted at one time 
with a half dozen or more exclu- 


sive McKinney finishes. 


McKINNEY MANUFACTURING CO. 
Pittsburgh Penna. . 


MCKINNEY 
HINGES 
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“Shall I Order It?” 
Hadn’t Reordered Yet. 





The Frequent Stock Turnover. 


TRADE WINDS 


Lost Sales and Lost Customers. 
Fill Orders Promptly. The 
Best Formula for Sales. 








REQUENT stock turnovers are 

greatly to be desired, but when 

wholesale and retail merchants 
permit the turnover microbe to in- 
terfere with having merchandise 
when it can be sold or when people 
want it, they are retarding business 
and contributing to the success of 
their competitors, the Mail Order 
Houses. 

cS * * 

While killing time (at the same 
time observing what was not being 
done as well as what was going on) 
in a hardware store located in a small 
town about sixty miles from New 
Orleans, I fell to wondering why the 
owner and clerks did not keep their 
stock cleaner and display it better. 
A man entered and asked to be shown 
a certain model of a well known make 
of gun. The dealer didn’t have it, but 
would be glad to order it. How long 
would it take to obtain the gun? 
“Wait a moment,” said the dealer, 
“T’ll find out.” The dealer telephoned 
his New Orleans jobber. The jobber 
was out of that model, but he could 
order it shipped direct to the dealer. 
The dealer asked his prospective cus- 
tomer: “Shall I order it for you?” 

“How soon can I get it?” 

“Wait another moment — about 
three weeks.” 

“No—maybe I can get it quicker,” 
and out went Mr. Intended @urchaser. 


* * * 


The discussion about the gun, tele- 
phone call to New Orleans, used up 
forty minutes of time and ninety 
cents telephone costs. I inquired of 
the dealer, “Don’t you ordinarily keep 
a stock of that gun?” 

“Yes, but I have been ordering one 
at a time and a few days ago I sold 
the one I had in stock and haven’t 
reordered.” 

Hadn’t reordered—get that. This 
is just one of the multitude of rea- 


sons why over emphasized turnover 
is retarding business. There are many 
others, such as: the clerk didn’t re- 
port he had sold the last item; and, 
waiting for the jobber’s salesmen. Or 
the dealer forgot about it and then 
just blamed carelessness. All of these 
reasons and many others are work- 
ing overtime every day. But the mail 
order houses, with their accurate sys- 
tem of maximum and minimum, have 
the goods when people want them. 
* 


As I got aboard the 3.50 train that 
afternoon I saw the man who wanted 
a gun enter the smoker. So I followed 
him in, crowded into the adjoining 
seat, and inquired: 

“Did you get your gun?” 

“‘No—the other dealer was also out 
of that model.” 

"Did you order it?” 

6é O. 


“What are you going to do about 


“Oh—I reckon I’]] order it from a 
mail order house. There are a few 
other things I want and they can all 
come along together.” 

A few other things he wanted. 
At the time I didn’t inquire what they 
were. I was afraid to. Since then 
I have wondered if either dealer had 
shown the gun he asked for, or could 
have sold him another gun, would he 
have purchased of that dealer the 
few other things he wanted? ? ? ? ? 

* k * 


It’s those “few other things’ the 
great retail merchants of this coun- 
trv are constantly striving for. They 
call them the “Extra Sale.” The small 
profitable items purchased after the 
main or principal object has been ob- 
tained. 

You cannot sell merchandise unless 
you have it. True, you can occasion- 
ally take a special order or induce 
some customer to wait until you ob- 
tain what he wants, but the man who 
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is waiting for you to get something 
for him is likely to try another place 
for his next want. That old song, 
“T want what I want when I want it,” 
was evidently written by a man who 
understood public attitude. 

of k * 


The over playing of turnover is 
responsible for many lost sales and 
lost customers. Turnover is desirable 
—but there is reason in all things. 
There is no reason for merehants be- 
ing short of staple, every-day, non- 
spoilable, selling items. It seems to 
me that many people have become so 
oversold on the word turnover, that 
they are not only missing sales, but 
they are losing customers by driving 
them to the mail order houses. 

2 * % * 

It is much better business to have 
a four-time turnover and fill orders 
promptly than it is to attempt a nine- 
time turnover schedule and be forced 
to “Back Order” or request “Please 
Re-Order,” twenty per cent short, 
No one ever made any money on Back 
Orders. 

The best formula for getting, 
building and holding business, next to 
good selling, is to have the goods 
when you can sell them. If you are 
too modern to SELL—then have the 
goods when your customers want 
them. 

Watching “turnover” on seasonable 
goods and odd sizes of staples is es- 
sential. Otherwise your profits will 
be wiped out by interest charges and 
depreciation. It is always good busi- 
ness to have good stocks of the staple 
every-day sellers in all the lines you 
handle. If capital or lack of volume 
in some lines does not seem to war- 
rant reasonable stocks, it may be 
good policy to invest the money in 
staple standard sellers of your prin- 
cipal basic lines. 
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OR nine profitable years the auto accessories 
department of Simons Bros., hardware 
store Washington St., Boston, Mass., has 

maintained a sales average of more than $1,000 
a week. This represents, roughly, fifty per cent 
of the firm’s business, yet this gold mine depart- 
ment devoted to auto accessories has a scant ten 
per cent allotment of floor, shelf and counter 
space. 

The business was founded 33 years ago by the 
late Samuel Simons, whose sons Jack and Howard 
have conducted the store as Simons Bros. for the 
past twelve years. Howard Simons is_ usually 
found on the second floor. He handles the ad- 
ministrative duties of the firm while brother Jack 
is the man you meet on the sales floor. If you 
are interested in retail merchandising he is a 
man worth meeting. 

Though auto accessories only have a one tenth 
share of interior space one window is always 
devoted to this profitable line. In a congested 
down town location of a big city Simons Bros. 
naturally have plenty of competition for all lines 
and you will realize that there are several nearby 
stores devoted exclusively to auto accessories. It 
is only in the very large cities that the exclusive 
accessory store can exist. You will always notice 
that these stores make a practice of showing 
everything but the cash register in a window dis- 
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Auto Accessories Sales. 
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play and all items are price marked plainly. Such 
displays suggest quickly a well assorted line and 
a one price house. Jack Simons recognized that 
auto accessories were akin to hardware and he 
also recagnized that intelligent merchandising 
would bring home the bacon. He too shows as 
many accessory items as his window will permit 
and he too shows clearly that his stock is well 
assorted. Note in the display reproduced that 
every item has its own price card. A step like 
window stand enables this window to show an 
unusually large number of items without confu- 
sion. 

Note the ignition parts sample board on the 
extreme left of the window. The card reads 
“Distributor parts and brushes for all cars.”’ The 
regular Simons stock on*this division of acces- 
sories would inventory at about $300. Sales for 
the year are about $3,000 and all of these igni- 
tion parts are kept in a special cabinet 30 in. 
wide x 24 in. deep. The cabinet has about thirty- 
six small compartment drawers similar to the 
cabinets used for screws and kindred small hard- 
ware items. 

Jack Simons tells us there is very little neces- 
sity for any mechanical knowledge in the han- 
dling of ignition parts, because what the car 
owner does not know or understand may be 
easily explained from the literature supplied by 
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the car manufacturers or the maker of the igni- 
tion parts. Naturally the car owner makes a 
big saving when he replaces the ignition parts 
himself. For example on some light cars brushes 
cost 45 cents and are installed in a few minutes. 
Take the job to the garage and the cost is $2 to 
$2.50 depending upon the garage. Simons al- 
ways impresses this saving on the customer even 
if he has come in for some other accessory item, 
but not of course until after the desired pur- 
chase has been made. He will quietly inquire 
if the man fixes his own car and from that start 
he talks the economy of making your own sim- 
ple replacements. When he sells a man a set of 
breaker points, or vibrator points (depending 
upon the make of car), he will suggest an 
emergency set which would be very handy on a 
dark night or on a lonely road in the event of a 
stalled car which is found to need new points. 
Of course he can’t sell every prospect the extra 
set, but the effort pays in the aggregate. In 
answer to our inquiry on dead stock as a problem 
in the accessory department, Mr. Simons said 
at least, 80 per cent of his ignition parts were 
absolutely live items, moving regularly and pay- 
ing an attractive margin. 

On the general accessory stock Mr. Simons 
says you will find two definite classifications. 
There are the standard constant selling items 
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If they sell quickly he will order a second dozen 
and so on until they lag. When they stay in his 
hands for two months or more without any par- 
ticular life they are priced specially, displayed 
prominently and cleaned out, never to be ordered 
again. A little care in watching the stock will 
prevent any dead lines, he tells us. 

During the Christmas holiday selling season, 
Simons Bros. feature many fancy accessory 
items such as vases, radiator ornaments, special 
tool kits and other lines in holly boxes. The 
window will be embellished with holiday crépe 
paper and other atmosphere. At Christmas time 
—— emblems have their largest sale in this 
store. 

While we were waiting to talk with Mr. Jack 
Simons a young man entered and told Simons he 
had just purchased a second hand Ford Coupe 
which needed a new hub cap. Simons produced 
four of them, saying: “Why not buy a complete 
set of four and improve the general appearance 
of your car? One new cap will be conspicuous.” 
“QO. K.” said the young man, as he paid the nec- 
essary sixty cents. Before ringing up the money 
or actually delivering the goods, Simons asked: 
“How are the spark plugs? New plugs will in- 
crease the motor’s efficiency 100 per cent. You 
know plugs should be changed every year as a 
matter of principle and it is doubtful if your 





Simons Bros. Show a Wide Assortment of Accessory Items. Each Bears Price Ticket. 


such as auto bulbs, jacks, spark plugs, radiator 
caps, stop lights, mirrors, windshield cleaners, 
cowl lights, spot lights, hub caps, fan belts, pol- 
ishes, tool kits, tools, pumps, tires, tubes, pis- 
ton rings, tire repair outfits, lubricants, clocks, 
cigar lighters, and the many Ford specialties. 
The second group are the miscellaneous novelties 
which enjoy a fast but short life on the market. 
Many of these items are purely ornamental or 
current fads easily detected on first investigation. 
On such items this merchant will buy a dozen. 


used car has new plugs.” “How much?” queried 
the prospect. “Fifty cents,” answered the mer- 
chant as he tested a new plug in front of the 
prospect. The plug’s points spit out a snappy 
spark and the merchant shook his head in proud 
approval. “Guess I’ll take a set of plugs,” said 
the young man, and he did. When Simons asked 
about tires he learned a set of five new ones 
were on the car, and that the young man had a 








(Continued on page 91) 
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Novel Hardware Store Conforms with 
Community’s Architectural Style 


Marathon Park Hardware Co. Operates Modern Store in Cottage—Spacious Lawn 


Display Sells Hardware and Creates Unusual Attention 


HREE months ago Kenneth A. 
Sainsbury decided that Marathon 
Park was the logical place for 
a real community hardware 
store. This new community, 
one of those typical Long 
Island developments, is within 
the limits of New York City and perhaps twenty 
miles from Times Square. It is strictly a residen- 
tial development. Residents working in Manhat- 
tan are readily served by commuting on the Long 
Island Railroad to Little Neck Station. As in most 
of these recent Long Island developments, there is 
an individual architectural style, which has been 

and must be, adhered to rigidly. The best location 
for a store was on Northern Boulevard but the 
only available and suitable plot was in a restricted 

district. 

That didn’t phase Sainsbury. He built a 
modern type cottage or bungalow in conformity 
with the architectural style of the community but 
instead of cutting up the inside into rooms he 
left it entirely open and installed modern hard- 
ware store fixtures, open display tables and up- 
to-date store lighting equipment. 

The building line requirements provided a 
spacious front lawn. Fine—the lawn is Sains- 





bury’s chief display area and he makes mighty 
fine use of it. There you will find two yard 
clothes ‘driers. One is opened and twirling and 
the other is folded to show in a glance, how effi- 
cient and yet how unobtrusive such a handy device 
may be. The store was opened late in August 
and when we visited this young merchant two 
weeks ago he had already sold and installed 15 
driers. He charges an extra dollar to install the 
drier at the customer’s home. 

The display lawn is also embellished with 
galvanized ash cans, a set up of paint cans, garden 
tools, garden hose, wheelbarrows, ash can trucks, 
rakes, rollers and miscellaneous standard hard- 
ware lines. Some of the items mentioned are not 
seasonable at this time and, of course, have been 
removed for more timely and saleable articles 
active in the present season. 

Sainbury’s store is without question one of the 
most novel merchandising establishments in the 
hardware field. Northern Boulevard is an im- 
portant traffic artery always busy. The little cot- 
tage devoted to hardware retailing creates interest 
from hundreds of tourists. Sainsbury has 
cashed in on the tourist’s interest by selling novel- 
ties, china pieces, glassware and even staple hard- 
ware to people living ten to fifty miles distant, 
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OOGKING at these interior views you 

would hardly imagine that the Marathon 
Park Hardware Co. of Little Neck, L. I., had 
other than the conventional store front. 
Read the story and look at the unusual! 
and novel cottage type of construction 
which has attracted so much attention to 
the new venture of Kenneth A. Sainsbury. 
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ordinarily out of his selling area. For tourist’s 
trade, he got a late start but this spring he plans 
to carry a larger line of novelties to attract a 
larger percentage of motorists. He realizes the 
margins and sales possibilities of selling novel- 
ties to transients and everyone knows there is 
a tremendous appeal in such a novel store front. 

The several photo views of this unusual hard- 
ware store, used with this story give you a clear 
idea of its unique arrangement, its cottage style, 
and its surprisingly modern interior appoint- 
ments. Note the blueprint of the floor plan. While 
he does not sell radio equipment as a main line 
there is a good set and loud speaker on display, 
always ready for a demonstration. Wicker 
rockers are handy for the ladies or others who 
wish to hear radio entertainment or who wish to 
rest or meet friends at the store. In the rear a 
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clean lavatory is available for customers. 

Mr. Sainsbury tells us that he never could have 
had the proper stock were it not for the coopera- 
tion of New York City hardware jobbers, who 
not only made equitable yet businesslike credit 
arrangements, but who also advised carefully and 
sincerely on the selection of stock assortments. 
He is firmly convinced on the advantages of pur- 
chasing throughjobbers on most of his lines. He 
says the jobbers will be his buying departments 
and that the bulk of his time will be spent in mer- 
chandising. 

To date his paint sales have been very satis- 
factory and his trade on kitchen hardware, and 
cooking utensils has been particularly good. He 
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Floor plan of Marathon Park Hardware Company’s unusual store showing location of various departments, floor cascs, 
counters and spacious open area for customers. 
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Main Street Methods Help Sales In 
-Meierhoff’s Radio Department 


O the hardware retailer who is still skep- 
tical as to the possible profits in handling 
radio, the experiences of ‘W. E. Meierhoff, 
of Highland Park, Ill., will probably be illu- 
minating. Mr. Meierhoff, like many other dealers, 
had doubts as to his ability to successfully sell 
radio outfits and after careful consideration he 
decided to try it but on an unquestionably con- 
servative basis. 
He finally picked upon one well-known receiv- 
ing set as best suited to the customers of his 
store. He put in stock three of these machines 
and in addition he made a careful selection of 
several accessory -items, such as aerials, loud 
speakers, tubes and batteries, running his entire 
initial stock investment up to a little less than 
$700. This stock arrived at his. store just prior 
to October first of this year and he announced 
the fact to his potential customers by arranging 
practically the entire stock in a very attractive 
window display and by mailing out the advertis- 
ing matter furnished by the manufacturer. 
As a result, Mr. Meierhoff sold in the first 


month 10 of these receiving sets and his accessory 
sales were in proportion. Some of these sales 
have been on the partial payment plan but in 
this, too, Mr. Meierhoff is conservative. He figures 
that his radio season will last six months, from 
October to March inclusive, and he does not want 
his money tied up any longer than that time. Con- 
sequently on any sets that were sold in October, 
the payments were divided over a period of 6 
months, those sold in November will be in 5 
monthly payments and so on. In other words it 
is the plan to have the last of all radio install- 
ments cleaned up in March. 

Handling, as he does, only a fully factory 
guaranteed outfit, Mr. Meierhoff finds that by 
pushing the sale of inside aerials he can give 
the additional free service of installation at very 
little trouble and expense. However, when the 
customer desires an outside aerial, a local elec- 
trician is hired to make the installation for which 
he makes a flat charge of $10, this amount being 
added to the purchase price of the set. 








A Mean Trick 


By James McChesney Prickett 


When I write an arti-cull 
For paper to go in-ter. 

If my grammar all is wrong, 
I blame it on the printer. 


“Your punctuation, spelling, all.’ 


Friend says: “Rot, can’t forget it!” 


With wave of hand, I puffed up, say— 


Oh, that is those that set it!’ 
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Some Practical Suggestions That Will 
Help You Turn Dull Days into Profits 





Talk ‘Turkey! Gobble! Gobble!! 


By Charles P. Catlin 


HANKSGIVING turkey tales well told 
through window displays will increase your 
Thanksgiving sales. 

Right now the women folk are thinking, talk- 
ing and planning for the nation’s great feastival 
day—Thanksgiving and Thanksgiving dinner. 
Their foremost thoughts are the Thanksgiving 
dining table service and the preparation of the 
Thanksgiving feast, in which the juicy, tooth- 
some turkey is a most important factor—in fact, 
the turkey-note of the day. 

Talk turkey to the women folk now. How many 
homes are there in your town where roast turkey, 
cranberry sauce and pumpkin pie will be served 
for dinner Thanksgiving Day? How many 
housewives will need a new savory roaster, a 
carving set and many other Thanksgiving table 
and kitchen necessities? 

Talk turkey—and you will gobble-up increased 
sales of turkey roasters, carving sets, silverware, 
electric table service items, nickel-plated ware, 
oven glassware, enamelware, aluminumware, kit- 
chen utensils and kitchen cutlery. Appeal to the 
women’s Thanksgiving Day-dreams—and you 
have good prospects of making prospects good 
customers. 

To make the most of this wonderful sales oppor- 
tunity use two windows, if possible, to get your 
turkey story over forcefully to your potential cus- 
tomers. Display in one of the windows every- 
thing for cooking and baking. Make roasters the 
feature. In the other window display correct 
service tableware, silverware, carving sets, etc. 

Place an appropriate sign or two in each win- 
dow. Catch the eye of the passer-by; Reminders 
of this character will bring them into your store 
to buy. Window displays make highways 
buyways. 

We are a nation of window shoppers. We all 
like to see merchandise attractively displayed. 
The automobile and the movies have done much 





| Thanksgiving FREE Service 
Turkey Roasters We Sharpen and 
Roast the Turkey, Keep Sharp the 


Not the Cook! Carvers You 


Buy Here 























Attention, Men! 


Sharp Carvers Pots and Pans 


for | for 
Thanksgiving Day! | Cranberry Sauce 
No Embarrassment! | and 
Eh? | Pumpkin Pie 
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to get us outdoors. We want to see what is going 
on. We'’want to know what is new. We are 
especially attracted by window displays of timely 
unified lines. Aggressive merchants no longer 
question the advertising value and pulling power 
of their window displays. They are veritable 
catalogs and do much to combat outside compe- 
tition. “One look is worth a thousand words.” 
Make window displays that are stoppers of win- 
dow shoppers. 

In this way you suggest many wants in a 
manner which never offends. Thanksgiving dis- 
plays will help you to stimulate holiday gift sales. 
The same items needed for the Thanksgiving 
feast will be needed likewise for the Christmas 
and New Year dinner. 

Everywhere the nation over the people are re- 
joicing. Good crops, good prices, good wages, 
have brought to us an era of prosperity with a 
splendid business outlook for which to give 
thanks. 

Talk turkey now and your cash register will 
gobble a golden harvest of dollars and you will 
turn dull days into profits. 
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A wide range of automobile accessories are included 

in the stock of the Fitchburg Hardware Co. An 

idea of the display arrangements may be gathered 
from the accompanying views. 
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Numerous small items 
are displayed on the 
table shown above. This 
method of display is 
particularly advanta- 
geous because it en- 
ables customers to in- 
spect merchandise at 
close rarge. 








Turns Auto Accessories ‘I‘welve 
Times Yearly in Fitchburg 


PUVVIFTEEN years ago the Fitchburg Hardware 
Co., Fitchburg, Mass., installed an auto- 
mobile accessory department which today 

is as much a staple part of the business as the 
departments devoted to cutlery, shelf hardware, 
sporting goods, kitchenware or builders’ hard- 
ware. In fact Herbert Rice, store manager, 
smiled at our enthusiastic interest in the show 
case and counter displaying accessories and the 
rack with tires and lubricants. He has con- 
sidered these lines proper hardware for fifteen 
years, and his sales records for that period jus- 
tify his opinion. 

The company’s regular tire stock is valued at 
approximately $500 and enjoys a twelve time 
turn over. Four sizes are carried. These are 
the Ford size, 30 x 314; 32 x 4; 33 x 4 and 
33 x 414. These four sizes will equip the ma- 
jority of cars, Mr. Rice informs us, and should 
any irregular sizes be required the company can 


easily phone a Boston distributor and have the 
necessary size the next day. 

Tires and in fact all of the auto accessory items 
are sold strictly as merchandise, therefore, the 
problem is solely one of merchandising. Mr. 
Rice says there is no mechanical or technical 
requirement in the selling of accessories. Tires 
are not guaranteed for mileage. The prospect is 
told that the Fitchburg Hardware Co. in all lines 
of hardware merchandise selects the lines and 
grades which prove to offer the best dollar for 
dollar investment for the consumer and that the 
line of tires carried was chosen because of their 
very apparent quality and value. 

The Fitchburg Hardware Co.’s accessory stock 
includes a very wide assortment of polishes, 
lubricants, luggage carriers, pumps, spark plugs, 
valve lifters, ignition files, tool step plates, 
clocks, tool kits, bulbs, stop lights, license plate 
brackets, glass vases, radiator ornaments, fra- 
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ternal emblems, oil and gas gages, horns, tube 
repair outfits, measuring cans for oil and gas, 
small oil cans, piston rings, goggles, gaskets, 
gasket shellac, soft auxiliary cushions, auto 
soap, auto dusters, chamois, hand cleaning 
compounds, jacks, floor mats, robes, lubricants, 
tire tools, tires, tubes, and complete chassis lu- 
bricating sets, with replacement nipples and nec- 
essary compression grease guns. 

The counter devoted to general accessories is 
placed in the front of the store on your left as 
you enter. In front of the show case and coun- 
ter you will note a standard type display table 
on which specials are shown or if there should 
be dead items these would be displayed on this 
table. A tire in an advertising stand is placed 
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just inside the door as a sales stimulator. 

Tires, lubricants, auto soap and several other 
items on the second counter are a few feet away 
from the main counter, being on the right side 
of the left hand aisle. 

Mr. Rice says there is ne dead stock problem 
if you give your auto accessory department. a 
reasonable amount of attention. He advises the 
dealer to beware of freak items which -for ex- 
ample he would not think of using on his own 
personal car. Many novelties, he says, are good 
sellers sometimes for two years and then lag 
behind. This is particularly true of current fads 
which help sell items of ornament rather than 
utility. This, however, seems to be a simple mat- | 





It Pays to Let a Woman 


ter easily controlled. 





“to Women 
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HE value of having a girl or woman clerk in 

attendance in the house furnishing depart- 

ment of a hardware store has been demon- 
strated a good many times. There is no ques- 
tion but that the average woman customer much 
prefers to be waited upon by a female rather 
than a male clerk and is more willing to take 
sales suggestions from her. In addition, a woman 
employee can often conceive small sales innova- 
tions that a mere man does not think of, largely 
because his personal contacts outside of the store 
are entirely different. 

For example, entirely through the efforts and 
ingenuity of Mrs. Clarence Wollan who has had 
charge of the kitchen-ware department of the 
Skandia Hardware Co., Rockford, IIl., that firm 
enjoys an almost monopolistic share of trade from 
the new brides of the city. It started about two 
years ago, when one of the members of a young 
woman’s club, to which Mrs. Wollan belonged, 
was married. The other members planned to 
give a “kitchen shower” for the bride-to-be and 
made up a sum of $25 with which to purchase 
the necessary shower items. Knowing of Mrs. 
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Wollan’s hardware connection, the entire amount 
was turned over to her with instructions that 
she make up an appropriate assortment and so 
avoid any possibility of duplication which might 
occur if individual purchases were made. 

Mrs. Wollan did her job well. Not only did she 
make a careful selection of kitchen utensils that 
would appeal to any bride, but she wrapped and 
packed each item separately in a large box, and 
then covered the box with white tissue paper, 
tied it with white ribbons and decorated it with 
hearts and cupids. The result was that every 
woman who saw the very attractive package 
remembered it, and since that time Mrs. Wollan 
has been called upon to superintend the making 
up and packing of nearly twenty similar boxes 
for other showers. While she states that the 
packing of one of these assortments takes so 
much time that it is sometimes a question as to 
the profits from the actual sale, it is pointed out 
by Mr. Peters, manager of the store, that every 
bride who has received one of the boxes was 
enough impressed by it to become a permanent 
customer of the firm. 
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SOLVING 


The Credits and 
Collections Problem 


Hamp Williams on Collections 


To remedy the credit business and 
bring time payments down to thirty or 
sixty days is a difficult problem. 

I cannot tell you how to do that; ex- 
cept to do it. That is a proposition of 
our own that the other fellow can’t 
answer. Different localities have dif- 
ferent resources from which their cus- 
tomers get their money; some mining 
districts, manufacturing, stock raising, 
etc. We depend on cotton largely; 
some depend on corn, wheat, rice, fruit, 
and each section has its lean days and 
fat days. People in some sections get 
their money by the week or month; 
others only once, twice or three times a 
year. No rule on earth that will apply 
to each section alike, and the fellow on 
the ground knows more than any out- 
sider can tell him. 

Here is my experience: What money 
I have made has been made in the 
It is no worse now 
than it was when I began thirty years 
ago. Some pay in thirty days, some 
sixty, some ninety, some in twelve 
months and some never pay; but it has 
always been thus, and yet I have made 
money selling goods on credit. Here is 
my trouble. My margin of profit is 
not as good as it used to be because 
goods are higher, but our volume is 
more than it has ever been, and my 
overhead is much greater, salaries are 
from 200 per cent to 300 per cent 
higher than they were in 1913; rent is 
higher, taxes are two or three times as 
great, my own living expenses are 
much greater, and we are not making 
the money we should for the amount of 
capital invested. 

I know the remedy, if the decision 
were all my own. If I cut the salaries 
of my employees they will quit, and 
that won’t do. I must either pay my 
rent or move, and there is no chance 
to escape taxes, and we can’t increase 
our prices because our competitors 
won’t let us; in fact, we are losing 
some trade on account of our prices 
being too high, so they say. In addi- 
tion to all this we have trouble and ex- 
pense collecting, but not any more than 
we have always had. 

Some years collections are good and 
some bad—all years not alike, and 
some classes of merchandise is easier 
collected for than others; some mer- 
chants arrange for the collection of 
their accounts when the goods are sold. 
That is a good plan, closed by note with 
interest and security if the principal is 
doubtful., It is much easier to get a 
note and security before the customer 
= the goods than it is afterwards. 

uppose we make it plain: A _ note 
made by a good man, or well secured, 
Is more apt to be paid when it is due 











than an open account made by a dead 
beat, which is very much the same as 
the old farmer’s experience with hog 
cholera. Said he had always noticed 
that when his hogs took the cholera 
that those which lingered around for 
several days were more apt to get well 
than those that died when they first 
took it. 

We can’t rush a good man. If we 
do he may quit trading with us, and we 
can’t rush a sorry man who is slow to 
pay if the account is not secured, be- 
cause he does not care; he has our 
goods. Why should he worry? We 
can, however, rush collections to some 
degree by keeping everlastingly after 
them, and that is what we do. They 
all understand that we expect our 
money when it is due, but unfortu- 
nately we do not always get it. Every- 
body who sells goods on credit have 
their woes. I doubt the word of any 
man who does a credit business and 
says he collects his accounts when due. 
He can try; that is all, and the harder 
he tries the better it is. 

(Signed) HAMP WELLIAMS, 
Hot Springs, Ark. 





Merchant Must Learn to Say “NO” 


In reply to your article relative to 
credits and collections. 

I am very sorry to inform you that 
where promiscuous credit business is 
done, collections are always a problem 
and at times become very annoying. 

We realized this fact and am happy 
to say that on May 1, 1919, we firmly 
made up our minds that we must learn 
to say “No,” and forthwith put our 
entire retail department on a cash 
basis. The results were more than 
pleasing. 

It seems, however, that a few years 
ago we had somewhat a change of 
heart which resulted in extending a 
few of our select customers a line of 
credit but never losing sight of the 
fact that we must say “no” in a great 
many instances. By so doing we have 
eliminated very largely the collection 
problem and thereby can safely say 
that the limited number of credit ac- 
counts which we carry are not giving 
us any concern. 

We are sure and speak from actual 
experience that if all merchants would 
be more particular who they credit, 
and get over their anxiety of doing a 
large volume of credit business they 
would soon discover that profit on lost 
sales would be much less than the ex- 
pense connected with carrying credit 
accounts, such as interest on borrowed 
money, collection and ofttimes loss of 
the entire account; also that their per- 
centage of profit on a conservative 
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Solving the Credit 
Problem 


E present on this page 
some practical solu- 
tions of the credits and col- 
lections problem. These have 


been evoked by inquiry, 
What Is Your Greatest 
Problem? 


The question of prompt 
collections is a serious one, 
and in these letters, all writ- 
ten by practical hardware 
men who know what they are 
writing about, the retail mer- 
chant should find much prac- 
tical help in the solution of 
this difficult problem. 

HARDWARE AGE wants 
to hear from more of its 
readers on this subject. What 
is your system of securing 
prompt payment? 

We will pay for all solu- 
tions published. 






































business would be greater than by do- 


ing an extended promiscuous credit. 


The experience that taught us to say 
“no” will never be forgotten by our 
company. 

(Signed) Gro. E. PFARR, 
The Pfarr & Hobart Co., 

. Akron, Ohio. 





Close Margins Do Not Justify Long 
Accounts 


I have sometimes felt that credit 
problems of -today will have greater 
effect in determining the success of the 
retail hardware craft than any other 
one problem. The close margins on 
our merchandise do not justify long 
outstanding accounts. The extremely 
high cost of doing business bring home 
to the merchant who in former days 
paid less for his merchandise, less for 
rent, help, etc., something of the perils 
and horrors of past due and in some 
cases uncollectible accounts. Much of 
the progress we are making may not 


be visible except to those who are 


searching out the facts. The victories 
of the chain stores, the department 
stores and the house-to-house canvasses 
are all blazed forth to the world. Their 
deadly grip is having its effect and the 
valor of our national and State asso- 
ciations is making an impression, which 
in the end will tell. 

We are laying surely the foundation 
of the bridge which, when it is com 
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Special Campaigns ‘That Help 
Electrical Goods Sales 


PECIAL selling campaigns on specific elec- 
. trical appliances have enabled James & Haw- 
kins, Inc., Jamaica, N. Y., to greatly increase 
sales in the electrical goods department. Christ- 
mas sales in 1924 were 80 per cent greater than 
the volume obtained for the same holiday period 


of 1923. Regular all-year-round business has. 


shown nearly the same high percentage improve- 
ment with the advent of the specific item cam- 
paign idea. This firm as most readers know oper- 
ates eight branches on Long Island and has a 
reputation for aggressiveness and fair dealing. 

Eddie Dennecke, sales manager, is directly re- 
sponsible for the decided increased sales volume 
of electrical goods. He has concentrated on 
percolators in the windows of the nine stores and 
sent a sales letter to prospects talking only of 
percolators. Then he has done the same thing 
with curling irons, pressing irons, toasters and so 
on down the line. 

On electric irons 300 were sold in less than two 
weeks. A total of 800 irons were mailed to 
persons with accounts on the books. The names 
were picked at random and a letter sent stating 


that the iron was going forward under other 
cover. The prospect was invited to give the de- 
vice a fair trial without obligation. In a week 
a second letter was sent as a follow up. This 
included a return postal which the prospect could 
use to indicate interest in buying or a contrary 
view toward the iron. When you realize that the 
names were picked at random you will readily 
agree that a sales record of 300 out of 800 was 
mighty good. With this story copies of the letters 
and postal are inclosed. 

When the bobbed hair fad was at its height 
James & Hawkins featured curling irons and sold 
600 in about two weeks. 

In going after the Christmas holiday trade last 
year 2500 letters were sent out and 1600 sales 
were made as a result of the letter, window dis- 
plays and newspaper advertisements featuring 
electrical lines. The firm handles a few fancy 
boudoir lamps, electric light bulbs, grill stoves, 
heaters, fans, desk lamps, reading lamps, irons, 
heating pads, toasters, percolators, curling irons, 
immersion heaters, soldering irons, vibrators and 
necessary sundries. 
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YPICAL electrical appliance show 
case display as used in the Freeport 
branch store of James & Hawkins, Inc. 
Note a heater is featured on top. In the 
warmer weather an electric fan would be 
‘on top. The various pieces are moved : 


os 


about occasionally so that the display | es § fe wa: ee ees, A -na 
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‘EH. HE white circle indicated by the arrow 
shows you how James & Hawkins ir 
the Freeport branch store tests out al) 
electrical appliances before selling. The 
rack above the counter is a combination 
tester and display board for the electric 
bulbs. The window display at the bottom 
to the left is also typical of the company’s 
specific item display for campaigns on 
percolators. This was taken at the main 
; store in Jamaica, N. Y. This is not a 
special price appeal or a cut price offer. 
A special percolator at the price quoted 
was obtained and a specific item drive 
made in selling. 
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In all nine stores you will find a representative 
display of these appliances with at least one show 
case or equivalent devoted to this line. In every 
case the store manager will tell you that the elec- 
trical appliance section is one of his most active 
and most profitable departments. 

James & Hawkins has recently opened a 
branch in Freeport, L. I., and this new store sure 
has a practical electrical goods section. One show 
case and one open display table of conventional 
size and shape are located at the front on the 
right hand side of the center cases. The show 
case has an assortment of appliances neatly dis- 
played. On top of the show case two or three 
items are shown. This time of the year electric 
heaters will be on top. In the warm weather elec- 
tric fans are shown. 

The open display table is devoted to bulbs, wire, 
plugs, sockets, two-way plugs, fuses and kindred 
sundries. These are displayed in small wire 
baskets in which five and ten-cent items are often 
shown. The bulbs are stocked in their original 
cartons underneath the table board. You will 
note in the photograph the testing socket. For 
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identification we have placed a white circle around 
the socket. Before closing a transaction each 
electrical appliance is tested from this socket. This 
little service prevents the sale of a damaged or 
imperfect article and prevents a groundless com- 
plaint from the person who abuses and spoils an 
appliance. It is a very much appreciated service, 
for it proves that the firm is on the bit with elec- 
trical appliances. 

The upper rail which runs above this sundries 
display table is also a bulb-testing rack. You will 
note the complete assortment of bulbs. These are 
in sockets and both the bulbs and demonstration 
socket are wired to a handy floor socket. The 
bulbs are partially unscrewed. Should a person 
select a frosted 25-watt round bulb, that par- 
ticular model is tightened and illuminated for in- 
spection. Just above the testing socket for appli- 
ances is a slip socket for testing all bulbs before 
they are sold. As in the case of the appliances the 
test prevents the sale of an imperfect or damaged 
bulb and prevents an unfounded claim over an 
abused bulb at a later date. 








Hammer /t Home 


By William Ludlum 


HAT a funny looking hammer the man is using; what 


kind is it? 


It’s what they call a “guaranteed” hammer. 


What part of the hammer is—guaranteed? 
The part that is missing. 


But how can anyone make use of something that is missing? 

They can’t; but that’s where the guarantee comes in. 

How does the guarantee come in—when it isn’t there? 

It was there once, and that’s what makes the guarantee good. 

But if a hammer is broken how can a guarantee make it good?’ 
It doesn’t really make it good, but it replaces it with a new one. 


And is the new one guaranteed, too? 

Of course it is. 

If the new one breaks is that replaced also? 
Yes, to be sure. 

But suppose that one should break? 

It would be replaced again. 


Who pays for all this replacing, the manufacturer? 


o! 
The jobber? 
No, he does not! 
Who does pay? . 
The dealer! 
But why should the dealer pay? 


He shouldn’t; but as long as he keeps on guaranteeing his 





goods against unlimited abuse—he’ll have to foot the bill! 


Say, what is an unlimited guarantee, anyhow? 


* It’s a self-inflicted mortgage on profit, placed there by all 
dealers who lack the nerve to give themselves a square deal in 
dealing with their customers, and—that’s ‘the why of this funny- 
looking hammer. It may be only a half-hammer, but it rep- 


resents—a complete loss! 
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Try Beidenkopf’s Merchandising ‘Tonic 


By Charlie Beidenkopf 


HAVE been asked to write some articles for 

HARDWARE AGE that might tend to awaken 

sleeping hardware merchants and some of 
you fellows who, according to some printed re- 
ports, are about ready for the morgue. Now 
as stated in the announcement of this series, I 
am very sparing in handing out roses or com- 
pliments. I don’t believe in patting a man on 
the back when I know that a good stiff kick in 
the pants will do him more good. Flattery has 
ruined many a man, as well as women, so if 
what I am about to spill doesn’t tickle your 
palate, make up your mind right at the start 
that it is the only kind of food that a lot of 
“storekeepers” need. 

I am going to relate only real, actual experi- 
ences that I have bumped up against in the past 
forty years while I have been in the retail mer- 
chandising game in this country, starting as a 
cash boy in Des Moines, Iowa. Now I hope I 
won’t be considered conceited by the readers of 
this paper, when I say that I was advanced from 
$2 a week cash boy to a.member of the firm in 
about fourteen years, and when I left for larger 
fields I took with me a check that ran in five 
figures for my interest in the business. The rea- 
son I mention this is not to brag, but to show 
you that good hard work pays. I am happy to 
say that I have accumulated enough of this 
world’s goods to keep me comfortable as long as 
I live. Therefore, I have no axe to grind. My 
only object is to write articles that will be con- 
structive, and from which you can get a new 
slant on the way to profits in the retail mer- 
chandising. 

The greatest trouble I find among the great 
majority of you fellows is that you are lazy. 
By that I mean you don’t go after business in 
the right way. You allow the business to run 
itself instead of going after it as the dry goods’ 


man does. You will notice that with few ex- 
ceptions the dry goods’ man is generally an up- 
to-date merchant in his town. He -has a fine 
store, best trimmed windows, best lighted, clean- 
est, gives high grade service, and does the best 
and most advertising in his town. He isn’t 
afraid to work, and what’s the answer? Dry 
goods’ merchants are rated better and as a class 
are far more successful than other lines of busi- 
ness. 

One of the worst faults I find is the lack of 
proper service rendered to the customer in the 
average hardware store. This is especially so 
in case of women, who being accustomed to get- 
ting good service in other stores at once feel 
that luke-warm indifference at which she at once 
rebels. I will write on the subject of service 
more fully soon, citing actual experiences. This 
is simply a hint, so get wise to yourselves. I 
hope to put before you facts showing that the 
hardware merchant has only himself to blame 
if his business is not producing results. You 
can’t do business nowadays as your grandfather 
did. A lot of you guys think that because the 
store or you have been in business for from 
25 to 50 years, that all you have to do is to 
sit down in your dump and all the people will 
come in and pay you homage. Well old back 
number, wake up. The day of the pulling and 
hauling by oxen is past. You must use airplane 
ideas if you don’t want the sheriff to assist you 
to close up. I intend to write articles on the 
following subjects: Merchandising the right way; 
Store service as it must be; Carrying the right 
kind of merchandise; Fighting the mail order 
houses and department stores; Keeping your store 
clean and not like a dump; How to turn your 
stocks oftener; How to keep the women } fom 
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| . R. ISAAC H. LIONBERGER is a capi- 


large fortune. He is a lawyer, a col- 
lege man, a student and a traveler. 
He once told me that he thought there 
were certain principles upon which 
the making of money was based. He decided to 
study these principles. He worked them out. He 
then put them into practice in making invest- 
ments. He made a fortune. He made this for- 
tune, not exactly because he needed it, but simply 
to prove that his theories in regard to money- 
making were correct. 

* * ~ * *K 


I have known Mr. Lionberger for many years. 
When I was in the rough-and-tumble of active 
business in hardware in St. Louis I enjoyed hav- 
ing long talks with him about the fundamental 
principles of trade. We talked theories and we 
applied specific cases to our theories. I learned 
a great deal from Mr. Lionberger. I learned, for 
one thing, that in business we should try to be 
sure that the principles upon which we are work- 
ing are sound. Many men in business who do 
not get their fundamentals straight have their 
business collapse in the finish like a house of 
cards. The trouble with many business men is 
in the fact that their reasoning is based too much 
on details. They cannot see the forest for the 
number of the trees. They do not realize that 
the basic principles of business will inevitably 
work out to their logical conclusions. 

ok * * 2k * 


In trying to become clearer in my own mind 
regarding the present business situation, I natur- 
ally wrote a letter to Mr. Lionberger. I will, 
with his consent, give you his answer verbatim: 


St. Louts, Sept. 18, 1925. 

I received your letter after my return from a trip 
to the Mediterranean. It gave me pleasure to see 
your name and hear your voice. 

Since my return I have been making various sorts 
of inquiries and have reached a conviction which. 
like a woman’s intuition, it may not be possible to 
wed by argument, but which nevertheless is very 

rm. 

Imprimis. More capital has been wasted in a 
decade than ever before in the history of the world; 
more capital is now being wasted by the investors of 
the United States than ever before; more capital is 
being unprofitably invested in roads, etc., by State 
and local authorities than ever before. 

Second. Prices are hardening and show a ten- 
dency to advance. The laborers and the employers 
of labor are restricting output or working short 
time, with the result that production is, to a very 
positive extent, curtailed. 

Third. Notwithstanding the high level of prices, 
rates of interest are abnormally low. The old rule, 
high prices, high rates, seems no longer to obtain. 

Fourth. Notwithstanding the foregoing consid- 
erations, the car-loadings of the railroads seem to 
be greater than ever before in the history of the 
country. This fact I cannot interpret. It may be 





‘‘Profitless Prosperity” 


By Saunders Norvell 


talist of St. Louis. He inherited a 


that raw material used in the construction of public 
works is moving in abnormal quantities. There may 
be another explanation. I have not had time to 
work out the problem. 

Fifth. The bankers in St. Louis have sent out a 
circular to their depositors advising them, in view 
of a prospective advance in prices and an increase 
in the volume of business, to lay in larger stocks of 
goods and omit, for the time at least, the hand-to- 
mouth buying which now characterizes trade. The 
obvious significance of this circular .to me was that 
the manufacturers want to increase output and the 
banks want to lend more money. 

There are, of course, many other considerations 
which will occur to you and with which you are more 
familiar than I. My conviction is this: Prices are 
too high and ought to decline. Extravagances are ab- 
normal and should be corrected. More women are 
at work than ever before and it is very hard to con- 
jecture to what extent their labor is adding to pro- 
duction. The waste of capital has gone too far and 
has already exhausted the resources of the country. 
Inflation has affected the money market. Trouble 
lies ahead—how far ahead I cannot conjecture, but 
I think the boom ought to culminate some time in 
the spring and I have a positive conviction that it 
cannot be longer deferred than 1927. I remember 
an old saying: The progress of industry shows the 
following stages—initiation, promotion, flotation, 
incorporation, consolidation, liquidation and damna- 
tion. We are in the consolidated period; that is, 
approximately. 

Now let me tell you something that greatly sur- 
prises me. I have kept the annals of business for 
fifteen years, intending as chairman of the Credit 
Company (with which, by the way, I am no longer 
connected) to become capable of estimating an ex- 
isting situation. After making my entry of current 
facts, I have appended a conjecture. In looking 
back over the memoranda so made, I discover a very 
interesting thing: that, although in every instance 
my conjecture was right, yet, it was never right 
in time; that is, what I thought would occur in say. 
six months, did not occur for thirteen; what 
thovght would occur in thirteen has occurred in 
ae etc. It was very easy to predict the crisis of 
1920. 

My feeling that conditions were unsound in 1925 
has thus far failed of verification. The best thing I 
can say is that I don’t like the situation, that I 
greatly admire the prudence of the merchants in 
their buying, that I strongly deprecate the efforts 
of the banks to change this conservative policy, that 
I know abundant and cheap goods are better for a 
nation than scarce and high goods, that capital is 
not inexhaustible and extravagance cannot tend to 
prosperity save as it induces an increasing produc- 
tion, that the Reserve Bank is powerless either to 
prevent or alleviate a crisis and can only prolong it 
and that at present it is going to be very hard for 
a prudent man to so use money that he shall escape 
the consequences of the readjustment which in the 
future is inevitable. 

One thing only is reassuring: the old competition 
by railroad cut rates during a period of dull business 
is precluded by control of the Interstate Commerce 
Commission. The demand for goods in a great 
country like ours never varies more than 10 to 20 
per cent. The preferred stocks of the sound rail- 
roads ought to be good, but they may not prove so. 
The effort of the railroads to get the I. C. C. to con- 
sent to an increase in rates is an effort in the wrong 
direction. Wages are abnormally, absurdly high. 
Many men are not earning what they are paid. The 
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building boom fostered by borrowed money is des- 
tined to result in the loss of a great deal of money 
by the class who ean least afford to lose—I mean the 
petty investors who yield to the solicitation of 
brokers. Rents must decline as soon as prosperity 
is checked. The demand for accommodations does 
not result from any increase in the population but 
from the disposition of the man who is making $15 
a day to use a ten-room house where formerly he 
was content with a five. 

When, by the way, you have a little idle time on 
your hands and wish to do something altogether de- 
lightful and startling, let me know, and I shall advise 
you to take the Mediterranean cruise in summer 
when the weather is hot, people live in the open and 
one may observe the hideous decadence of the East. 
I learned upon this trip two things that may be of 
interest to you. All of Italy is praising Mussolini 
and all of Italy is more prosperous than ever before 
in its history. At Constantinople I met a factor 
engaged in selling American wheat. He was just 
closing up his office and returning to this country 
because a great flood of wheat had begun to come 
in from Russia and his Eastern market was entirely 
cut off. They are raising a great deal of cotton in 
Egypt, of a better quality than we raise here. Goods 
are so cheap over there that the tariff wall cannot 
keep them out. Our imports will steadily increase as 
the debts to be paid by foreign nations are arranged. 

Very sincerely yours, 
(Signed) I. H. LIONBERGER. 


* * * * *k 


I acknowledged this letter and then received 
another letter from Mr. Lionberger that, while 
not exactly germane to our subject, is so interest- 
ing that I am quoting this also: 

St. Louis, Sept. 23, 1925. 


Do what you like with my letter. However hastily 
written, it presents certain considerations that we 
must reckon with. I’d rather have your views than 
mine. I know that locally, more freight is going 
through St. Louis than ever before; that more 
women are engaged in ‘industry than ever before; 
that more wealth is being produced and consumed in 
our territory, and I suspect that notwithstanding the 
scamp work and restricted output of some of those 
engaged in industry, more goods must have been 
somehow produced than ever before. I can’t see 
any signs of either over-production or over-consump- 
tion. Maybe the waste of capital which I mentioned 
is the cause of the great increase in the car-loadings 
of the country—I cannot tell. I have never been so 
perplexed. 

By the way, the Syrians hate France. They told 
me, and many of them told me, vociferously, that 
they’d rather have the Turk, a lazy ruler who now 
and then is too inert to practice tyranny, than an 
industrious exploiter who never lets them rest. The 
industry of Damascus startled me. I never saw 
such a hard-working people. There never were such 
beautiful things made by handicraft anywhere; no 
people ever received so little for its work. If we 
could open trade with that country and buy for a 
song what we might sell for a fortune, we would 
enrich them and ourselves. Today they have to pay 
to France the cost of maintaining an army of 20,000 
men—for their protection! Their trade regulations 
are as onerous as were those of the Middle Ages. I 
think peace, justice and liberty are the three things 
needed by the East, and I mean by liberty, liberty to 
trade everywhere and get for their products as much 
as they are worth. You and I perhaps could do 
something in Syria, but I very much doubt it. 
People are content to sit in the sun after their work 
is done. 

Sincerely yours, 
(Signed) I. H. LIONBERGER. 


(Please note that the above letter from Mr. 
Lionberger in regard to Damascus is dated Sept. 
23, 1925. Since then the French Army, under 


General Sarrail, shot up the town and killed hun- 
dreds of the inhabitants, precipitating a very 
acute political situation. This is evidently the 
“protection” of a French Army that the Syrians 
have been paying for in taxes!) 

Then I have another friend in St. Louis—Mr. 
Paul W. Brown, the editor of The Executive's 
Magazine. He is one of the best thinkers I know. 
He has at his finger-tips more information and 
more facts about the commerce of this country 
than any man I have ever met. He was formerly 
the editor of one of the great daily papers of St. 
Louis. He has an unusual mind that is worth 
while and it has been my pleasure to keep in close 
touch with him through the years. There is more 
boiled-down business information in The Execu- 
tive’s Magazine than in any publication that 
comes to my desk. Every student of business 
conditions, development and evolution in this 
country should subscribe to this magazine. 

> * * * ok 


In this connection I must tell a very good joke 
on myself. I visited St. Louis immediately fol- 
lowing a somewhat prolonged trip to Europe. I 
had a long chat with Mr. Brown. It was all about 
conditions in Europe. At the end of the chat he 
remarked: “This is a pretty good interview. 
May I write it up?” Now, I must confess that 
when I read that interview I found more of Paul 
W. Brown in it than myself—but then came the 
blow. My sister in St. Louis, who reads a good 
deal of my stuff, wrote me that she had read the 
interview I had given The Executive’s Magazine 
and she thought it was the best thing I had ever 
written! 

* * * * ok 

I have turned to Mr. Brown and have asked 
for his views on present conditions. I will, with- 
out his consent, quote his letter. I wrote Mr. 
Brown telling him that I was thinking of writing 
an article under the heading, ‘“PROFITLESS 
PROSPERITY.” That title may not be exactly 
true, but it does make a first-class attention-get- 
ting heading! As salesmen know, we must first 
of all get and hold our prospect’s attention. That 
is why I have used “PROFITLESS PROSPER- 
ITY” as a heading for this article. However, 
like a toastmaster, I am doing all the talking 
while you are anxiously waiting to hear how Mr. 


Brown answered my letter: . 
Nov. 6, 1925. 


I most heartily agree with you. It certainly seems 
to me that a period of the most enormous growth in 
wealth we have ever had is also a period of maxi- 
mum difficulty in many lines of business. I should 
be inclined to attribute these difficulties mainly to 
four factors: 

(1) Change in the machinery of distribution in- 
duced by the speeding up of transportation. The 
retirement of John V. Farwell & Co. from the dry 
goods trade is a striking illustration. 

(2) The shifting of perspective which in making 
necessities out of many luxuries—automobiles, silk 
stockings and phonographs, for example—has ‘‘made 
it hard to afford old staple necessities” and in conse- 
quence caused tremendous pressure on producers of 
them. 

(3) A change of social viewpoint. The old indif- 
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How Father Murray Took Care of 
the Boys” 


A $400,000 Annual Retail Business Was Created by Advertising 


in a Small Community 





A Story That Manufacturers 


Should Pass on to Retailers. 


By Robert J. Murray 
Murray Co., Honesdale, Pa. 


LEASE pardon me if I find it necessary to 
refer to our own business too often, but 
frankly it is the only business I know. Our 

advertising, which I help write and always read, 
has sold the Murray Company business to me 
so completely that I would not even be tempted 
to exchange places with Henry Ford or even the 
most prosperous bootlegger. 

Picture in your mind a ‘typical small country 
hardware store selling plows, cattle salt, fertil- 
izer, tin pans, etc., most of the capital borrowed 
from the banks and bills coming due far more 
often than was convenient. This store was con- 
ducted by the father of those who are now the 
Murray Company and it was Dad’s problem to 
clothe and feed seven of us, ranging from two to 
fourteen years of age, of whom I was the oldest, 
from the net profit of $10,000 per year business. 
By strict economy and denial he accomplished 
this result. But the time came when it was just 
necessary to do more business, and we felt the 
time had arrived to advertise. 

Many hours were spent in planning how to 
spend our first advertising appropriation. It was 
essential that it must succeed. Finally we decided 
that we must advertise differently from others to 
secure results. 

I suppose to make this a good story I should 
now tell you how the customers crowded our 
store and insisted on filling up the till with cash, 
but somehow or other they came very slowly and 
had a habit of hanging on to the pocketbook very 
closely. 

Our first advertisement, however, was the turn- 
ing point. We increased our advertising, devoted 
more time to its preparation and reaped greater 
benefits. Each year or two another young 
Murray either graduated from high school with 
honors, or was advised by the principal to leave 
after kicking up some trouble, and so we adopted 
the policy of making the business grow large 
enough to make a good job for all. Advertising 
helped us to succeed in doing this and passing 
the crisis, for finally we had all the Murrays 
taken care of. 

Some ten years later the big mail-order houses 
decided that Wayne County was a good place to 
secure business, and they flooded our customers 
with catalogs and circular letters. Why, there 
was one fellow out in Chicago that made our 
farmers believe they could even buy happiness 

*From an address before the New England Association of 


Advertising Clubs at Springfield, Mass, Reprinted from 
Printers Ink. 





by mail at so much per hap. He was some ad- 
vertiser ! 

Our stock rooms were full of merchandise that 
was not moving. The freight houses were full 
of hardware and machinery shipped direct to our 
customers and our store a place of mourning. 


A Big Party Is Announced in the Advertising 


After many days and nights of troubled con- 
ferences in which Mother, Dad and the seven 
young partners participated, it was decided to 
write all our customers to come in and talk the 
matter over. Of course, we knew they would not 
come under ordinary conditions, so we decided 
to do something extraordinary. We purchased 
full-pages in our county papers and announced 
that we were going to give a big party and we 
wanted them all to come. Free eats, free cigars, 
candy for the kids, prize packages for the ladies, 
plenty of music, fifty door prizes and everything. 
Did they come? Well, it was just like Barnum’s 
Circus day in Honesdale. 

The town was full of automobiles, buggies, sur- 
reys, phaetons and horse-drawn vehicles of all 
kinds. Every store was crowded and we found 
it necessary to lock the door at times so we could 
talk to our visitors. 

Mother Murray and the girls served the lunch 
and while they did it primarily for the reason 
that catering costs money, our customers looked 
at it from another angle. Perhaps I can better 
explain it in this way. If you and I were invited 
to lunch by the mayor’s wife today, we would 
probably go home and tell the folks what a fine 
lady the mayor had chosen for the first lady of 
the city. Well, this is just the way it worked out 
for us. Our country friends felt very much 
pleased to have a lunch with the Murray ladies. 
Unconsciously, we had chosen just the right 
method to win many friends. 

We had our store nicely arranged, goods well 
displayed, plenty of good salesmen, and while we 
did not drive sales hard, it was easy to sell. You 
know after getting some good coffee and lunch 
under their belts and puffing away on one of our 
nickel cigars, the kids happy and sticky with the 
candy, and the music playing, our customers de- 
cided we were pretty good folks after all, and 
right there we commenced to get square with 
Mr. Advertiser from Chicago. 

I almost forgot to tell you that we arranged 
part of our store into an opera house during the 
big party. We engaged two good acts from the 
Keith Circuit and between the acts, we gave four- 
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these display stands? 


Here’s a sure prescription for more strik- 
ing window displays, more sales, more 
profit: Get the Viko Deal which gives 
you the three handsome, practical stands 
illustrated above. 


With this deal you get a 78-piece selection 
of best-selling Viko Aluminum articles; 
plus the three stands; plus 25 aluminum 
Sani-Scrapers, a most useful kitchen nov- 
elty to be given free to customers; plus 150 
colored invitation letters to send to your 
trade; plus a 3-piece window trim and 


other advertising material—all for $47.25. 


You will make a good margin, you will 
win new customers, you will build solid 
Viko business for the future—and the 
stands will be yours. They carry no Viko 
advertising. You can use them every day 
to display any kind of merchandise. 


P.S.—This set of display stands will be fea- 
tured soon in a full-page Viko advertise- 
ment in The Saturday Evening Post. Get 
yours now! Mail the coupon below, or— 


Ask Your Jobber 


Aluminum Goods Manufacturing Company 
General Offices: Manitowoc, Wis., U.S. A. 
Makers of Everything in Aluminum 


if 


| 
| 


iN 


Umi 





il 


i 


iim 


num | Our Adress Tee 


} Aluminum Goods Manufacturing Company 
Manitowoc, Wis. 


Our Name. 











—— — —Information Coupon-——— 


Gentlemen: Please send, without obligation, full details 
| about the Viko Window Display Deal. Our jobbers are | 
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minute talks in a heart-to-heart way with our 
friends that put another kink in mail-order com- 
petition. 

At one of our troubled conferences, when 
things were not going too well, one of my kid 
brothers said, “Bob, I’ll tell you what’s the trou- 
ble. Our customers don’t know how good we 
are, and it is up to us to show them.” So in our 
four-minute talks we endeavored in a good hu- 
man way to impress upon their minds the quality 
of our merchandise and the many helpful services 
which we were prepared to render. We were 
able to convey our ideas through these four-min- 
ute talks, and now our customers help us accom- 
plish what we are trying to do. 

The big party was so successful and the after- 
results so good that we have continued it ever 
since. Each year we have a party and while 
it is not now so necessary it always brings re- 
sults. The fact is, our big parties have become 
such an event in Wayne County, that the whole 
populace look forward with eager anticipation 
each year. The merchants of our town give us 
great publicity, too, by advertising special sales 
“the week of Murray’s Big Party.” 


Mail Order Is Tried 


After our first big party we analyzed all the 
mail-order catalogs, and before we were through, 
you won’t believe it, but they sold us the mail- 
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order idea. It seems possible to sell anything 
with the proper kind of advertising. They 
convinced us that there was a mail-order field 
for us, so we published a twenty-four-page cata- 
log and mailed 5000 of them. We found we 
could sell by mail just as well as the big fellows 
and for the last ten years we have published a 
catalog each year. It has now grown to 140 
pages and here again we are indebted to adver- 
tising and our Chicago friends who sold us the 
idea and at the same time forced us to learn how 
to combat it. We won coming and going. 

Our catalog is very much like all others, but 
we try to put in just enough personal stuff to 
make it interesting. It is our aim to make our 
customers like us and our merchandise. If you 
can sell yourself and your organization first there 
is no trouble in selling goods. 

You will naturally ask, “If advertising has 
helped you so greatly what has been the effect 
upon your competitors?” It pleases me very 
much to tell you that Honesdale has two large 
first class hardware stores in addition to our own. 
Each does a large business, and the owner of one 
of the stores is kind enough to say that our adver- 
tising has been of material assistance to him. 
The fact that we have three large first-class hard- 
ware stores, each doing a good business, is suffi- 
cient proof that we created new business with 
our advertising methods, 











Coming Hardware Conventions 


ARKANSAS RBETAIL HARDWARE ASSOCIA- 
TION CONVENTION, Little — Ark., May, 
1926: L. P. Biggs, secretary, 815 Southern 
Trust Building. ittle Rock. 


CALIFORNIA RETAIL HARDWARE & IMPLE- 
MENT ASSOCIATION CONVENTION, Hotel 
Whitcomb, San Francisco, March 16, 17, 
18, 1926. Le Roy Smith, secretary, 112 
Market St., San Francisco. 


CONNBCTICUT RETAIL HARDWARE ASSOCIA- 
TION CONVENTION, Hotel Bond, Hartford, 
Conn., Feb. 18, 19, 1926. Henry S. Hitch- 
cock, secretary, Woodbury. 


HARDWARE ASSOCIATION OF THE CAROLI 
CONVENTION AND EXHIBITION, Raleigh, N. “C. 
June 8-9-10, 1926. A. R. Craig, secretary, 
717 Commercial Bank Building, Charlotte, 


N. 


ILLINOIS RETAIL HARDWARE ASSOCIATION 
CONVENTION AND EXHIBITION, Hotel Sher- 
_— Chicago, Feb. 16-17-18, 1926. Leon 

. Nish, secretary, Elgin. 


INDIANA RETAIL HARDWARB ASSOCIATION 
CONVENTION AND EXHIBITION, he oo 
Ind., Jan. 25-26-27-28-29, 1926; otel 
headquarters, Claypool Hotel ; exhibition at 
Cadle Tabernacle. G. F. Sheely, secretary, 
911 Meyer-Kiser Building, Indianapolis. 


Iowa ReraIL HARDWARE ASSOCIATION 
CONVENTION; place not determined; Feb. 
9-10-11-12, 1926; A. R. Sale, secretary, 


Mason City. 


KENTUCKY HARDWARE AND IMPLEMENT 
ASSOCIATION CONVENTION AND EXHIBITION, 
Jefferson County Armory, Jan. 12-13-14-15, 
1926; J. M. seme, secretary, 200 Republic 
Building, Louisville. 


MICHIGAN Rerar HARDWARE ASSOCIA- 
TION CONVENTION, Grand Rapids, Mich.. 
Feb. 9-10-11-12, 1926: Karl S. Judson, 248 
Morris Avenue, Grand Rapids, Mich., man- 

er of exhibits; A. J. Scott, secretary, 
Ma rine City. 


MINNBSOTA RETAIL HARDWARE ASSOCI 
TION CONVENTION, Feb. 16-17-18-19, 1926: 
Cc. H. Casey, secretary, Nicollet ‘Avenue 
and Twenty-fourth Street, Minneapolis. 





MISSISSIPPI RETAIL HARDWARE & IMPLE- 
MENT ASSOCIATION CONVENTION, Biloxi, 
Miss., June 21-22-23, 1926; Guy Nason, 
secretary, Starkville. 


MISSOURI RETAIL HARDWARE ASSOCIATION 
CONVENTION AND EXHIBITION, Hotel Statler, 
St. Louis, Jan. 18-19-20, 1926; F. X. 
Becherer, secretary, 5106 North Broadway, 
St. Louis. 


ame, IMPLEMENT & HARDWARE AS- 

ATION CONVENTION, Great Falls, Feb. 

18. 8-19. 20, 1926. A. C. Talmage, secretary- 
treasurer, Bozeman. 

MOUNTAIN STATES HARDWARE A Im- 
PLEMENT ASSOCIATION CONVENTION, Jan. 19- 
20-21, 1926. Place of meeting to be 
announced later. W. W. McAllister, secre- 
tary-treasurer, P. O. Box 6513; Boulder, 
Colo. 

NEBRASKA RETAIL HARDWARE ASSOCIA- 
TION CONVENTION AND EXHIBITION, Omaha, 
Neb., Feb. 2-3-4-5, 1926; convention head- 
quarters, Rome Hotel ; exhibition City 
Auditorium: George H. Dietz, secretary, 
414 Little Building, Lincoln. 

NEw ENGLAND HARDWARE DBALERS’ ASSO- 
CIATION CONVENTION AND EXHIBITION, Me- 
chanics Building, Boston, Mass., Feb. 22- 
23-24, 1926; George A. Fiel, secretary, 10 
High ‘Street, Boston, Mass. 

NEw YORK ae oS HARDWARE AS- 
SOCIATION CONVE EXPOSITION, 
Rochester, Feb. 0-1 10. ‘i1- in 1926. Head- 
quarters and session will be held at the 
Hotel Seneca; exposition will be conducted 
at the State ‘Armory on Main Street East. 
John B. Foley, secretary, City Bank Build- 
ing, Syracuse. 

NORTH DAKOTA ~--~_acaal Lat an ASsso- 
CIATION CONVENTIO .——— 
Fargo, Feb. 10-11-12, 1926: C..N. Barnes, 
secretary, al Forks. 

OHIO HARDW ASSOCIATION CONVEN- 
TION, Cleveland, ae eb. 16-17-18-19, 1926: 
James B. Carson, secretary, 1001 Schwind 
Building, Dayton. 

OKLAHOMA HARDWARE AND IMPLEMENT 
ASSOCIATION AND EXHIBITION, Masonic 
Temple, Oklahoma City, Jan. 26-27-28, 
1926: Chas. L. Unger, secretary-treasurer, 
Oklahoma City. 





PENNSYLVANIA AND ATLANTIC SEABOARD 
HARDWARE ASSOCIATION, mone a — 
AND EXHIBITION, Commercial Muse 
Philadelphia, Pa., Feb. 15- 16. "17-18- 19 1926: 
Sharon E. Jones, secretary, 604 Wesley 
Building, Philadelphia. 


SouTH DAKOTA RETAIL HARDWARE AS8O- 
CIATION CONVENTION, ‘Sioux Falls, Feb. 
23-24-25, 1926; Charles - H. Casey, sec- 
retary, Nicollet " Avenue and Twenty-fourth 
Street, Minneapolis, Minn. 

SOUTHEASTERN RETAIL HARDWARE AND 
IMPLEMENT ASSOCIATION (composed of Ala- 
bama, Florida, Georgia and Tennessee) 
CONVENTION AND EXHIBITION, Atlanta, Ga., 
May 10, 11, 12, 1926. Walter Harlan, sec- 
7 701 Grand Theater Building, Atlan- 

, Ga. 


SOUTHERN eer aan RETA. HARDWARB 
ASSOCIATION CONVENTION AND EXHIBITION, 
latter part of March, 1926. Headquarters, 
Ambassador Hotel, ‘Los An geles. H. L. 
Boyd, secretary-treasurer, S18 Hellman 
Bank Building, Los Angeles, Cal. 


TEXAS HARDWARE AND IMPLEMENT ASSO- 
CIATION CONVENTION, Dallas, Jan. 19-20- 
21, 1926. Dan Scoates, secretary, College 
Station. 

VIRGINIA —-y ree ASSOCIATION 
CONVENTION ExH ON, Jefferson 
Hotel, Richmond, } Feb. 23-24-25, 1926 ; Thos. 
B. Howell, secretary, 301 . Grace, Room 
906, Richmond. 

WEST VIRGINIA HARDWARE ASSOCIATION 
CONVENTION AND EXHIBITION, Kanawha 
Hotel, Charleston, Jan. 19-20-21-22, 1926. 
Exhibit at New Armory Building. James 

Carson, secretary, 1001 Schwind Build- 
ing, Dayton, Ohio. 

WESTERN RETAIL IMPLEMENT AND HARD- 
WARE ASSOCIATION CONVENTION, Kansas 
City, Mo., Jan. 12-13-14, 1926; headquar- 
ters, Coates House; convention sessions, 
Missouri Theater ; H, J. Hodge, secretary, 
Abilene, Kan. 

WISCONSIN RETAIL HARDWARE ASSOCIA- 
TION CONVENTION AND EXHIBITION, Audi- 
torium, Milwaukee, Wis., Feb. 2-3-4-5, 
1926; G. Ww. Kornely, 1476 Green Bay Ave- 
- Milwaukee. Wis., manager of exhibits; 

. J. Jacobs, secretary, Stevens Point, Wis. 
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Cheaper or Lower Priced? 


Richards-Wilcox prices are based on the best 
products (of each particular type) that advanced 
engineering skill and the most efficient manu- 
facturing methods can produce. 


Some inferior articles may be cheaper—but none can be 
lower-priced because Richards-W ilcox are so equipped that 
they can produce the finished product ata less price than any 
manufacturer in the world. And they do this without low- 
ering the Richards-Wilcox recognized quality standard. 


Back of every R-W product is the R-W Service organi- 
zation, ready to function in your interest to the ultimate 
end that we are not satisfied until you are. On this basis we 
would consider it a pleasure to serve you. 


Richards-Wilcox operate the largest factory of its kind 
in the world at Aurora, Ill. Another manutacturing plant 
is located at London, Ont., and branch warehouses and of- 
fices are maintained in all important large cities of the United 
States and Canada. 


If you do not have the latest general catalog in your files, 


write tor a copy. 
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We paid our five bucks for a delegate’s badge 
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and stuck it under the nose of the guard—we 


thought. “Huh!” says he, 


went on with his paper. 


ITH a registration of 130 

\ \ or thereabouts and a 

rather exaggerated idea 
of its importance in the scheme 
of things the Association of Di- 
rect Selling Companies held a 
two-day convention at Philadel- 
phia, Oct. 21 and 22. A com- 
bination of optimism and sus- 
picion reigned. Optimism was 
represented by the apparently 
general belief that, collectively, 
the direct sellers are the Moses 
leading business out of the 
wilderness of manufacturer- 
agent-j o b be r-retailer-consumer 
distribution into a promised land 
where consumers will get 
cheaper, better merchandise by 
the simple process of sitting on 
their doorsteps and greeting a 
succession of gentlemanly can- 
vassers with open arms, open 
pocket books, large orders, and 
possibly a cup of tea. 

Suspicion appeared uncon- 
cealed and unashamed. In fact, 
it started off the convention. 
Albert G. Burns, sales manager 
of the Noe-Equl Textile Mills and 
president of the association, in 
his large, genial way rose to re- 
mark approximately as follows: 

“We are gathered here for 
business. Let us be ourselves, 
friends; but let us be cautious. 
At least two representatives of 
trade papers have been recog- 
nized in this room. After this 


“I’ve got one,” 
A five spot wasted. 


and 


session there will be a guard at 
the door to see that none but 
members come in.” 

That looked like a bad start 
for us. We reflected on the 
money we had spent for fares, 
hotel bills, taxis and cigars and 
decided we’d better do something 
to justify our expense account. 
So, after the morning session was 
over—nothing having been said 
there that couldn’t be shouted 
from the housetops in the teeth 
of “the enemy” (as all other va- 
rieties of distributors, and trade 
paper representatives, were re- 
ferred to throughout the meet- 
ing—we approached J. B. 
Lancaster, chairman of the con- 
vention, in our most diplomatic 
manner, inquiring if there might 
not be a modification of the guard 
orders to the extent of permitting 
us to attend the remaining ses- 
sions. 

We were glad to find Mr. Lan- 
caster a practical soul. “Sure,” 
said Ie. “Pay five dollars and 
get a delegate’s badge. We’ve 
got to pay our expenses here, and 
there’s no money in the treasury. 
We are depending on the badges 
to break even.” So, figuring five 
dollars cheap for throw-out in- 
surance, the badge was bought. 

Later, we wondered if we 
were not the victim of a success- 
ful direct selling campaign. For, 
showing up in the afternoon with 
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Optimism and 
Suspicion Mix at 
Direct Sellers’ 
Convention 


} Advocates of “Glorified Peddling” Take 
Licks at “the Enemy” 


badge clutched in hand we looked 
for the announced guard. A 
large gentleman standing in the 
doorway and reading a news- 
paper looked like a_ prospect. 
Waving our badge under his 
nose, we said, “Here you are.” 
He glanced at it. “I’ve got one 
already,” he said, and resumed 
his paper. We looked about. No- 
body else sufficiently impressive 
to stop our entering was in sight. 
So we went in. And it made us 
sore that there never was a guard 
at all, at all. Even the editor of 
a particularly detested “enemy” 
paper got in and out before any- 
one recognized him. “Hey,” said 
a gentleman sitting behind us, 
“There goes Tell Mr. 
Burns.” “Gawd,” said the man 
next to him, “this country’s get- 
ting full of spies.” 

Several speakers were broad- 
minded enough to recognize that 
the ranks of direct selling are not 
of lily-like purity. Some even 
were so plain spoken as to use the 
word “crooks” in describing cer- 
tain elements of the fellowship, 
and urged that these be driven 
into outer darkness lest they hurt 
business. Others who are “Giv- 
ing the enemies of direct selling 
a weapon to strike with,” yet 
who may be accused of bad judg- 
ment rather than _ dishonesty, 
were identified by Joseph Wilson, 
editor of Salesology, as those 
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Rope Selling Suggestions 


HARDWARE SERIES SUGGESTION No. 6 


Sell Rope 






























to Every 
Customer 
Kay! 
* The illustration tells the story of an object which ought to be seen in 


H every home. A neat appearing bag, in harmony with the color scheme of the 
room, contains a Columbian Life Line, which is no more than 20 or 25 feet of 
R34” Columbian Tape-Marked Pure Manila Rope. By means of an eye splice, 
“7 ~=6one end of the rope is permanently fastened to a sufficiently strong screw-eye, 
) affixed to the window sill. 


me One of these ropes should be in every upstairs bedroom. It does not 
_4@ ~=6mar the beauty of the room, in fact, it is hardly conspicuous. However, in case 
#@ ~=«of fire, its worth can not be estimated. 


if 4’ To be positive that the rope will be dependable, sell Columbian. Just 
#] ~=6show your customer the red, white and blue Tape-Marker guarantee. 
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Columbian Rope Company 


352-80 Genesee Street 
Auburn, ‘‘The Cordage City,’’ N. Y. 
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Branches: New York Chicago Boston New Orleans 













GUARANTEED ROPE 4" 
scant BLUE 5 mane oy COLUMBIAN ROPE CO. avevan, wv. 
ASK. FOR “COLUMBIAN” Trace Of MARKED ROPE 
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who insert employment adver- 
tisements of this sort: “I am 
now ready for eight hundred 
salesmen who can earn $1,000 a 
month.”’ 

“It is obvious,” said Mr. Wil- 
son, “that there is something 
wrong here. The advertiser 
would have to do a monthly 
business of $3,200,000 to pay 25 
per cent commission and assure 
salesmen of such earnings.” An- 


HARDWARE AGE 


that’s true, too. And _ usually, 


those store folks are proud of it, 
because their rise from the pack 
shows up-and-comingness in the 
family. 


They can say, “Look at 


other advertiser offers as de- gm 


scriptive of his line’s oppor- 


tunities the statement that “So ; 


and so made $140 in 48 minutes.” 
“And,” truthfully remarked Mr. 
Wilson, “it must give readers an 
impression there is something 
crooked in a business that can 
offer such inducements. The 


same goes for this stuff about 


making $20 a day selling hosiery. 
Why, if I could make that much 
every day selling hosiery house 
to house I’d quit my job and do 
it. I need the fresh air.” 

“Help Wanted” ads offering 
prospects assurance of the life of 
Riley and skyrocketing pay en- 
velopes were held to be partly 
responsible, too, for the enormous 
labor turnover experienced by 
direct selling firms. If the ex- 
periences told at the meeting are 
at all typical this business of 
employing canvassers by mail 
adds heavily to overhead. As 
high as 25 per cent of canvassers 
so hired never take an order, and 
of those who do start pounding 
the sidewalks 50 per cent may 
quit the first month, 80 per cent 
in three months and 100 per cent 
in a year. Naturally figures 
vary according to kind and qual- 
ity of goods handled. For some 
lines these will be too high; for 
others, too low. But it is evident 
that something is a bit sick with 
a business which attracts so 
many hopeful get rich quick-ers 
and depends on them for its suc- 
cess. Maybe it’s growing pains. 
Maybe it’s the Pip. It’s a knotty 
problem. 

Other things, too. are worry- 
ing the D. S. men. For instance, 
ordinances which make it hard 
for peddlers to do business. By 
the way, that word “peddler” 
doesn’t make a hit with D. S.-ers. 
In fact, its repetition sort of 
peeves them. “Huh!” said one 
speaker, “lots of these retailers 
who throw the word at us 
wouldn’t have to go back very 
far to find somebody in the fam- 
ily who carried his stock be- 
{;yeen his shoulder blades.” And 
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The large and genial Albert Burns 
waved at every opportunity a photo of 
a check his firm received as settlement 
in a@ suit against a peddler-harrying 
town. “A few more of these and our 
legal department will begin to show a 
profit,” said he gleefully 


us. Fifty years ago our business 
was a peddler’s business. Now, 
we are merchants.” 

Perhaps that angle has some- 
thing to do with the distate D. S. 
people have for the name. The 
best they will be able to say after 
half a century is, “Fifty years 
ago this was a peddler’s business. 
Now, we are—still peddling.” 
You can see they wouldn’t get a 
prideful kick out of that. 

But to return to the ordinances. 
It is costing D. S. firms a lot of 
money to get their salesmen out 
of trouble. Perhaps it is a sad 
commentary on the American 
spirit of law and order, but the 
truth must be told—when the 
courts overturned the Portland 
ordinance it automatically over- 
turned similar ordinances. in 
something. like 483 other cities; 
but it didn’t stop local prosecu- 
tions in those cities. Albert 
Burns, who spoke largely and at 
length on this subject, bewailed 
the amount of time and money it 
is costing his firm to keep their 
salesmen out of the coop, or to 
get them out after they are in. 
He characterized it as an expen- 
sive nuisance. It is at least that. 
Nevertheless, Mr. Burns could 
not help grinning a very wide, 
satisfied grin as he waved about 
a photographic reproduction of a 
check for $1,750, representing a 
settlement out of court accepted 
from a town which his firm had 
sued under the Clayton law, al- 
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leging conspiracy, after the firm’s 
representatives had been jailed 
under a local anti-peddler ordi- 
nance. “This,” said Mr. Burns, 
waving his check again, “will pay 
for several suits. Maybe our 
legal department will begin to 


‘ show a profit soon.” 


“But,” continued Mr. Burns, 
“there is going to be a lot of 
thinking done about a new kind 
of ordinance before we see our 
way out. And we don’t see it 
yet.” He referred to an ordi- 
nance sponsored by Santa Maria, 
in southern California, which is 
being taken up by the Los An- 
geles Commercial Club. This 
ordinance prescribes no license 
fee, unreasonable physical exam- 
ination with fee attached, or 
other of the tried and untrue 
methods heretofore used. It 
simply does this: It makes the 
salesman prove his connection 
with a reputable firm—which is 
easy. Then it makes him furnish 
a list of the correct names and 
addresses of everybody he intends 
to call on next day—which is a 
whole lot of work. Finally, his 
list is subject to cutting, on the 
following basis. Any person in 
town may write the city clerk 
stating that he does not wish to 
be bothered by canvassers, and 
requesting that canvassers be 
forbidden to call. These requests 
are listed, and all names on this 
90 are cut off the canvasser’s 
ist. 

You can see how inconvenient 
this is for the house-to-house 
salesman. If this type of ordi- 
nance stands court tests, house- 
to-house selling is dead wherever 
the ordinance is copied. So the 
D. S. men are on the anxious 
seat. 

But they are firmly convinced 
that theirs is a legitimate busi- 
ness—which is true enough; that 
they will grow and grow and be- 
come a very big factor in dis- 
tribution—which is doubtful; and 
that they are fighting a death 
fight with store retailing—which 
is wholly untrue. They are, sure 
enough, meeting vigorous oppo- 
sition in numerous quarters; but 
this is, after all, a passing phase 
of the question. If direct selling 
is sound, no amount of opposition 
from any quarter will defeat it. 
If it is partially sound, the 
strongest firms engaged in it will 
thrive and the weak sisters will 
fall out of the procession, just as 
happened in the mail order busi- 
ness. 
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Grebe Binocular Coils 
Reg. U. S. Pat.- Of. 
and 
Low-Wave Extension 
Circuits 





‘*Take the lead 
and set an exam- 
ple of diligent 
toil.’’ 

— Confucius 








Much toil and 
great diligence 
have made the 
Synchrophase 


Tae high-wave reception range of the Grebe ee »» 
dia] (B) — from 550 down to 240 meters —-equals Grebe Colortone 

the practical] tuning range of the usual receiver. 
The low-wave range of the Grebe dial (A) pro- 
vides additional reception down to 150 meters. 





Flexible Unit Control 


One dial operates two or all three; or dials 
may be adjusted separately, at will. 




















Make Your Christmas 
Sales the Largest Ever 


N addition to the advantages of the Binocular Coils and 

S-L-F Condensers, the Grebe Synchrophase has three new 

developments that will make your holiday sales show a big 
advance over last year. 


In the Synchrophase, you can offer your trade a receiver 
that will give complete control over tone quality, inde- 
pendent of the loud speaker’s influence. 
The Grebe ‘‘Colortone’’ allows the listener to alter to his 
taste, speech or music from high, thin pitch to deep, round 
tones, with all the variations between. 


Grebe Low-Wave Extension Circuits give a reception range 
that includes over 100 low-wave stations not reached by other 
sets. , 
Grebe Flexible Unit Control offers a receiver of one, two or 
three-dial control so that you can suit all preferences. 
Dealers who sell the Synchrophase are offering the utmost in present- 
day radio reception and their sales will be proportionately large. 


Better write for full details 


A. H. Grebe & Co., Inc., 109 West 57th Street, New York 


Factory: Richmond Hill, N. Y. 
Western Branch: 443 So. San Pedro St., Los Angeles, Cal. 


























Rcepestemamngneiintenansanecemannemsinebiensentis 


This company owns and oper- 
ates stations WAHG and 
WBOQ; also low-wave re- 
broadcasting stations, mobile 
WGMU and marine WRMU 

















worthy of first 
rank in radio 
receivers. 


Dacor 








— 


The Synchrophase is also 

supplied with base for 
batteries and ina de luxe 

Console model. 





All Grebe ap- 
Pparatus 1s cov- 
ered by patents 
granted and 
pending 
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Yale & Towne Has Purchased 
Miller Lock Co. Business 


all of the physical assets, good-will, trade names and book ac- 


Pra Yale & Towne Mfg. Co. announces that it has purchased 


counts of Miller Lock Co. of Philadelphia, Pa. 
The plant at Philadelphia will hereafter operate under the title 
of Miller Lock Works of The Yale & Towne Manufacturing Co. 
Arthur C. Jackson will continue in charge of the manufacturing 
operations with the title of Works Manager. 


Edward S. Jackson will retire from | 
The Yale & Towne Mfg. Co. at Phila- 


the business at his own request, and 
the direction of sales and selling policy 
will be in charge of E. C. Waldvogel, 
vice-president in charge of sales. 

All orders and correspondence should 
be addressed to Miller Lock Works of 








delphia. 

This purchase has been made for the 
purpose of expanding the business of 
The Yale & Towne Mfg. Co., by adding 
to its lines new varieties of locks. 





P. S. Lassell Dead; 
Was Veteran Salesman 


Philip S. Lassell, associated with 
Sand, Hulfish & Lassell, Charles and 
Redwood Streets, Baltimore, Md., hard- 
ware manufacturers’ representatives, 
died Nov. 7. Death was due to double 
pneumonia. 

Mr. Lassell started his hardware 
career thirty years ago with Henry 
Keidel & Co. of Baltimore. On Dec. 1, 
1912, he became associated with Sand, 
Hulfish & Lassell, and has traveled the 
States of Tennessee, Louisiana, Okla- 
homa, Arkansas and Texas, calling on 
the jobbing trade in the interest of 
several factories, among which are the 
Samson Cordage Works, Baldwin Tool 
Works, Skillman Hardware Manufac- 
turing Co., Griffin Manufacturing Co., 
Warwood Tool Co., and _ Peerless 
Freezer Co. 





Eaton Axle Consolidates with 
Auto Parts Co. 


Consolidation of the Eaton 
& Spring Co., 
American Auto Parts Co., Detroit, a 
subsidiary of the American Steel 
Foundries Co., has been announced 
coincident with the publication of the 
third quarter earnings of the latter 
company. It is planned to form a new 
company which will take over the 
spring plant of the American Auto 
Parts Co. at Detroit and also the plant 
and equinment at Pontiac, Mich., and 
the equipment at Cleveland of the 
Eaton Axle & Spring Co. The prop- 
erty of the American Auto Parts Co. 
consists of a building site of fifteen 
acres and 200,000 square feet of manu- 
facturing floor space. More complete 
details of the merger are not as yet 
available. The American Steel Foun- 
dries, it is wnderstood,. will receive 


Axle 


payment for its Detroit plant in the 
entire issue of preferred stock of the 





Cleveland, with the | 








new company. The Eaton company 
recently closed large axle contracts and 
is purchasing considerable new equip- 
ment. 

Earnings of the American Steel 
Foundries gor the nine months ended 
Sept. 30 show a substantial increase 
over last year. The net income, after 
charges for depreciation, Federal taxes 
and preferred dividends, was equivalent 
to $3.49 a share on the basis of 902,745 
no par value common shares outstand- 
ing, comparing with $4.31 a share on 
$24,073,200 in common stock of a par 
value of $33.33 in the same _ period 
of 1924, 


Goodrich Issues Booklets on 


Care of Lawns | 


The B. F. Goodrich Co., Akron, Ohio, 
manufacturers of tires, tubes, garden 
hose and other rubber products, has 
issued two interesting booklets. One 
on the care of a lawn, and the other 
on proper use of garden hose. Both 
booklets are well illustrated and give 
worthwhile information. . 


J. N. Dunlevy Joins India 
Tire & Rubber Co. 


India Tire & Rubber Co., Akron, 
Ohio, announces the appointment of J. 
N. Dunlevy in the advertising and sales 
promotion division. Dunlevy was for- 
merly business manager of the Palmer 
Art Studio of Akron. He will work 
with J. B. Mills, who is in charge of 
advertising and sales promotion. 


Mrs. Grogan Dies; Was Well 
Known in Trade 


Catherine A. Grogan, president, 
Thomas Grogan’s Son, Inc., 403 Van 
Brunt Street, Brooklyn, N. Y., marine 
and heavy hardware, died in her six- 
tieth year on Oct. 30. The late Mrs. 
Grogan was the widow of Frank J. 








Mrs. Catherine A. Grogan 


Grogan. She had been very active in 
the hardware trade for the past twenty 
years and well known and respected. 
Mrs. Grogan is survived by three 
sons and one daughter. Her son, 
Thomas A. Grogan, succeeds her as 
president; Frank J. Grogan is vice- 
president, and Paul C. Grogan is sec- 





retary and treasurer. 





Dealers 


Brooklyn 


Discuss Insurance 


Attorney F'lamman Gives Pointers 


chairmanship of H. A. Cornell the Brooklyn Hardware Dealers’ 


ik addition to the regular question box discussions under the 


Association discussed various insurance problems at the regu- 
lar monthly meeting held in the Johnston Building, Thursday, 


Nov. 12. 


August Flamman, of the law firm of 
Brennan, Flamman & Simpson, attor- 
neys for the association, made a brief 
talk on the legal aspects of collecting 
on insurance and gave the members 
valuable pointers on liability clauses; 
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showed them the proper way to reg- 
ister claims and to defend actions 
against them. 

President H. A. Grafenstadt pre- 
sided. 
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Six Square Feet is all the space a 
COTATI UAW CALA LLL AY 












eA” A PROFTT-MAKER this handsome Congoleum 
Sales Rack has made a decided hit among Congoleum 
dealers, especially in the hardware business, where space is 
at a premium! Some claim their racks have almost doubled 
their Congoleum Rug Sales. 





This “silent salesman,” as one dealer calls it, is sturdily 
made of steel and durably enameled in olive green with gold 
lettering. It holds 18 room-size rugs—displayed to such good 
advantage that customers cannot fail to see and be impressed 
by their beauty and the wide variety of patterns. Then too, it 
displaysthe Congoleum nameand Gold Seal prominently. It is 


54 in. wide, 63 in. high by 1 5in. deep. It costs but $15.00 f.0.b. 
nearest warehouse. (Shipped crated, gross weight |50 Ibs.) 


Congoleum Rugs always havea ready sale in hardware 
stores. They're right in line with washing machines, self- 
wringing mops, fireless cookers and other labor-savers 
for the home. And with the Congoleum Sales Rack to 
save floor-space and simplify selling there’s no reason 
why every hardware dealer should not have a big share 
of the profits that aggressive merchants enjoy through- 
out the year. Write us for details. 


CONGOLEUM-NAIRN INC. 


Hardware Division Headquarters 


1421 Chestnut Street | Philadelphia, Penna. 
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Out of the mail bag! 


“We have found the Congoleum 
Sales Rack to be certainly well 
worth the investment from the 
standpoint of display; also it re- 
quires only a small amount of 
floor space.” — Beckley Hardware & Supply Co., Beckley, W. Va. 

“My Congoleum Sales Rack has increased my sales, cut down 
handling expenses and saved time and store space. As a fixture it 
is a credit to any store.” — Rice Hardware Co., Hammonton, N. J. 

“Our Congoleum Sales Rack not only shows the line to advantage; 
but hasincreased the sale of Congoleum Rugs decidedly. Weconsider 
the Congoleum Sales Rack the greatest silent salesman we ever 
had—and positively would not do without it."—H. S. Steele 
&! ah a eae Hardware Co., Apollo, Pa. 

— R959 Ree mS “Our sales of Congoleum Rugs have shown a decided increase 
“as Most Po a aes since the installation of our sales rack four months ago. We are 
-COVETIDE __......j cramped for space in our store and find the rack displays the Con- 

é' ~ eee goleum Rugs to good advantage and requires very little space.” — 


Robert A. Stransky, Hardware Merchant, Buffalo, N. Y. 
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R. M. Taylor Elected Chief Booster 


Charles Pincus New Junior Chief 


Chief Booster of the Hardware Boosters of New York City 


R cies M. TAYLOR, Star Expansion Bolt Co., was elected 


at the October meeting held Oct. 31 at the Hardware Club, 


253 Broadway, New York City. 


He succeeds Clarence J. Roberts 


of Sargent & Co., whose administration of the past year has been a 


credit to the organization. Charles “Stanley’ 
Roy Schmitt, Stanley Works, was 


was chosen as Junior Booster. 


’ Pincus, Stanley Works, 


elected secretary succeeding Oscar E. Benson of Sargent & Co., 


who has found it impossible to continue in that office. 


The veteran 


treasurer, George W. Eadie, Harmon & Dixon, was, of course, re- 


elected. 
Newly elected Chief Booster Robert 


position of Junior Booster, announces 
the following committees: 
ment committee: Charles’ Pincus, 
chairman; assisted by William J. 
Graham, Francis Keil & Son; H. R. 
Connor, Pike Mfg. Co., and Fred 
Hinchman, John Russell Cutlery Co. 
The membership committee will be 
under the chairmanship of Joseph 
Hamel, Standard Tool Co.; will be as- 
sisted by J. A. Bennett, Lockwood Co.; 
John C. Haering, Alfred Field & Co., 
and L. H. Johnson, Masback Hard- 
ware Co. 

George Eadie will chairman the 
finance committee, assisted by past 
Chiefs Fred H. Ritterbusch, Reading 
Knob Works, and C. K. Go'den, A. L. 
Swett Iron Works. Seymour N. Sears, 
Tucker Co., is chairman of the pub- 
licity committee, and will be assisted 
by Llew S. Soule, HARDWARE AGE, 
Roy F. Soule, Hardware Dealers’ 
Magazine, and Charles J. Heale, 
HARDWARE AGE. Fred Hinchman 
to be in charge of the question box. 
Seymour Sears is also chairman of the 
delegates to the National Council of 
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Back Row—Chief Booster, Robert M. Taylor. 


W. Eadie. 
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Traveling Salesmen, and is to be asso- 


M. Taylor, who was elevated from the | ciated 


with E. J. Schader, Topping 





Clarence J. Roberts, Retiring Chief 
Booster 


is | 


Bros., L. H. Johnson, Masback Hdrd- 
| ware Co., and J. A. Bennett, Lockwood 
Co. Alternates to the National Council 


—— ee 
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Re-elected Treasurer, 


Secretary, Roy Schmitt. 


Front Row—Junior Chief, Charles “Stanley” Pincus and retiring Secre- 


tary, Oscar E. Benson. 
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E. N. Post, Sargent & Co. 
Charles Leach, Lanbusch- Fisher Sales 
Co.; A. Greene and Al Westphal, Cor- 
bin Screw Corp. 

The nominating committee who drew 
up the successful slate, consisted of 
Chairman H. R. Connor, C. K. Golden 
and Charles J. Heale. First Chief 
Booster Seymour Sears occupied the 
chair during the election and installa- 
tion of new officers. 


S eeiiaiinaibenaneamaianniiel 


Disston Australian Branch 
Moves to Larger Quarters 


Henry Disston & Sons, Inc., of Phila- 
delphia, manufacturers of saws, files 
and tools, announce that their Aus- 
tralian branch has moved to larger 
quarters in a new two-story factory 
and sales office building at Camper- 
down, Sydney, N. S. W. In line with 
their policy of maintaining complete 
factory and_ service organizations 
throughout the English-speaking world, 
this branch is provided with complete 
equipment for manufacturing saws and 
knives from steel furnished from the 
Disston works in Philadelphia and for 
all kinds of repair work. The Disston 
organization also includes an English 
Disston company at London, England, 
a factory and sales organization in 
Toronto, Ont., and branches in Van- 
couver and the principal cities of the 
United States. 


New York Toy Fair 
Feb. 4 to March 6 


The New York Toy Fair for 1926 
will be held Feb. 4 to March 6, with 
displays at the Hotel Breslin, Imperial 
Hotel, Fifth Avenue Building, Bush 
Terminal Sales Building, American 
Woolen Building, and various Union 
Square buildings to be announced later. 





National Brass Co. Has Issued 
Catalog No. 25 


National Brass Co., Grand Rapids, 
Mich., has issued a new general cata- 
log, identified as No. 25. The book 
covers the company’s complete line. 





Linoleum Pattern Book 
Issued by Blabon Co. 


The Geo. W. Blabon Co., Philadel- 
phia, Pa., manufacturers of linoleum, 
felt base products and linseed oil has 
issued the new 1926 Blabon pocket size 
linoleum pattern book, together with 
price list. Special printing plates were 
used to make the very faithful repro- 
ductions in color and patterns shown 
are given in their natural combinations. 
The book shows nearly one hundred 
new patterns. 
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TRADE MARK 





Auditing 
and Posting 
Quicker and Easier with 


WIZ Autographic Register * 











Hardware dealers are learning that 
they can keep their written records more 
accurately and with less trouble with the 
Wiz Register than by any other means. 


WIZ retains under lock and key a com- 
plete, continuous, consecutively num- 


PAKIT,” instead of two or more rolls. 
It can be loaded in less than a minute. 
WIZ slips come flat, issue flat and file 
flat. They are always in alignment. One 
turn of the crank issues the slips, refolds 
a copy in the locked compartment, if de- 








sired, and sets the machine for the next 
entry. 


Write Today for Information 

let us tell you more about Wiz Register with 
“Flatpakit” forms. Let us show you how it can 
fit into your particular problems, cutting out un- 
necessary work and time thus saving profits. 
Our large force of trained representatives are 
ready to help you. Fill in the coupon below or 
write us a letter. 


bered strip of copies, zig-zag folded for 
easy reference—as convenient for audit- 
ing as turning the pages of a book. A 
whole day’s records come out of the ma- 
chine a neat package for file, requiring 
no binder or other filing device. 


No matter how many forms are re- 


quired, WIZ uses but one “FLAT- 
7 An 


REG vS PAL OFF 


Product 


‘seeeenee= Pin to your letterhead and mail ©8***2"2""} 








American Sales Book Company, Limited 
Dept. 725-11, Elmira, New York 


Please tell me more about Wiz Registers and how they apply 

to the systems checked below. 

[] Simple Delivery Records. 

[} Credit Sales. 

[] Receiving System That Works. 

[] Combining Two Ideas in One Set of Forms. 

[] Cash Sales. 

[] Quick Collectiogs. 


Write plainly name of individual interested. 








Toxsses and waste stop when original 


entries are yight. Amsaboco Products 
make and keep them right most quickly 
and economically. Made by the pioneer 
manufacturer of original entry systems, 
Amsaboco products are backed by more 
than 40 years’ experience and by _ the 
services of the largest foree of trained 
representatives in the field. 

A. 8. B. Co. 


Reese ese aS eS SSeS ee eee ee ee 
Ae eee eeaaaasenana +taaanan a @ 


se ee ee eS aS aS aS Se aS SS SS SS SS SS SS SSS SSCS SS SSS SSS SS. SS 








50 





HARDWARE AGE 


November 19, 1925 








CURRENT NEWS 








Nutmeggers Plan 


Gala Banquet for 


Dealers and Members 


A 


the regular monthly meeting of the Nutmeggers, held Wed- 
nesday, Nov. 11, at the Hotel Burritt, New Britain, Conn., a 
minute of silence was observed out of respect for Armistice 


Day services being held in all parts of the country. Nutmegger 
J. M. Cole of Henry Disston & Sons, Inc., Philadelphia, Pa., gave 
an interesting talk on the manufacture and use of hand cross cut 
circular band and other types of saws for cutting metal, wood and 


other material. 


At this meeting it was announced 
that the Nutmeggers stag dinner and 
entertainment will be held at the Bond 
Hotel, Hartford, Conn., on the night of 
Feb. 17, which is the night before the 
annual convention of the Connecticut 
Hardware Association. Members of 
the latter association will be invited 
to participate and attend, and the affair 
has received the hearty endorsement of 
Allyn Fuller, of Canaan, Conn., presi- 
dent of the Connecticut Hardware 
Association. 

The committee in charge of the 
entertainment is under the chairman- 
ship of W. L. Bennett, Baeder Adamson 
& Co., who will be assisted by H. F. 


President Leon Schwartz presided. 


* 





Sullivan, A. G. Spaulding & Bros., and 
Jack Tracy, Russell & Erwin Mfg. 
Co. Entertainment will be furnished 
by local and professional talent. It 
is planned to make the night a gala 
occasion which will long be remem- 
bered by Connecticut hardware men. 
After the announcement of the enter- 
tainment committee, Vice-President 
Robert B. Skinner, Skinner Chuck Co., 
spoke on business conditions as he 
found them on his recent trip through 
the West, Northwest and Southwest. 
Harold F. Sullivan, who is a_ well 
known radio broadcast singer, rendered 





several solos. 


Standard Varnish Works and Standard 


Varnish Co. Combine Interests 


Announcement is made that a con- 
tract has been signed whereby the 
Standard Varnish Works acquires the 
capital stock of the Standard Varnish 
Co. of Illinois. As soon as the neces- 
sary details have been concluded, the 
entire company will operate as the 
Standard Varnish Works. 

Territorial operations will be con- 
ducted exactly as heretofore and the 
officers of the Standard Varnish Co. of 
Chicago will remain as at present: 
J. Heath Wood, president; L. K. Miller, 
treasurer; W. Day, secretary. Mr. 
Wood also becomes vice-president and 
director of the Standard Varnish 
Works, whose board will then con- 
sist of: 

W. C. Appleton, New York, secre- 
tary; Jerome W. Frank, New York, 
technical director; A. E. Campbell 
Harris, London, managing director; 
Morton Horkheimer, New York, sales 
manager; Arthur D. Robson, New 
York, vice-president in charge of 
operations; J. W. Robson, New York, 
president; Theodore Robson, London, 
first vice-president; William Rosen- 
berg, New York, second vice-president; 
James S. Wolf, New York, treasurer, 
and J. Heath Wood, Chicago, vice- 


president in charge of sales. 





Notwithstanding the separation which 
took place between the eastern and 
western divisions of the Standard Var- 
nish Works in 1918, the companies 
have been operating upon the same 
formulae and trade-marks—but under 
different names and for different in- 
terests. 

About the first of this year both 
companies experienced a change in 
management and since then consistent 
efforts have been made to effect this 
amalgamation because, through this 
unification of interests there is created 
a singleness of purpose which will re- 
sult in more vigorous merchandising 
and consequent increased efficiency in 
serving the _ trade. As a result, 
Standard Varnish Works expects fur- 
ther rapid growth in spite of the fact 
that 1925 has been the most prosperous 
year of the. fifty-five years of its 
existence, 

The executive offices of the Standard 
Varnish Works will remain in New 
York City. The products of the com- 
pany are manufactured in plants lo- 
cated at Elm Park, N. Y.; Chicago, 
Ill.; London, England; Paris, France; 
Berlin, Germany; Milan, Italy; Bar- 
celona, Spain, and their newly com- 
pleted lacquer factory at Linden, N. J. 


Reading matter continued on page 52 


E. R. Brayton Dead 


Was President, Belcher & Loomis 
Hardware Co. and Vice-President, 
New England Iron and Hard- 


ware Association 


Edward Randall Brayton, president 
and general manager of the Belcher & 
Loomis Hardware Company and vice- 
president of the New England Iron 
and Hardware Association, died sud- 
denly at his home, 200 Congress Ave- 
nue, Nov. 12. He had been in ill health 
since early in the year, but was appar- 
ently recovering, and expected to re- 
turn to work. 

Mr. Brayton was born in Providence 
fifty-nine years ago and, after his 
education in the public schools and a 
business college, entered the employ of 
Belcher & Loomis Hardware Co. more 
than thirty years ago. Through suc- 
cessive promotions, he became buyer 
and manager of the concern’s tool de- 
partment for several years, before his 








elevation to the presidency in 1918. 
His fraternal affiliations were with 
the Masons, in which order he had re- 
ceived thirty-two degrees. He was a 
member of Mount Vernon Lodge, A. F. 
and A. M.; Providence Royal Arch 
Chapter, St. John’s Commandery; the 
Scottish Rite and the Mystic Shrine. 
He was also a member of the Turks 
Head Club, the Wannamoisett Country 
Club and the Metacomet Golf Club, 
and the Chamber of Commerce and 


Economic Club. 


He is survived by his widow, Mrs. 
Kate Brayton; a son, Randall Brayton, 
and a sister, Miss Susan Brayton. His 
son is also associated with Belcher & 
Loomis. 





Patent Novelty Company Has 
New Chicago Representative 


The Klimmeck-Hill Sales Co. has 
recently been appointed sales repre- 
sentative of the Patent Novelty Co., 
Fulton, Ill., in the Chicago territory. 
The Patent Novelty Co. makes “the 
Fulton line” of metal specialties. 





Hudson Mfg. Co. Issues 
Interesting Booklet 


Hudson Manufacturing Co., Minne- 
apolis, Minn., manufacturers of the 
Hudson line of dairy, barn equipment, 
ventilators, etc., has issued an inter- 
esting booklet, entitled “Profits from 
Warm Water.” 





Malden Store Destroyed by 
Fire 
The retail hardware store of W. C. 


Kaulback, 203 Pleasant Street, Malden, 
Mass., was destroyed by fire early 





Wednesday morning, Nov. 4. 
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‘Punch 


REGISTERED U. S. PATENT OFFICE 


Put Them Out of Business 


It wasn’t so many years ago that the wood handled 
gimlet was the almost universal tool for making small 
holes. Then came the Automatic Drill and “Mr. Punch, 
making far cleaner holes in a small fraction of the time 
and in eight different sizes. The gimlet couldn’t compete 
with such speed and faultless performance, and gradually 


disappeared. 





Now Mr. Punch is one of the dependable year round 
sellers in every well organized tool department. 


GOODELL-PRATT COMPANY 
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GREENFIELD, MASS., U. S. A. 


FREE 


Counter Display (iD ne 
Xex § 


Carton 


When ordered in dozen lots 
Mr. Punch is packed in very 
attractive three color Counter 
Display Cartons that make 
him an even faster _ seller. 
There is no additional charge 
for this Carton. 








GOODELL; PRATT 
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The ‘Tool 
Department 


Further Experiences with Tool Displays 


By Don Thatcher 


INCE writing about my friend, the Sixth Ave- 
nue Hardware Merchant, I have had the 
opportunity to check the value of displays 

carrying definite messages. One don’t mind being 
fooled but one dislikes fooling himself. So while 
I was feeling pretty good about the window dis- 
play of machinist and precision tools and the ideas 
it developed, I wondered if that was just one of 
the favorable breaks we sometimes are fortunate 
enough to meet with, or whether we had really 
hit upon a sound plan adaptable to all com- 
munities. 

Why not put it to a test—fireproof it? So I ar- 
ranged for two more definite message displays, 
‘one of carpenters and wood working tools, in a 
hardware store located in a New England town 
of about thirty thousand population. The other 
a display of Home Use Tools in a town of about 
twenty thousand population, located within 
twenty-five miles df New York City. This town 
has a number of manufacturing plants employ- 
ing many well paid workmen as well as being the 
home town of thousands of commuters (some 
day if I can develop a streak of humor that I 
believe is due the subject I am going to write 
what I observe about commuters. I really believe 
seasoned commuters are somehow different from 
the rest of us). 

While the sales of machine tools during the 
period of the window display had exceeded ex- 
pectations, I believed more sales would have been 









This is the fourth of a series of 26 
constructive educational and sales build- 
ing articles on tools, written by a man 
who knows tools as few men know them. 
These articles will deal with the manufac- 
ture and sale of tools and will furnish 
traveling salesmen, merchants and men 
behind retail hardware counters with a 
fund of accurate, constructive informa- 
tion that should prove of great assistance 
in the merchandising of this basic line. 





made if some means had been used to attract at- 
tention. So with this thought in mind we made 
for the carpenters and home use tool windows, 
plain but attractive, easy to read window stickers, 
size fourteen inch by five foot, one reading: 


| , 
| Carpenters’ and Wood Working 


Tools 


The best tools for good workmen 








HOME USE TOOLS 
OF THE BEST QUALITY 


GOOD TOOLS FOR GOOD HOMES 





These stickers were attached to the inside of 
front window, high enough to avoid obstructing 
view of the window contents and easily readable 
from across the street. They well served their 
purpose, possibly because people, while used to 
seeing window stickers used by drug and cigar 
stores, have seen few, if any, used by hardware 
stores. Window stickers are so inexpensive and 
easily made that I wonder why we have not 
oftener used this. effective means to carry a 


message. 
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Notwithstanding the similarity of the contents 
of the carpenters, and home use tool windows the 
response to each was noticeably from the trade 
the appeal of the window stickers was ad- 
dressed to. 

These two displays ran during the same time 
in cities about one hundred miles apart. The sales 
were carefully watched, as we wished to get an 
accurate line on the value of definite appeal. 
Householders and home users of tools purchased 
a few tools during the display period at the store 
making the display of carpenters’ tools. No one 
recognized a carpenter or mechanic other than 
a few regular customers buying tools during the 
period the other store ran the display of home use 
tools. According to the best records available the 
store making the display of carpenters’ tools sells 
during the course of a year nearly three times as 
many dollars’ worth of tools as the other store. 
During the display period the store making the 
display of home use tools sold $142.00 more of 
tools than the other store. 

You will note from the following lists of goods 
used in each display the aforementioned similar- 
ity of window contents. Seems that the wording 
of the window stickers had some influence upon 
sales. Reasons for results are interesting. At 
the same time next year, so we will have as near 
as possible the same conditions, I hope to have 
two tool displays in the same stores—but reverse 
them. I have a fair idea of what the sales results 
will be, but there is nothing like actual confirma- 
tion. Here follow lists of the tools shown in each 


window. 
Carpenter and Woodworking Tool Display 


Adzes. 

Bench, Shingling and Lath Hatchets. 

Octagon and Round Poll, Plain and Bell Face Pol- 
ished Nail Hammers. 

Ripping Hammers. 

Chisels and Chisel Sets. 

Gouger and Carving Tools. 

Hammer, Hatchet and Small Tool Handles. 

Drawing Knives, Expansive Bits. 

Solid Center and Twist Pattern Bits. 

Screw Driver Bits. 

Braces, Bit Extensions. 

Breast and Hand Drills. 

Automatic Boring Tool Sets. 

Spiral Screw Drivers. 

Cabinet, Ratchet and Reg. Pat. Driven Planes and 
Plane Irons. 
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Floor and Cabinet Scrapers. 

Miter Boxes, Hand Vises. 

Hand, Rip, Panel Saws. 

Back, Compass, Key Hole Saws. 

Saw Sets. 

Rules and Tape Measures. 

Tri, Miter and Standard Steel Squares. 
T-Bevels and Marking Gages. 


Home Use Too! Display 


House Axes, 18-inch Handle. 

Scout and Hunters’ Axes. 

Nickeled, Blackvand Bronze Half Hatchets. 
Nickeled Octagen Poll Nail Hammers. 
Polished Plain Face Nail Hammers. 
Tack Hammers. 

Chisels and Chisel Sets. 

Auger Bits and Bit Sets. 

Gimlets. 

Braces, Hand Drills. 

Automatic Boring Tool Sets. 

Screw Drivers. 

Planes. 

Hand, Panel, Hack Saws. 

Rules and Tape Measures. 

Tri and Standard Steel Squares. 
Pipe, Screw and Bicycle Wrenches. 
Assorted Files. 

Oil and Sharpening Stones. 

Shovels, Spades. 

Nails, Various Sizes in Pound Boxes. 
Bottles and Tubes of Glue. 

Plumbs, Levels, Plumb Bobs. 
Carpenters’ Pincers. 

End Cutting Nippers. 

Scratch Awls, Nail Sets. 

Slim Taper Files, Weod Rasps. 

Oil Stones. 


Manual training courses in public schools, boy 
and girl scout organizations, motor cars, radio 
sets, small power boats, the benefits and pleasures 
of gardening are all contributing factors toward 
the steady increasing use of tools by home folks 
and amateur mechanics. People formerly thought 
of pipe wrenches as part of the plumber’s outfit, 
now they know the pipe wrench to be a handy 
household, motor and farm tool. The home use 
tool sale emphasized a fact worth knowing about 
saws when catering for home trade—the best 
sellers are 22 in. and 24 in. saws, whereas car- 
penters and mechanics usually buy the standard 
26 inch. The other sizes are supplementary tools. 








Rubber Plantation Establish- 


capital now control 97 per cent of the 
rubber output of the world, according 


C. E. King Opens 





ed by Firestone in Liberia 


A large rubber plantation will be 
established in Liberia on the west coast 
of Africa by Harvey S. Firestone, 
president Firestone Tire & Rubber 
Co., Akron, Ohio, who has obtained a 
lease on 1,000,000 acres of land suit- 
able for rubber growing and a $200,000 
rubber plantation fully matured and 
bearing. Mr. Firestone plans to spend 


$100,000,000 in developing the planta- 
tion. He believes that the cost of pro- 
duction will be 50 per cent less than in 
other countries. 


English and Dutch 





to Mr. Firestone, and he proposes to 
make England realize that America is 
now in the rubber business in earnest. 
Considerable of the $100,000,000 will be 
spent in rebuilding Monrovia. 


Hardware Man Elected 
Mayor of Manchester, N. H. 


Arthur E. Moreau, Manchester, N. 
H., hardware merchant, was elected 
mayor of that city in the recent elec- 
tion. Mr. Moreau is also a member of 
the Governor’s Council. 





Agen¢y in Los Angeles 


Charles E. King has just opened an 
office as Manufacturers’ Agent at 324 
North San Pedro Street, Los Angeles, 
Cal. Mr. King will represent manu- 
facturers of hardware, automotive 
accessories, electrical merchandise, 
sporting goods and radio in the State 
of California. For 15 years, Mr. King 
has been on the coast having been con- | 
nected with the sales force of Dunham, 
Carrigan & Hayden 'Co., and moré re- 
cently was sales manager of the Union 
Hardware & Metal Co. : 
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Isn’t it true that sometimes a customer asks you 
a question pertaining to a small tool that you 
cannot answer with certainty? No doubt when 
something like this happens you wish there was 
some convenient way to get hold of this infor- 
mation. 





There 1s a way now, a very easy way. Just jot 
the question down on the coupon attached to 
this and subsequent @7D advertisements, and 
drop it in the mailbox. We'll answer your ques- 
tion to the best of our ability in an early adver- 
tisement appearing on this page in this publi- 
cation. 


UAUEUTUDUOUEN CUT SAEN SHELL 


Remember this—the more you know about the 
tools you sell the more you'll sell. And a better 
sales record means a better future for you. 


Write Your Questions NOW! 
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Greenfield Tap and Die Corporation 
Greenfield, Mass., U. S. A. 


Question 





The JST». Question Box 
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KESTER 
Self FluxingS OLDER 


Simple, Safeand Sure 


































pound. Packed on 1, 5 and 10 pound spools, 
Special gauges also available. 













Requires Only Heat 
SOME USERS pay two prices for hol- 


‘| -SOLDER =" 
il | com = ‘ 
SS : Two Prices for 
KESTER Acid Core SOLDER 
low screws:—what they pay to get 





For general soldering and heavier electrical work. 
HoLLow Screws 
the screws and what they pay to get 


Self Fluxing—‘*‘Requires Only Heat.’’ Standard size 
—One price for ALLENS 
them out when broken under the 


No. 3 about 1/8 inch in diameter, runs about 30 feet 
set-up 








Kester Metal Mender 
The Household Solder 
Here is the small package of Acid Core Solder. So sim- 
ple anybody can use it. Ten cans about 1/4 pound 
each are packed per carton. Ten cartons (100 cans) 
to the case lot. 






They pay two prices, every time, 
when they pay too low a price. 
Once when they get the screws; 
once again when they get them out 
and replace them. 










You can offer the “ALLEN” as a one- 
price screw because the price in- 
cludes the Allen  cold-drawing, 
which makes a practically unbreak- 
able screw—30% stronger. 
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Kester Rosin Core Solder 


For very delicate electrical and radio work. Contains 
st quality metals and rosin flux. Standard size 
about 3/32 inch in diameter, runs about 50 feet 
d 18 















pound. Packed on 1, 5 and 10 pound spools an 
gauges 














ks in 5 pound Speci 
















; Special-analysis alloy steel; pat- 
wis Sache, , ented cold-drawing; scientific heat- 


treating:—all for one honest price 
that’s honestly the last! 
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Kester Radio Solder 
(Rosin Core) 

Safe, Sure and Simple — approved by radio engineers. 

less to the most delicate parts. Absolutely non- 

corrosive flux makes low-loss joints. Ten cans about 

1/4 pound each per carton. Ten cartons (100 cans) 

to the case lot. 


Facts that make a set screw SELL, make up 
most of the Allen Catalogue (with price lists). 
And make it worth writing for. 
























GENUINE SOLDER 


The Allen Mfg. Co. 





CHICAGO SOLDER COMPANY 





139 Sheldon Si., Hartford, Conn. 














4205 Wrightwood Avenue, Chicago, U. S.A. 
© 


Originators and world’s largest 
manufacturers of Self Fluxing Solder 







Your Jobber Can Supply You 















Pacific Coast Distributor: W. J. McRae, 
320 Market Street, San Francisco, Cal. 
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If You Lighted Your 
Home by Candle Light— 


you could probably get along fairly 
well, but you could never be sat- 
isfied. 


Why then be satisfied with hand 
methods in your pipe threading? 
The Oster power drive is worthy 
and waiting to take the place of 
these expensive and old-fashioned 
methods. 


Cuts off, threads and makes up fit- 
tings at the turn of a switch. No 
adjustments to make, nothing to get 
out of order and light enough for 
two men to carry easily. 


Acomplete unit in itself. Equipped 
with 1/3 H.P. motor, scroll chuck 
and auxiliary centering guide. No 
separate vise or pipe rest necessary. 
You can use the pipe tools you al- 
ready have with this outfit. We 
furnish a Bull-Dog die stock to save 
backing off after a cut. 


Ask your supply house for a dem- 
onstration of this great time and 
labor saver or write us for complete 
information. 


OSTE 


THE OSTER MANUFACTURING 
COMPANY 


Manufacturers of the most complete line of 
pipe threading equipment in the world. 


Cleveland, O. 





1976 East 6list Place 
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Some hardware stores dis- 
play Porter Bolt Clippers. 
Some hide them behind the 


counter. 
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Many, many . customers 
who would buy these tools 
if they were displayed 
don’t buy them. 


CENTER CUT 
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The bolt clipper has a very 
general sale today to the 
home owner, the contrac- 
tor and the farmer as well 
as to the skilled mechanic. 


Every saleable item added 
to your stock adds a profit 
to your business. 


Bolt Clippers sell. 


Below we show a Porter 
Counter display stand 
lithographed in strong 
colors on metal and hold- 
ing four tools. Stands on 
cuunter — hangs on wall. 
Ask your. jobber about 





ANGULAR this display. 
H. K. Porter, Inc. 
Everett Mass. 
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Repeal of War ‘Tax on Arms 
and Ammunition 


Ways and Means Committee Also Cuts Rates on 
Pleasure Automobiles and Wipes Out Tax on 
Auto Trucks, Tires and Accessories 


By W. L. Crounse 


WASHINGTON, Nov. 16, 1925. 


of the manufacturers of firearms and ammunition, the Ways 


R or tne max G to the impressive appeal of the representatives 


and Means Committee in framing a tentative draft of the 
new tax reduction bill has repealed the tax on rifles, shotguns and 
ammunition, but has tentatively decided to retain this impost on 


pistols and firearms. 


The committee has also provided for the 


repeal of the tax on auto trucks, tires and parts, and has agreed 
to scale down the tax rate on pleasure cars from 5 to 3 per cent. 
A preliminary agreement has also been reached for the reduction 
of normal income and surtaxes, accepting Secretary Mellon’s maxi- 
mum of 20 per cent as the limit of the surtax levy. 


National Defense Involved 


No feature of the revenue reduction 
bill has aroused greater interest among 
members of the Ways and Means Com- 
mittee than that relating to the tax 
on firearms and ammunition. 
was the plea of the industry presented 
with great force by the witnesses who 
appeared at the hearings, but members 
of the committee have received much 
significant information from semi-offi- 
cial sources concerning the bearing of 
the subject upon the national defense. 


This phase of the subject was 
touched upon by President Reierson of 
the Remington Arms Company in his 
statement reported in HARDWARE AGE 
for Nov. 5. In addition, Mr. Reierson 
prepared a memorandum submitted to 
the committee in which he set forth 
some exceedingly interesting facts, 
hitherto unpublished, showing the ab- 
solute necessity from the standpoint of 
the national defense of maintaining the 
industry producing arms and ammuni- 
tion in the highest possible state of 
efficiency. He said in part: 

“During the period from April, 1917, 
to November, 1918, according to the 
records of the War Department, the 
private manufacturers of the country 
produced 2,193,429 service rifles, while 
during the same time the Government’s 
two armories produced a total of 312,- 
878 rifles. Of the ammunition for those 
rifles, or the cartridges so necessary 
for their use, the manufacturers whom 
I am representing produced a total of 
2,604,411,000 service-rifle cartridges 
and during the same time the Govern- 
ment arsenal produced only 76,759,000 


Not only | 





| 

: . 

| cartridges, or just about enough for 
one good, stiff fight. 


A Lesson Of the War 
| “The best evidence, I believe, I can 


submit as to the value to the nation 
_of making it possible for the arms and 
ee manufacturers of this 
country, as they exist today, not only 
to remain in existence but to keep fairly 
busy and keep as prosperous as possi- 
ble, and to keep their organizations of 
trained and skilled personnel available, 
is just to have you reflect upon the 
situation at the time of the opening 
of the World War in Europe in 1914. 

“Germany was the only country that 
had up to that time recognized the 
possible value of these private manu- 
facturers. She not only encouraged 
them, but she actually went so far as 
to subsidize them and to give them 
business from time to time through- 
out the year, whether she needed the 
goods or not, just in order to keep 
them running. Not only that, but she 
made possible the extension of long 
credits abroad in the foreign field, so 
as to aid them in meeting competition 
and in that way to keep the plants 
busy, so that when, in the fall of that 
year, she was entirely surrounded by 
enemies and unable to import anything 
whatever she was able, as you know, to 
keep her armies in the field fully 
equipped, while none of the other 
nations were so situated. 

















Arms Industry Is First Line of Defense 


“Orders that came from England and 
that were placed over here in the fall 
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of 1914 for rifles were not delivered as 
to any portion of those orders until the 
early part of 1916, or 18 months after- 
wards, and no material deliveries were 
made until two years after the orders 
were placed. Had it not been for the 
facilities created in this country by 
those foreign nations who were making 
use of our faéilities I do not know 
what would have been done in the way 
of equipping the troops that we sent 
abroad, and which were so necessary in 
putting an end to the war. Therefore, 
I say that this business is not only a 
second line, but it is a first line of 
defense in the national defense scheme 
of this Nation and it ought to be kept 
intact. 

“Now, we do not ask any help such 
as foreign nations give their arms and 
ammunition manufacturers. England, 
for instance, after the war, realizing 
the value of the arms and ammunition 
manufactories, voluntarily called the 
manufacturers together, knowing that 
their plants had been expanded and 
that they had more plants than they 
could possibly use and realizing that 
the competition among them would be 
so keen that.it would be ruinous, and 
invited them to form one big combina- 
tion, which could be done under Eng- 
lish laws but which could not be done 
under the laws of this country. 


All Other Sporting Goods Relieved 


“Of course, competition is more or 
less keen. We are all trying to get 
all the business that we can. We do 
not want to be handicapped any more 
seriously than is necessary and in view 
of the fact that our business brings 
in such a comparatively small amount 
of revenue, we have earnest hopes that 
you will give us relief from the tax 
in your forthcoming bill, especially 
since three years ago you did favor 
all other lines of sporting goods and 
left ours alone to bear the burden.” 

The representatives of the firearms 
and ammunition industry, several of 
whom have been called upon by the 
Ways and Means Committee for sug- 
gestions as to the proper control of 
pistols and revolvers, agreed with Mr. 
Reierson that the subject could best 
be handled by more or less universal 
State laws covering the matter of 
issuing licenses to those who carry or 
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The“Lorain” Market Is a Big Market! 


VERY home where gas is not available is a good prospect for an 

Oil Cook Stove equipped with Lorain High Speed Oil Burners. 

A Lorain-equipped Oil Cook Stove frees the housewife com- 

pletely from the laborious task of feeding and tending a fire. 

It eliminates the soot and smoke of burning wood or coal, and the 


dust of ashes. 


It gives the housewife a cool kitchen in which to work 


during the hot summer months when Canning and ‘‘company”’ require 
her to spend so much time over the stove. 


An Oil Cook Stove equipped with Lorain 
High Speed Burners is a pleasing addi- 
tion to any kitchen—bright and attrac- 
tive in appearance, compact, and quickly 
and easily moved to any desired location. 
Lorain Burners are easy to light—require 
no adjustment after lighting—and gen- 
erate with extreme rapidity a clean, 
blue, hot flame that comes in direct 
contact with the cooking utensil. 


Lorain-equipped Oil Cook Stoves are 
sturdy and durable. The inner combus- 
tion tube, which is the only part that 
could possibly be affected by the intense 
heat, is made of ‘Vesuvius Metal’’. 
It is guaranteed for ten years against 
burning-out. All other parts are made 
of brass or other materials that resist 
the mechanical action of hard usage 
and the chemical action of the oil. 


Practically no effort or expense is re- 


quired to keep these excellent stoves in 
condition. Wicks seldom need cleaning 
or replacement. New wicks can be inserted 
easily, quickly and without muss or dirt. 


The unusual simplicity of the Lorain 
Burner prevents the occurrence of those 
minor troubles which women, with their 
slight knowledge of mechanics, fre- 
quently encounter when using oil stoves. 
This feature is of greatest importance to 
a dealer because it keeps his original 
profit from being cut into by the ‘‘giving’’ 
of service ‘‘after the sale.’’ 


Stock one of the five famous lines of 
Lorain-equipped Oil Cook Stoves listed 
below. Use the many dealer-helps fur- 
nished free of charge. Tie-up your store 
with the big Lorain National Adver- 
tising Campaign, and soon you'll find 
your stove department earning a profit 
that will surprise—and please—you. 


Many famous makes of Oil Cook 


LORAIN HIGH pO OIL BURNER 


GUARANTEE: 


Should the inner combus- 
tion tube of the Lorain 
High Speed Oil Burner 
burn out within 10 years 
from date of purchase, re- 
placement will be made 
entirely free of charge. 


AMERICAN STOVE 


Stoves are now equipped with 
Lorain High Speed Oil Burners 
including: 


Dangler—Dangler Stove Co. Div., 
Cleveland, O. 

Direct Action— National Stove Co. 
Div., Lorain, O. 

New Process—New Process Stove 
Co. Div., Cleveland, O. 

Quick Meal—Quick Meal Stove 
Co. Div., St. ‘Louis, Mo. 

Clark Jewel—George M. Clark & 
Co. Div., Chicago, Ill. 

1925 


COMPANY 


ST. LOUIS, MO. 
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A Miniature Reproduction 


of the Giant Duograph Halftone in Red and Blue (a foot 
and a half in width) used in the “American Flyer’ Big, 2- 
color Double Page Advertisement which will appear in 
the December 5th issue of 


THE SATURDAY — POST 
{17m merican L'] flyer 


MINIATURE TRANSPORTATION LLGe 






ELECTRIC 
and 
MECHANICAL 

RAILROADS 
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The Greatest 
Advertising Campaign 


Ever Staged in the History of the Toy Industry to help the 
Dealer sell Electric and Mechanical Railroads 


—“American Flyers” 






In addition to all the regular Advertising Mediums used by Train 
Manufacturers—the National Juvenile Magazines—we are using the 
leading Daily Newspapers in the larger cities and THE 2-COLOR 
DOUBLE PAGE SPREAD in THE SATURDAY EVENING 


POST 


In other words we are spending all this extra money to 
reach the parents of The Boy, because we believe this is 
the best way in which we can help the Toy Dealer to sell 
“American Flyers.” 


ELECTROS AND MATS OF TRAINS, TRADE MARKS AND COMPLETE NEWS- 
PAPER ADS—FOLDERS FOR THE COUNTER OR FOR MAILING— WINDOW 
DISPLAY CARDS AND OTHER “HELPS” SUPPLIED FREE. 


: AMERICAN FLYER MFG. CO., 2219-39 So. Halsted St., Chicago 
New York Office—5th Avenue Bldg. Western Sales Office—660 Mission St., San Francisco, Calif. 
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own these weapons. All agree with 
Mr. Reierson that it would be unfor- 
tunate for the country if the existing 
pistol manufacturers should be put out 
of business because no one can say how 
soon they may again be needed by the 
Government. In this connection Mr. 
Reierson’s view is expressed as follows: 

“The fact that we have large and 
well-equipped manufactories in many 
lines does not mean that those manu- 
factories could make pistols and make 
rifles or ammunition in time of an 
emergency. It is a fact that, notwith- 
standing that in 1917 the Government 
placed orders for Army pistols with 
seven or eight of the very best manu- 
facturers in the United States, manu- 
facturers who stand very high in the 
manufacturing world, not one of them 
who had never had previous experience 


in the manufacture of pistols ever de- | 


livered one single pistol. That is in 
accordance with the records of the 
Ordnance Department of the Army. 


Plants Should Be Maintained For 
Emergencies 


“Those plants should, in my 
opinion, in justice to the Government 
and possible future requirements, to 
say nothing of the rights of the owners 
who have their money invested in those | 
plants, be maintained and in some 
manner kept available for future 
emergencies. In the supply of military 
arms, small arms, and ammunition, etc., 
private manufacturers in all of those 
lines did their full duty by the Gov- 
ernment, and did it splendidly, when 
the emergency arose in 1917.” 

If the Ways and Means Committee 
decides to retain the tax on pistols it 
is improbable that any other Federal 
legislation will be attempted at this 
time, but should the tax be lifted with 
a view to encouraging manufacturers 
who may be called upon in a great 
national emergency, some other com- 


mittee of the House of Representatives | 


may take jurisdiction of the subject 


and endeavor to draft a regulatory | 


measure in 
States which have enacted licensing 
laws. Such a measure would be out- 
side the jurisdiction of the Ways and 
Means Committee which is_ limited 
strictly to revenue matters. 


Stiff Fight for Reduction in Auto Tax 


The representatives of the automo- 
bile industry and of the national asso- 
ciations of automobile owners put up 
a splendid fight for tax reduction. While 
their representations to the committee 
at the hearings were not very im- 
pressive one of the biggest lobbies seen 
at the Capitol in many days followed 
up the formal appeals with individual 
effort. 

The slogan “Repeal the Auto Tax and 
Help the Farmer” was made to do good 
service and was backed up by con- 
vincing statistics which the committee 
could not ignore. As a result when the 
excise taxes were taken up it was de- 
cided not only to strike off the entire 
tax on auto trucks, tires and accessories 
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but also to trim the rate on pleasure 
cars and motorcycles from 5 to 3 per 
cent. The combined cuts on these two 
items will be a revenue loss of ap- 
proximately $71,000,000. 

In their discussion with members of 
the committee the automobile manufac- 
turers were refreshingly frank. They 





frank | 


cooperation with those | 


declared positively that the taxes in no 
way injured the automobile industry; 


in fact, during the period of the tax 
imposition the 
more prosperous than at any time in | 


industry has become 


its history. 

This prosperity, it was urged, has 
been shared by the industry with its | 
_workers and with the public. Automo- 
bile manufacture now furnishes a live- | 
lihood to three million people and since | 
the tax was imposed the manufacturers 
have brought down the price of their 
product an average of 29 per cent while 
all other prices have gone up 67 per 
cent. 

These arguments proved to be de- 
cidedly illuminating and were highly 
influential in inducing the committee 
to include a cut on pleasure cars with 
the repeal of the tax on auto trucks, 
| etc. 


Mellon Wins in Surtax Battle 


Secretary Mellon won a sweeping vic- 
tory in the controversy respecting the 
‘reduction of normal taxes and sur- 

taxes. He secured a cut in the maxi- 
/mum normal tax from 6 to 5 per cent 
and the adoption of a 20 per cent 
maximum surtax in lieu of the 40 
_per cent rate now in force. The new 
| surtax schedule is as follows: 

Two thousand eight hundred and 
sixty dollars upon net incomes of $44,- 
000; and 15 per cent upon the amount 
of income between $44,000 and $50,000. 
Three thousand four hundred and sixty 
dollars upon net ineomes of $50,000; 
_and 16 per cent on excess up to $60,000. 

Five thousand and sixty dollars upon 
net incomes of $60,000; and 17 per cent 
on excess up to $70, 000. 
| Six thosand seven hundred and sixty 








dollars upon net incomes of $70,000; 
_and 18 per cent on excess up to $80,000. 
| Eight thousand five hundred and 
sixty dollars upon net incomes of $80,- 
| 000; and 19 per cent on excess up to 
| $100, 000. 

_ Twelve thousand three hundred and 
| sixty dollars upon net incomes of $100,- 
000; and 20 per cent on excess over 
| that amount. 


Postal Commission Will Defer Action 


The Joint Congressional Postal Com- 
| mission which met in this city during 
| the past week has decided that per- 
| manent postal rate schedules, to take 
_ the place of the temporary rates now 
in force, cannot be recommended to 
Congress before next February because 
of the inability of the Post Office De- 
partment to give accurate estimates 
based upon the operations under the 
present law. The commission reached 
this conclusion with much reluctance 
as its members were instructed by the 
joint legislation under which they are 
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acting to have their report ready to 
submit to the new Congress on the day 
of its convening. 

Postmaster General New told the 
commission that from the best infor- 
mation obtainable from 50 of the 


largest post offices the department’s 
_guess would be that the temporary 
'rates would increase annual revenues 
about 
slightly less than half of the amount 


$32,000,000. This’ represents 


by which Congress has increased the 


_ postal pay roll. 


Only one recommendation for a 


| change in the temporary rates was sub- 
| mitted, Mr. 
| to the former rate of newspapers and 


New proposing a return 


periodicals remailed by individuals re- 
_gardless of the distance. The rate was 


' increased in the temporary law in some 


cases more than 420 per cent and has 
resulted, Mr. New said, in decreasing 


revenues from this source. 


P. O. Department Opposes Changes 


Recommendations against the adop- 
tion of various changes in rates pro- 
posed at the public hearings held by 
the commission over the country during 
the summer were submitted by both 
Mr. New and Joseph E. Stewart, his 
executive assistant. These included— 

A return to the second-class (news- 
paper and periodical) rates in effect 
during the fiscal year 1920. 

Elimination of the flat rate now 
granted to religious, fraternal, agri- 
cultural, labor and educational publi- 
cations. 

A low rate for newsdealer packages 
of periodical matter, approximating the 
freight or express rate now given for 
such service by private companies. 

Reduction of the number of de- 
liveries in cities, as proposed by the 
American Farm Bureau Federation. 

In suggesting that the commission 
wait until after a report of the present 
quarter, which would include the 
Christmas business of the department, 
Mr. Stewart said it was essential to 
find out just how the third-class and 
post-card business holds up under the 
present rates. 


Kolster Radio Has Acquired 
Larger Quarters in N. Y. 


The Federal Telegraph Co. of Cali- 
fornia, has acquired new and larger 
quarters for the merchandising di- 
vision of Kolster radio on the tenth 
floor of the Woolworth Building, 233 
Broadway, New York City. 


R. H. Young Art Director for 
Dowd, Wyllie & Olson 


R. H. Young, for the past eight 
years, advertising manager of the 
Stanley Works, New Britain, Conn., 
has recently been appointed art di- 
rector for Dowd, Wyllie & Olson, Inc., 
Hartford, Conn., advertising agency. 
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Stocked in 291 Cities for Your Convenience 


b p-, can fill-in your stock of Nesco 
Oil Cook Stoves in a day’s time 
—do a larger business on a smaller 
stock. Quick service on delivery is 
assured from Nesco Jobbers’ stocks 


‘maintained at 291 points. 


And with this better service you get a 
better oil stove, proved right and saleable 
by the fact that practically all of Ameri- 
ca’s foremost jobbers have selected the 
Nesco as the stove they and their deal- 
ers can best sell. Nesco is today the larg- 
est selling oil stove distributed through 





Dominion Stove & Foundry 

















The intense flame ofagas 

burner is due tothe flame 

striking the entire base 
of utensils. 


WITH THE BLUE 











Branches at: Milwaukee, Chicago, Granite City, Ill., St. Louis, New Orleans, 
New York, Philadelphia, Baltimore. Licensed Canadian Manufacturers: 
Co., Penetanguishene, Ontario, Canada. 


NESC 


OIL COOK STOVE 


GAS 





the regular Jobber-Dealer sales channel. 
Over a million Nesco burners are in use. 


With the beautiful new models, there are 
now thirteen numbers in the Nesco line 
—a stove for every purpose and for 
every customer’s purse. 

A P a 


The Nesco Stove plus Nesco service 
offers a real profit opportunity. If you 
are not at present handling the Nesco 
see or write your jobber, and write us for 
catalog Number 40. Address Dept. N.11. 


National Enameling and Stamping Co., Inc. Adver- 
tising Department, First Wisconsin National Bank 
Building, Milwaukee, Wis. 




















So also the intense blue- 

gas flame ofthe Nesco 

Burner strikes the entire 
base of the utensils. 


CONTACT FLAME 
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tinguishers for a month,” a hardware 

merchant told me. “One salesman sold a 
lot of them. The rest didn’t seem to sell any more 
than usual. Why was it that one man put it 
across so big?” 

“That one man is himself sold on the advantage 
and importance of having fire extinguishers on 
hand for the emergency,” I replied. “Perhaps 
he has had occasion to use one sometime and 
knows what it means to have that protection.” 

“Oh, sure, that’s it. I remember now, he kept 
his flivver from burning up one day with a fire 
extinguisher he borrowed from another car. I 
wish I could get the rest of the force where they’d 
have to use an extinguisher once.” 

* * * x 


Sometimes salesmen think it isn’t worth while 
to suggest to customers that they buy a better 
quality than they expected to buy. Listen to 
this: A restaurant manager had on his menu a 
60 cent meal, a 75 cent meal and a dollar meal. 
The 60 cent meal was at the top of the card and 
sold best. He changed the order, putting the 
dollar meal at the top and immediately orders for 
the dollar meal outnumbered those for the 60 
cent meal. 


» ‘| ASKED all my salesmen to push fire ex- 


* * * * * 


Visitors were being shown through a pasteuriz- 
ing plant where every care was taken to insure 
the certainty of the milk being bottled and sealed 
without the possibility of contamination. The 
rooms were spotless. The attire of the operators 
was immaculate. Containers and equipment were 
kept sterilized. And then at one point in the 
. handling of the bottles there was a man who now 
and then moved a bottle on the traveling platform, 
to put it back in position. The visitors saw this 
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man take hold of such bottle by inserting a finger 
in the neck to grasp them. 
* * * * * 


The Glorified Peddler gets into the house” by 
acting as if he expected to be let in. He hands in 
his business card and then wipes his feet on the 
mat just as if “Of course, you’re going to ask 
me in.” The experts claim this method will 
even get them around a screen door. 

If retail hardware salesmen could assume as 
much assurance that their customers are going 
to be interested in what is offered them, there 
would be more extra sales made and the cash 
register would ring up a bigger sum per customer. 

+ * +” ” * 


An old restaurant man says, “On a cloudy day 
people take more time and eat more. On bright 
a they eat quicker and less and hurry out- 
side.” 

I never thought as the weather affected us like 
that, did you? And perhaps it has its influence 
upon hardware store customers. On a day when 
the hunter knows he can get away into the woods, 
does he want to linger in the store and talk about 
sporting equipment? He does not. But on a 
stormy day you can hold his attention longer and 
make more sales. 

” + x “* * 

Of what use is a talent if we never develop it? 
The man in the Bible who hid his talent in the 
ground lost out. The lightning bug had a good 
idea a thousand years before the electric light 
was invented, but he never made any use of it and 
he was accomplishing no more in 1875, when the 
electric light was invented than he was accom- 
plishing back there in the Garden of Eden. I 
don’t care what your latent ability is. It is only 
your active, used ability that gets you anything. 
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“Tea Kettles - Wash Boilers 


Pere olators - Tea Pots 





. AA Happy Combination for Every | Home 


Tea Kettles, Wash Boilers, Percola- 

tors, Tea and Coffee Pots—all neces- 

sities of the home—every one expected 
- to be on the job, year in, year out. 


Dealers are making a big success in 
suggesting combinations of Rome 
Utensils. They are selling several 
Rome Utensils to a customer instead 
of one. 

When a woman has reached the limit 


of her patience and ‘‘chucks’’ her old 
worn-out leaky wash boiler and comes 


to you. for one of solid copper—a long- 


lasting Rome Boiler—she’s in a recep- 
tive mood, she’s had her sa of 
leaky utensils. 


It’s your opportunity to tell her about 
the Rome line—to sell her other Rome 
Utensils. They have selling points 
aplenty—first, quality manufacture 
today as for the past 33 years. _ 


The Tea Kettles are husky—made to 
stand the ‘‘wear and tear” of daily 
use. The handle stays on. The line 


Rome Solid Copper- 
Wash Boilers 


Bottomi is flat-level. Longer 2 
* wear because bottom is not 
weakened by corrugation 
which stretches metal. 
Sides at the top are ro 
around steel rod adding 
strengthand makinghoiter 





Heaviest where the 






not initing out. 





the bottom! 


wear is greatest—on g 


is complete—plain polished or nickel- 
plated copper, andone-piece aluminum. 


The Copper Wash Boilers have points 
as outlined below... 


The Percolators are scientifically made 
to make ‘‘a good cup of coffee’. High 
and low patterns, hot and cold water 
types, copper or aluminum, small, 
medium and large capacities. 

The Tea and Coffee Pots are furnished 
in high and low patterns, plain pol- 
ished or nickel plated-copper. 

Rome Utensils represent a happy com- 


bination for the home—sell them that 
way, IT PAYS. 


Obtain the whole story from our new 
catalog. Write for a copy. 


ROME MANUFACTURING CO. 


ROME NEW YORK 
Branches: 
Eee er Eo. 75-87 
Mew York .. eae ek Soe 342 Madison Avenue 
re eee 1528 Lytton 
Beattie... kk Ss or CES Pigeser Sout 






“ROME COPPER AND ALUMINUM UTENSILS” 
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General Market News 





Christmas Hardware Active— 


Winter Goods Selling— 


Collections 


Are Better 


active in most markets during the past week. 


66 ( active:in m hardware lines have been very 


Wholesale demands for items suitable as gifts 


have been particularly good this year. 


The trade free- 


ly predicts a good healthy selling period. 
Winter merchanise, such as furnace goods and snow 
removing equipment is receiving considerable atten- 


tion in most markets. 


Due to the high price and 


scarcity of coal the sale of oil heaters and electric 
heaters have been extremely heavy, and dealers in va- 
rious sections are complaining that stocks are inade- 


quate for their needs. 


Collections are improving generally, though here and 
there is a complaint of slow pay in some of the West- 


ern markets. 


Winter Merchandise Sales 
Good in Northwest Country | 


Trade in the Northwest tributary to 
the Twin Cities is showing some of 
the influence of the approach of the 
holiday season. Winter merchandise is 
beginning to move out fairly rapidly. 
Skates are selling better each week. 
Demand for late fall and winter hard- 
ware has not yet started, but prospects 
are good for excellent business for the 
rest of the year. Collections are still 
lagging in the larger cities, conditions 
being better in this way in the smaller 
centers of trade; the full effects of the 
crops raised in this section will not be 


felt in the larger business centers until | 


next spring. 


The general opinion is that the en- | 


tire Northwest will develop greatly 
during the coming year, and that busi- 
ness for the rest of this year will be 
very satisfactory. 


Christmas Merchandise 
Active in N. Y. Market 


Christmas hardware lines are the 
most active in the New York hardware 
market at this time. Carpet sweepers, 
cutlery, electrical appliances, sleds, ice 
skates, Pyrex and kindred items suita- 
ble as gifts are moving in good quanti- 
ties. Staple lines and seasonal goods 
are also selling steadily. Prices are 


very firm and collections appear to be | 


improving. 





Pittsburgh Sales [Improving 
Prices Are Steady 
Steady improvement is reported in 


hardware business in the Pittsburgh 
area. Jobbers find their mail orders 


ecaae steadily in volume, and there 
is added cause for satisfaction in the 
fact that collections are improving, de- 

noting better employment and greater 


ity to pay. 
day lines yet has developed in this dis- 
trict, but in recent years it has been 
the practice of distributors to wait un- 
til the retail holiday buying was ac- 
tually at hand before they stocked very 
heavily, and there is no sign of a de- 
parture this year from that policy, 
The seasonal lines are doing very well. 
The price situation is one of firmness, 


particularly of those articles affected | 


in value by the steel market. 


/ 





Chicago Prices Advancing 
General Conditions 
Improving 


While prices of corn are falling be- 
low earlier expectations, conditions 
generally continue to improve and any 
|feeling to the contrary is wholly local 
in character rather than general. 

Prices continue to advance, this week 
showing additional increases in steel 
sheets and glass, while jobbers have 
also raised prices on all items of gal- 


'vanized ware and on white lead. 





Sales Volume Satisfactory 
Say Cincinnati Jobbers 
Cincinnati jobbers declare that they 


are well satisfied with the volume of | 
compared with $4,479.307.000 for all 


business they are booking. Sales are 
well distributed among fall and spring 
merchandise, as well as among staple 
goods. Orders received in the early 
part of November were on a par with 
mane during the same period in Octo- 
er. 








A pleasing development has been the 
number of orders for spring items. Re- 
tailers evidently exvect a good business 
next year and are, therefore, placing 
sizable orders for shipment up to May 
1. Fall goods have moved well, espe- 
cially roller skates and weatherstrip- 
ping. Prices are steady, but several 
changes are anticipated shortly. 

Retailers are calling for holiday 
goods and are eager to get merchan- 
dise boxed especially for the Christmas 
trade. Indications point to big holiday 
sales. 





Sash Cord Lower 
in Boston Market 


Sash cord has been reduced 2c. a 
pound in the Boston market. On the 
other hand, sheet lead is lc. a pound 
higher and sheet zinc 25c. per 100 Ib. 
higher, while window glass costs, as 
was indicated a week ago, a little more 
—about 4 per cent on the average. All 
colors of wood dyes sell at uniform 
prices, whereas heretofore different 
colors cost different prices. Otherwise 
price changes of no real importance 
have been announced by the wholesale 
trade. 





Biggest October Build- 


buying power, as well as greater abil- | 


Not much business in holi- | 


ing on Record 
Entire 1924 Building Total Ex- 
ceeded in Ten Months of 
This Year 
Last month had the largest October 


construction volume on record, accord- 











ing to F. W. Dodge Corporation. Build- 
ing and engineering contracts awarded 
during the month in the 36 Eastern 
States (which include about % of the 
total construction volume of the coun- 
try) amounted to $519,528,200. This 
was 27 per cent greater than the vol- 
ume of the previous October. However, 
there was a 5 per cent decline from 
September, which is unusual, as Octo- 
ber customarily has a somewhat larger 
building total than September. 

The month’s record included the fol- 
lowing important items: $262,725,500, 
or 51 per cent of all construction, for 
residential buildings; $66,006,500, or 13 
per cent, for public works and utilities; 
$63.316,100, or 12 per cent, for indus- 
trial buildings; $55,912,100, or 11 per 
cent, for commercial buildings; and 
$28,192,000, or 5 per cent, for educa- 
tional buildings. 

The entire construction volume of 
last year, which was the record year to 
date, has already been exceeded in the 
first ten months of this year. Con- 


_ struction started during the past ten 


months has amounted to $4.846,266,900, 


of last year and with $3.772.593,500 
for the first ten months of last year. 
The increase over the 1924 total has 
been 8 per cent; over the total for the 
first ten months of last year, 28 per 
cent. 
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A new profit for 


Hardware Merchants 


HE PROFIT that you make on IDEAL Vecto 

Heater is almost all “velvet,” for there is no 
installation except connection of the smokehood. 

Vecto warms small homes, shops, stores, pri- 
vate garages, oil-filling stations and other small 
buildings up to eight thousand cubic feet of room 
space. 

All around you are prospects who have had to 


depend upon old-fashioned heating methods. And 
every one of these can afford Vecto because its 
cost is low and through our financing plan you 
can sell for $10 down, the balance in easy in- 
stallments. 


Order a sample Vecto from your jobber or our 


nearest branch office, put it on display and get 
your share of this new profit. 


Baws WY 


the new heat distributor 


end 
. ep ener nen 


_ 





A new market—a new 
profit for merchants 





Requires no installation 
except connection of 
the smokehood 





Warms 3 to 5 rooms 








—up to 8,000 cubic feet 
of space 





—on fuel used in one 
stove 








Easy regulation 
















: 
Portable 








Tenants can buy it 





Beautiful — porcelain 
grey enamel jacket 





One single casting— 
great strength 





Low priced; $99 to 
owner 
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Can be sold on easy 
payments 





AMERICAN RADIATOR COMPANY 





Dept.. V29, 1807 Elmwood Avenue, Buffalo, N.Y. 





Sales Offices in all principal cities 


(DEAL BOILERS AND AMERICAN RADIATORS FOR EVERY HEATING NEED 
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Satisfactory Sales Volume in Cincinnati— 
Active Interest in Spring Lines 


(Cincinnati office of HARDWARE AGE) 


ket and jobbers are well satisfied with the volume of busi- 


PROSPEROUS condition prevails in the local hardware mar- 


ness they are booking. Sales are well distributed among fall 


and spring merchandise as well as among staple goods. 


Total 


orders received during the first part of November were about on a 
par with those during the same period in October. 

One of the most pleasing developments of the past two weeks 
has been the number of orders for spring items placed by the re- 


tail trade. 


Retailers are relying upon good business during the 


coming year and their estimates of their needs, measured by the 


size of their orders, are liberal. 


Particularly gratifying to the 


jobbers is the large amount of rope that has been contracted for 


for delivery prior to May 1. 


Fall goods have moved in generous quantities throughout the 
past month. While most retailers are well taken care of as far as 


immediate wants are concerned, 
fill-in orders filtering in to local jobbers. 


there is a surprising number of 
Sales of roller skates 


and weather-stripping have been sufficiently large to attract more 


than ordinary attention. 


Staple lines are being disposed of at a fairly good rate. 


Prices 


in general have been steady with several changes recorded in eaves 


trough and conductor pipe and in paint products. 


It is believed 


that there will be new prices announced shortly on galvanized ware 


and in screws. 


Retailers are beginning to call for holiday goods and are ex- 
pressing a decided preference for merchandise boxed specially for 


the Christmas trade. 


Indications point to one of the biggest holi- 


day sales in the history of the hardware industry locally. Little 
unemployment exists and people are spending money more freely 


than at any time in several years. 
Collections are fair, although jobbers feel that they will improve 


materially in the next few weeks. 


AUTOMOBILE ACCESSORIES.— 
Comparatively cold weather has stim- 
ulated the demand for seasonal prod- 
ucts and jobbers report an active trade 
in alcohol, chains and radiator covers. 
The retailers in this territory are al- 
ready calling for accessories packed in 
holiday boxes and predictions have 
been made that the Christmas business 
will be the largest in years. Increased 
prices of tires and tubes, together with 
unfavorable weather for driving, have 
cut down the sales of these products. 
Quotations are firm with no changes 
recorded. 


We quote 
stocks: 

Alcoho!l.—63c. gal in. 50 gal. drums; 
charge of $6 for drum, which money 
will be refunded upon return of the 
drum in good condition. 

Tires.—30 x 3 Beaver Deg yy. $7: 
30x 3% Beaver cord, $11.5 - 30x 3% 
Badger cord, $15; 30 x 3% ‘Commer- 
cial cord, $17.75. 

Tubes.—30 x 3% 
tubes, $2.25. 

Chains.- McKay tire 
30 per cent off list; 
35 per cent off list; in lots of 
40 per cent off list, 30 x 
314, vi 31 x 4, ae 4 33 x 4, $5.7 t 
. $6.7 >; 30 $6.75: 33 x. 5, 
$7.5 iy hewn Salton tire chains, 
29 x "546, $5: 29 x 495, $5.50; 30 x 577, 
$7; 32 x 577, $7.50; 35 x 660, $10. 


from Cincinnati jobbers’ 


standard egrey 
chains, 1 to 9 
pairs, 10 to 49 
pairs, 
50 pairs, 





Radiator Covers.—Ford radiator 
and engine covers: for 1924 and 1924 
models, $2.25 each; for 1926 models, 
$2.35 each: radiator covers only: for 
1924 and 1925 models, $1; for 1926 
models, $1.05 each. 


AXES.—Jobbers state that they have 
had a fairly good season, although re- 
| tailers have been content to buy in 
small lots. The rural trade has been 











_active and has made up to some extent | 


_for the dullness of the city business. 
Prices are unchanged. 


We quote from Cincinnati jobbers’ 
stocks: Dreadnaught single bit base 
weight handle axe, $19.65; Dread- 
naught single bit base weight un- 
handled axe, $14.85; double bit base 
weight handle axe, $24.75; double bit 
base weight unhandled axe, $20. 


BOLTS AND NUTS.—From a price 
standpoint bolts and nuts are regarded 
as weak items in this market. Severe 
competition between various jobbers 





has reduced the margin of profit to a 
‘minimum. While quotations vary con- 
siderably, the following prices repre- 
sent the average here. 


We quote from Cincinnati jobbers’ 
large, 50 and 


| stocks: Machine bolts, 
10 off: small, 50, 10 and 10 off : car- 
riage bolts, large, 50 off; small, 50 


and 10 off; stove bolts, 15 off ; semi- 


Reading matter continued on page 70 





finished nuts, *-in. and smaller, 75 
off; larger sizes, 65 off. 
BUILDERS’ HARDWARE.—Unfavor- 
able weather has been a large factor in 
curtailing activities in builders’ hard- 
ware. Despite the falling off in sales 
the total business done this year has 
been highly satisfactory. Jobbers es- 
timate that they have another four 
weeks of work ahead of them be- 
fore the season closes. Prices are firm.. 


We quote from Cincinnati jobbers’ 
stocks: 

Hinges.—Heavy, 60, 10 and 10 off: 
light, 60, 10 and 10 off; extra heavy 


T, 60, 10, 10 and 5 off. 
Hasps.—Common hinges, 70 off; 
safety hasps, 3-in., 95c., single per 
doz.; 4%-in., $1.25; 6-in., $1.75. 
Butts.—Steel, dull brass and an- 
tique copper, —_. +t 3% x 3%, 
20c. per pair net; 28c. In less 
than case lots, 3% * *3 1. 22c.; 4 = 4, 


30c. 
EAVES TROUGH AND CONDUCTOR 
PIPE.—Sales have been brisk during 
the past month and trade is being well 
sustained at the present time. Jobbers 
have reduced their price on 28-gage 
3-in. corrugated conductor elbows for 
the purpose of stimulating demand for 
this item. Prices in general are strong. 


We quote from Cincinnati jobbers’ 
stocks: 28- “gage, 5-in., eaves trough, 
$6 per 100 ft.; 28-gage, 3-in. corru- 
gated conductor pipe, $5.75 per 100 
ft.; 3-in. corrugated conductor el- 
bows, $1.94 per doz.; 29-gage, 3-in. 
corrugated conductor elbows, $1.51 
per doz. 


FILES.—A steady volume of small or- 
ders is being placed by retailers. Stocks 
are adequate to care for immediate 
trade. Quotations are the same. 


We quote from Cincinnati jobbers’ 
40, 10 


stocks: Black diamond files, 
and 10 off list; Keystone files, 70, 10 
and 5 off list. 


GALVANIZED WARE.—It is. ex- 
pected that jobbers will increase their 
quotations within the next month due 
to the advance in prices of manufac- 
turers. Sales in the aggregate are 
most satisfactory and retailers are be- 
ginning to order stock for the holiday 
trade. - 
We quote from Cincinnati jobbers’ 
stocks: 


Galvanized Pails.—1(-qt., 
doz.; 12-qt., $2.45 
$2.75 per doz. ; 
galvanized tubs, No. ‘1, $6.40 per doz. 


GARDEN HOSE.—Local jobbers have 
set their prices on garden hose for 


$2.25 per 


spring and the list has been sent out to 


the retail trade. A brisk trade is an- 


ticipated. 





We quote from Cincinnati jobbers’ 
stocks: 


Rubber WHose.—5-ply, ™%-in., 8c. 
per ft. in 50-ft. lengths; 6-ply, ™%-in., 
10c. per ft. in 50-ft. lengths; 7-ply, 
%-in., 12c. per ft. in 50-ft. lengths; 
double braid in %-in., 500-ft. coils, 
10c. per ft. 

GARDEN TOOLS. — Jobbers have 


started soliciting business on garden 
tools. Manufacturers recently made 
public their prices, thus enabling job- 
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Enamels 








on a fender! 

If you are skeptical about your 
ability to paint your car with Effecto 
Auto Enamel, just touch up some of 
those rusty spots on a fender. Then 
you ll begin to realize the possibik 
ties in one or two coats of E 
the original automobile enamel. 

A few dollars’ worth of Effe 
several hours of interesting wor 
twenty-four hours for drying 
make your old car look like n 
Effecto is free flowing and self-le 
ing. It dries without runs, laps 
brush marks. 

» Effecto is not a paint, wax 
polish; it is made in eight populz 
enamel colors, Finishing (clear var! 
nish) and Top & Seat Dressing: 
Sold by paint and hardware dealers. 
Free Quarter Pint Can of Black Effecto Enamel 


Send a dime to cover packing and mailing cost and we 
will send you a quarter pint of Black Effecto Enamel 
which you can try out on a fender or wheel. 

Free Effecto Color Card and Names of Local 


Dealers Sent on Request 
If you wish a professional finishing job, your auto- 
mobile painter can secure the very best results with one 
of the several Pratt & Lambert automobile finishes. 
Pratt & LamBERT-INc. 
11° Tonawanda St., Buffalo, N. Y. 
In Canada, 2 Courtwright Street 
Bridgeburg, Ontario 


PRATT & LAMBERT 
VARNISH PRODUCTS 


< surface and 
% Save gave all atin 
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These two single col- 
umn advertisements 
are from a series ap- 
pearing this Fall in 
The Saturday Evening 
Post, American Maga- 
zine, Country Gentle- 
man and MacLean’s 


(Canada). 
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ASS" Eas 


‘If my boy can do 
that with Effecto, 
I can paint my car!”’ 


Why not try it yourself? The 
next time you look at your car and 
decide something must be done about 
that seedy looking finish, just dip 
your brush in Effecto Auto Enamel 
and flow on one or two Coats. 

You’ ll be agreeably surprised to 
nd how easily and smoothly Effecto 
oes on without runs, laps or brush 
arks. Free flowing and self-level- 
y, it dries in twenty-four hours 
d leaves a tough lustrous finish. 


ffecto is not a paint, wax or 
sh, but the original automobile 
vel that will wear longer than the 

™ton most newcars. Sold ineight 
live enamel colors, Finishing (clear 
varnish) and Top & Seat Dressing, 
by paint and hardware dealers. 
Free Quarter Pint Can Black Effecto Enamel 

Send a dime to cover packing and mailing cost and we 

will send you a quarter pint of Black Effecto Enamel 
which you can try out on a fender or wheel. 

Free Effecto Color Card and Names of 

Local Dealers Sent on Request 
If you wish a professional finishing job, your auto- 
mobile painter can secure the very best results with one 
of the several Pratt & Lambert automobile finishes. 
Pratr & LAMBERT-INC. 
114 Tonawanda St., Buffalo, N. Y. 
In Canada, 2? ) Courtwright Street 

Bridgeburg, Ontario 


PRATT & LAMBERT 
VARNISH PRODUCTS 


the surface and 
Sou save all _* 
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bers to offer new quotations to the re- 
tail trade. 


We quote from Cincinnati jobbers’ 


stocks: 

Forks.—035% lowa hay forks, 
$12.25 doz.; 044% Iowa manure 
forks, $15.60 doz.; OHW Iowa spad- 
ing forks, $19.80 doz. 

Rakes.—14SM rakes, $5.64 doz.; 


No. 314 Peerless rakes, $9.84 doz. 
GAME TRAPS.—Retailers are order- 
ing considerable quantities of game 
traps and indications point to a healthy 
demand throughout the hunting season. 


We quote from Cincinnati jobbers’ 
stocks: 

Victor Game Traps.—No. 0, $1.10 
“ery No. 1, $1.38 each; No. 1%, 
2.44, 


GLASS.—Retailers have evidenced a 











| 
| 


fairly steady demand for glass during | 


the past two weeks. No change has 


occurred in prices. 


We quote from Cincinnati jobbers’ 
stocks: Single strength A and B, first 
three brackets, 87 per cent discount; 
double strength A, 87 per cent dis- 
count; double strength B, 88 per cent 
discount. 


-HAMMERS AND HATCHETS.—Busi- | 


ness has held up well and retailers are 
ordering a moderate amount of stock. 
Quotations are the same. 


We quote from Cincinnati jobbers’ 
stocks: Hatchets, No. 2 $11. 20 
doz., hammers, No. 81, $10.50 doz. 
Boy Scout, $11 doz. 

ICE SKATES.—Little activity has 


stirred the local market. Several local 
ice skating rinks have created some in- 
terest, but sales have been dull. Prices 
are the same. 


We quote from Cincinnati jobbers’ 
stocks 

Ice skates, 84c.;  nickel-plated, 
$1.25; nickel-plated hardened runner, 
$2.20; lady’s ice skates, $1.15; hockey 


ice skates, $1.10. 


LAMPS.—Sales 


throughout the fall | 


season have measured up to a high | 


level. Prices are steady. 

We quote from Cincinnati jobbers’ 
stocks: 

Ye? a 9 ones, C317, 
$7.40; $6.2 C318, $7; C324, 
ri oe ‘ “Vite janterns, 327, $5.25; 

6 





LAWN SPRINKLERS.—Prices for the 


spring trade have appeared. 

We quote from Cincinnati jobbers’ 
stocks: Fountain ring sprinklers, $6 
doz.; Rain King sprinkler, $28.20 doz. 

MOPS.—tTrade continues at a_ lively 
rate and prices have not changed. 


We quote from Cincinnati jobbers’ 
stocks: O’Cedar line with handles, 
No. 3, $14; No. 4, $10; No. 5, $10; 
No. 10, $14. 


NAILS.—Price difficulties experienced 
by jobbers in the Louisville market 
have been adjusted and sales in this 
territory are now being made at a min- | 
imum of $2.95 per keg. 


We quote from Cincinnati jobbers’ 
stocks: Common wire nails, $2.95 per 
keg; cement coated nails, $2.40 per 
keg. 

OIL STOVES, OVENS AND WATER 
HEATERS.—The price on next spring’s 


merchandise is unchanged from that of 


1925. Small sales are beginning to 
filter in. 
These are list prices. Dealer’s dis- 


counts are noted after each group. 


Oil Cook Stoves 


PERFECTION— 
a, Ve 2 icc eoncececbddu $17.50 
a Va, oe a . Loco csncbed 22.50 
a, oe oe... en ewes eee 28.50 
See Ae hs 6 6.055 0000d04000 39.50 


Perfection dealer’s discount, 30 and 
5 per cent on lots of 10 or more; on 
less than 10, 30 per cent. 


| 
| 
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sey _( improved Model)— 


DD, Se ee I, ccacceesceeeed $17.50 
_ SB BS DUPROTB..ccccccccsccss See 
ee, Fee nn nk 6600s eens 28.50 

Puritan discounts same as Perfec- 
tion. 

NESCO— 
ee Eee $9.50 
Sa; Eee ae ER 6 cn co veseces 17.35 
a, ee a PE wc eviesceenees 22.00 
EO. Bee | WUUGEE. «oc ccccccceses 28.00 
ee 39.50 
No. 1102 high shelf only........ 5.25 
No. 1103 high shelf only........ 6.50 
No. 1104 high shelf only........ 8.00 
No. 1105 high shelf only........ 9.75 
Nesco dealer’s discount, 30 and 5 
per cent. 
Ovens 
ny is 
No. 211 1 burner plain door... .$2.50 
No. 211G 1 burner giass door.... 2.70 
No. 121G 1 burner glass door.... 4.90 
No. 122G 2 burners glass door... 6.00 
NN” IE ai hit A inal aie ds ada ee ek ok 6.15 

Dealer’s discount, on 10 or more, 
30 and 5 per cent; less than 10, 30 
per cent. 

PURITAN— 
No. 42G 2 burners glass door...$5.50 

Dealer’s discount, 10 or more, 30 
and 5 per cent; less than 10, 30 per 
cent. 

NESCO— 
No. 05 1 burner solid door..... $2.10 
No. 5 1 burner glass door..... 2.25 
No. 010 1 burner solid door..... 4.15 
No. 101 burner glass door..... 4.40 
No. 020 2 burners solid door.... 5.15 
No. 20 2 burners glass door.... 5.40 
No. 030 2 burners solid door.... 5.40 
No. 30 2 burners g'ass door.... 5.74 

Dealer’s discount, 30 and 5. per 
cent. 

Water Heaters 
Re ee ee nee $45.00 
Perfection No. 412 ............ 40.0n 
Perfection No. 421 ............ 80.00 

Nesco discount, 30 and 5 per cent: 
Perfection discount, 30 and 5 per 


cent in lots of 10 or more: less than 


1? 30 per cent. 


Wicks, Etc. 


Rockweave wicks, 25c. each. 

Perefection and Puritan, $4 per doz. 
and $48 per gross. 

Discount same as on 
stoves, ovens and heaters. 


PAINT.—The cold rainy weather has 
not been conducive to much activity in 
paints. Linseed oil has declined 3c.., 
while turpentine has also decreased 
slightly in price. 

We quote from Cincinnati jobbers’ ’ 


oil cook 


stocks: Ready mixed house paints, 
$2.75 per gal.; linseed oil, single 
barrels, $1.02 per gal.; turpentine in 
2-barrel lots, $1.13 per gal.; white 
and red lead in 500-lb. kegs, 15%c. 
per Ib. less 10 per cent. 


POULTRY AND WIRE NETTING.— 
| Prices have been announced for the 
spring trade. 


We quote from Cincinnati jobbers’ 
stocks: 12 mesh black wire netting. 
$1.75 per 100 sq. ft.; 12 mesh opal 
wire netting, $2.05 per 100 sq. ft.; 
14 mesh opal wire netting, $2.45 per 
100 sq. ft. ; poultry netting galvanized 
after, 571% off list ; poultry netting 
galvanized before, 57% and 10 off list. 


ROLLER SKATES.—An excellent de- 
mand still animates the local market. 
Prices are unchanged. 

We quote from Cincinnati jobbers’ 


stocks 
Nos. 4 and 5, $1.45: No. 6, $1.55 


RADIO BATTERIES.—Radio has a 
tremendous hold upon the people in 
this section of the country and there 
has been an excellent demand for radio 


batteries. Prices remain the same. 


We quote from Cincinnati jobbers 
stocks: 22% volt B radio battery, 
$1.30 each; 45 volt B radio battery, 
$2.44 each; two cell tubular flashlight 
battery, 19\%4c. each; three cell tubu- 
27%c. each; 


LA 


lar flashlight battery, 
Reading matter continued on page 72 
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small monocells, Yee. each; large 


monocells, 94%c. each. 
ROPE.—Jobbers have been successful 
in booking large orders for spring de- 
livery. The liberal volume of business 
is attributed principally to the fact 
that jobbers are protecting retailers up 
until May 1 at present prices. 

We quote from Cincinnati jobbers’ 
stocks: Best grade Manila 
Ocean brand, 25%c. per Ib.; 


outh brand, 26%c. per I1b.; sisal rope, 
15c. per Ib. 


ROOFING MATERIAL.—Good orders 
have been placed with local jobbers 
who are pleased with the volume of 
business that they have done in the 
past few weeks. Prices are unchanged. 


We quote from Cincinnati jobbers’ 
stocks: 

Roofing Paper.—Light, standard 
$1.05: medium standard, $1.30; heavy 
standard, $1.55; light Holdfast, $1.30; 
medium Holdfast, $1.55; heavy Hold- 
fast, $1.80: red and green slate 
surface, $2.00. 

Roof Coating.—Coal tar, refined. 
in barrel lots, 24c. per gal.; in half 
barrel lots, 27c. per gal.; coal tar, 
crude, in barrel lots, 25c. per gal.; 
in half barrel lots, 28c. per gal. 

Roofing Cement. —In 1-lb. cans. 32 
to the case, 15c. per Ib. net; in 3- Ib. 
cans, 12 to the case, 13c.; in 5-Ib. 
cans, 12 to the case, 1lic.; in 10 Ib. 
cans, 10c.; in 25-lb. cans, 9c. 


SAWS.—Moderate bookings are re- 
ported by jobbers. Quotations are 
steady. 


We quote from Cincinnati jobbers’ 
stocks: Disston D8 line, 20-in., 
$24.40: 22-in., $26.20; 26-in., $29.50; 
Atkins Junior Mechanic, 20-in., 


SCREWS.—It is uncertain’ whether 
jobbers will make a reduction in screws 
in the immediate future. Manufactur- 
ers have lowered their schedules and it 
is believed that jobbers will follow 
Sales are fairly good. 


We quote from Cincinnati jobbers’ 
stocks: 

Flate head bright screws, 80, 20 and 
7%, off list: flat head blue screws, 80, 
10 and 12% off list: flat head brass 
screws, 80, 10 and 5 off list; round 
head blue screws, 80, 10 and 7% off 
list: round head brass screws, 80 and 
5 off list; round head nickel-plated 
screws, 75 and 10 off list. 


SASH WEIGHTS.—No change has 
taken place in prices, which are quoted 
at 1.85c. per Ib. 
SCOOTERS.—Business remains below 
normal and jobbers cannot understand 
why consumers are displaying such 
lessened interest. Prices are firm. 


We quote from Cincinnati jobbers’ 
stocks: 

Gee-Whiz, $2.40. No. 110, $3; No. 
111, $3.20; Scootaway, $2.30. 


TOY AUTOS.—Retailers are ordering 
toy autos for the holiday trade and 
jobbers believe that they will do a lib- 
eral volume of business. 


We quote from Cincinnati jobbers’ 


stocks 
No. 110, $4.80 each; No. 112, 20 


each; No. 117, $8.25; No. 119, 
WEATHER STRIPPING.—Seles have 
been considerably above those of 1924 
and there is still a farily good call for 
this product. Prices are firm. 


We quote from Cincinnati jobbers’ 
stocks 

Wood and rubber weather strip- 
No. 1, $14.50 per > sag ft.; No. 
$20.50 per 1000 ft.; No. $29 per 
1000 ft.; No. 7, $35 per 1000" ft. 

Wood and felt weather stripping, 
No. 71, $17.50 per 1000 ft.; No. 71%, 
pes 4.50 per 1000 ft.; No. 75, $42 per 


tt rubber weather stripping, No. 
9, $2.10 per 100 ft.;: No. 10, $2.85 per 
100 ft.; No. 11, $3. 50 per 100 ft. 
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ANNE 


HOME HEATER 


A Tremendous Success! 


—™ . 66 7 9? 
Every dealer is “repeating’’. Many 
have already re-ordered from three 
° ° a ay 
to six times... . And Winter not 
even herel 
6 EVER saw a specialty ‘take’ so quickly 
—the women go wild over the beauty 
of the Queen Anne. MHusbands are 
equally enthusiastic when they see the wonder- 
ful heating plant inside its period cabinet. 
Rush enclosed order,” typically sums up the 
daily story from the trade. 
That the Queen Anne would “go over big” was freely 
predicted by innumerable merchants, months ago. Out- 
side: an exact reproduction in metal of a beautiful Queen 
Anne period cabinet—-grained and finished in brown ma- 
hogany effect—to charm the eye and grace the finest sur- 
roundings. Inside: a compact, sturdily built, genuine 
warm air furnace—not just a converted stove. With air 
drawn in at bottom of cabinet on all four sides—instead 
of but three—to circulate one-fourth more warmth! And 
many other unique features. 
At a price which easily meets the better grade of com- 
petition. With a powerful Selling Plan, complete to the 
last dot, to back up the dealer and bring him an abun- 
dance of prospects. How could success be avoided? 
That the combination actually is rolling up large profits 
for those who saw the possibilities, is now a matter of 
record everywhere. ‘There is ample time for you to test 
the quick saleability of this wonderful specialty in your 
community. 
Order one Queen Anne—place it in your window. If 
it isn’t sold within twenty-four hours, we'll take it back! 
Or wire collect for the exclusive agency proposition. You 
will be under no obligation to accept it, but ten to one 
you zeull, 











“Quality since ’63” 
ANCHOR STOVE & RANGE Company, New Albany, Indiana 
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Look for Excellent Business in Northwest— 
Satisfactory Movement of Spring Lines 


(Minneapolis office of HARDWARE AGB) 


tory served by the Twin Cities, but the prospects for an excel- 


| ros business has not yet swung into full stride in the terri- 


lent season are still good. 


Inquiry among the dealers reveals 


the fact that, while they state “‘business is not all it should be,” it 


is even with and in most instances ahead of last year’s totals. 


The 


fact is that business in general is better by a good margin than last 


year. 


We have come to want business in excess of what conditions 


warrant, and the present volume in some cases looks small in com- 


parison. 


Building permit totals, bank clearings, savings volumes, 


and other signs show clearly that conditions are much improved 


over last year. 


Seasonal merchandise is selling at a fair pace, although not with 
the unusual spurt taken a week ago when the cold spell descended 


upon the Northwest. 
freely for immediate needs. 
greater warmth were rushed, 
for storm sash, for example. 
Collections are fairly good, 
age by a good margin. This 
smaller cities, 


Then winter supplies and merchandise sold 
Preparations for closing homes for 
and glass and putty were sold rapidly 


being ahead of the last year percent- 
still applies to the rural districts and 
more than to the larger cities and trade centers. 


Complaints are heard about the condition of collections in the latter 


localities ; 
centers. 


ASH SIFTERS.—Sales are fair for 
this early in the season. Stocks are 
well filled and prices steady. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Wood square ash 
sifters at $2; metallic rounds, $4.25; 
and wood barrel at $6 per doz., net. 


and 


AXES.—Call for axes is steady 

normal. Prices have not changed. 
We quote from jobbers’ stocks, 
fo.b. Twin Cities: Single bit base 


weight axes at $14.50, and double bit 
base weight axes at $19.50 per dozen, 
net. 
BALE TIES.—Demand is normal, with 
stocks ample for the present call. 
Prices have not changed. 

We from jobbers’ stocks, 
f.o.b. Twin Cities: Single loop bale 
ties, 9% x 14, $1.50; 9% x 15, $1.36; 
9% x 14, $1.53. 

BOLPS.—Trade is taking the _ usual 
amount for this time of the year, and 
stocks are well assorted, but are being 


quote 


graded down for inventory. Prices 
show no changes. 
We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Carriage bolts at 


45 per cent; machine bolts at 50 per 
cent; stove bolts at 75 per cent, and 
lag screws at 55 per cent from lists. 


BRADS.—Call for brads is still very 
good, as building is being pushed 
toward completion for the end of the 
year. Prices show no changes. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Wire brads in 25 
lb. boxes at 75 per cent from list. 

BUILDERS’ 
work is progressing rapidly toward the 
completion of the year’s program. The 


and business in general is less aggressive in the larger 





HARDWARE.— Building | 


are fine for the next season. Home 
building has shown a greater advance 
than business and apartment work, al- 
though some very satisfactory work 
has been and still is being done in 
business property. 


COAL HODS.—Sales are _ showing 
some increase in this line, with stocks 
well filled for the trade this fall. Prices 
have not changed. 


We quote from jobbers’ stocks, ' 
f.o.b. Twin Cities: Japanned open 17 
in. coal hods at $3. 60; 18 in. at $4.15; 
japanned funnel hods, 17 in., $4.50: 











18 in., $5.15; galvanized open, 17 in., 
$5; 18 in., $5 .50; galvanized funnel, 
$6.45, and 18 in., $7 per dozen, 


17 i 
a.” : 
DAMPERS.— Call is normal, with 
ample stocks on hand. Prices have not 





changed. 


We quote from 
f.o.b. Twin Cities: ast iron, wood 
handle dampers, 6 in., $1.40, and cast 
iron, coil handle, 6 in., $1.20 per doz., 
net. 


EAVES TROUGH, CONDUCTOR 
PIPE AND ELBOWS.—Return of sea- 
sonal weather has enabled the contrac- 
tors in this line to accomplish more 
sales, and trade shows a slight im- 


obbers’ stocks, 











ee 


season has piled up totals which indi- | 


cate good conditions in this section of 
the country as a whole, and prospects 


| provement. 
_down for the end of the year. 


Stocks are being graded 
Prices 


have not changed. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Slip joint, 28 ga., 
5 in. single bead eaves trough at 
per 100 ft.; 29 ga., $5.50 per 
.; 28 ga., 3 in. conductor pipe at 
$5.40 per 100 ft.; 3 in., elbows, $1.73 
per dozen, net. 


FIELD FENCE.—Sales are fair, with 


stocks well filled. Prices are steady as 


last quoted. 


Reading matter continued on page 74 





We quote from jobbers’ stocks, 
f.o.b. Twin Cities: 26 in. 10 ga. top 
and bottom 13 ga. intermediate type 
of fence at $30.04 sae roll with other 
sizes and weights proportion. 

FILES.—Demand is normal, shops, 
factories and garages taking their 
usual amount for this season of the 
year. There is a call for files for larger 
wood saws in some parts of the terri- 
tory. Prices show no changes. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Best grade files 
at 50 per cent, and second grade files 
at 60 per cent from list. 


GALVANIZED WARE.—The trade is 
fairly good in this line, demand being 
good for garbage and ash cans and 
tubs. Stocks are being kept filled to 
care for the trade, at the same time 
being scanned with an eye toward the 
coming inventory time. Prices show 
no further changes from those noted in 
the last report. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Standard No. 1 
galvanized tubs at $7.50; No. 2, $8.25; 
No. 3, $9.45; easy tubs, No. 1, 
$12.60: No. 2, 3, $15.00; 
standard 10- -qt. $2.70; 12-qt. 
$3.05: 14-qt., $3.40; ~ ails, 16-qt., 
$5, and 18- -at., $5. 50 per dozen, net. 


GLASS AND PUTTY.—Demand still 
is very good in these items, prepara- 
tions for cold weather going forward 


rapidly. Stocks are being drawn on 
heavily, but are well filled. Prices 
show no changes. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Minn. prices, 
single strength glass, 83 per cent; 
double strength, 85 per cent, an 


strictly pure putty in 50-lb. drums 
at $4.85 cwt., net. 


HAMMERS AND HATCHETS.—Sales 
are still fair in small tools, home own- 
ers buying for repair work and me- 
chanics still purchasing for their work. 
Stocks are well assorted and prices 


steady. 
We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Maydole, No. \, 
carpenters’ hammers at $12.60; 


Plumb No. HFS81, $10.50; Plumb No. 
2 broad hatchets, $14.45; ‘No. 2 wats - 
ling, $11.20, and No. 2, claw, $12. 
per dozen, net. 
LANTERNS.—tThis is the season of 
the year when lanterns sell freely. 


Stocks are well filled and prices firm. 





We quote from jobbers’ ~~ 
f.o.b. Twin Cities: Long or _ short 
globe tubular lanterns, $13 per dozen 


net. 
NAILS.—Demand is good, with stocks 
kept in fair condition for the call. 
Prices have not changed. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Standard wire 
nails at $3.25 keg, base, and cement 
coated wire nails at $2.40 keg, base. 


OIL HEATERS.—Sales are going along 
very freely, the demand being kept up 
by the uncertain temperature of this 
time of year. Stocks are well filled, 
and prices steady. 


We quote from _jobbers’ stocks, 
f.o.b. Twin Cities: . 12 oil heaters, 
japanned polished steel, $3.66 each, 
and No. nickel polished steel, 
$5.32 each, net. 


° 
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ALL ROADS lead to 
RETAIL HARDWARE STORES 


A steady stream of automobiles passes these stores. 
These motorists are all prospects for WESCO Tire 
Chains, especially on rainy and snowy days. 



















TIRE CHAINS 


WESCO has gone about it right—standardized the 

sizes for both balloon and standard tires. It is no 
PACKING longer necessary for dealers to carry so many sizes 
These chains are packed and tie up so much capital. 


in heavy, full telescope, 
fibre cartons, two dozen 








—— ee Our New Merchandising Plan enables you to carry 

Packed cases, weigh ap- a Complete Assortment of 24 pairs of WESCO Tire 
t i . - . . . 

jobbers “appreciate this Chains at an initial investment of less than $100.00 

lightness in handling . to the dealer. This plan is proving a practical trade 


and reshipping. 





winner. ' 











Dealers now selling tire chains can fill their stocks 
with this convenient Package merchandise. 





And WESCO’S method of packing tire chains in 
strong, attractively labeled cartons, helps materially 
in the sale. 







Write for particulars. 


Western Chain Company 





Chicago, U. S. A. 









Push automotive goods 
for holiday gifts. 
WESCO Special 
Christmas Package 
now available 
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OIL STOVES, OVENS AND WATER 
HEATERS.—There is a constant de- 
mand for articles of this description; 
people are realizing the convenience 





Sales are good, with stocks well filled. 
Prices show no changes. 





Prices to retailers f.o.b. Twin 
Cities: 
Oil Cook Stoves 
PERFECTION— 
oe, Be @ QUINN. coccecctceavee $17.50 
oe: oa ae CP. . nccecccedesoe EL 
No. 74 4 Rs eee 28.50 
No. 75 5 burners.. . 89.50 
l’erfection dealer's dise count. 30 and 
>» per cent on lots of 10 or more; on 
less than 10, 30 per cent 
PURITAN (improved Model)— 
No. 42 2 burners..... $17.50 
NO. 48 3 BDUrmers.....ccccces . 22.00 
No. 44 4 burners.. a i ce ee es 28.500 
Puritan discounts same as VDerfec- 
tion 
NESCO— 
No. 211 1 burner... lice Ge $9.50 
No. 212 2 burners... re -- 17.35 
No 213 3 burners..... ; eer -- > 00 
No FC Ep oe eae 28.00 
No cam BOER... csceccececes Ge 
No. 1102 high shelf only........ 5.25 
No. 1103 high shelf only........ 6.50 
No. 1104 high shelf only........ 8 00 
Nw. 1105 high shelf only........ 9.75 
Neseo dealer's discount, 30 and 5 
per cent. 
Ovens 
PERFECTION— 
No. 211 1 burner plain door... .$2.50 
No. 211G 1 burner glass door.... 2.75 
No. 121G 1 burner glass door.... 4.90 
No. 122G 2 burners glass door... 6.00 
No. 142G  <elueiedeateubh owes 6.15 
Dealer's discount, on 10 or more, 
20 and 5 per cent; less than 10, 30 
per cent 
No. 42G 2 burners glass door.. .$5.50 
Dealer's discount, 10 or more, 30 


and 5 per cent; less than 19, 30 per 
cent 
NESCO— 
No. 05 1 burner solid door.....$2.10 
No. 5 1 burner glass door. . 2.20 
No. 010 1 burner solid door..... 4.15 
No 10 1 burner glass door..... 4.40) 
No. 020 2 burners solid door.... 5.15 
No. 20 2 burners glass door. 5.40 
No. 030 2 burners solid door 5.40 
No. 30 2 burners glass door.... 5.70 
Dealer’s discount, 39°90 and 95) per 
cent 
Water Heaters 
OE OO Oe re re er Te $45.00 
Perfection No. 412 1.00 
Perfection NO. 42) ..cccccccc0es $0.00 
Nesco discount, 30 and 5 per cent: 
Verfection discount, 30 and 5 per 





cent in lots of 10 or more: less than 
10, 30 per cent 
Wicks, Etc. 

tockWweave wicks, 25c. each 

Verfection and Puritan, $4 per doz. 
and $48 per gross. 

Discounts same as on oil cook 
stoves, ovens and heaters 

PAINTS AND WHITE LEAD.—Sales 


are still very good, 
still being in progress. Indoor work 
has started to some extent, and prom- 
ises to be excellent. Stocks are ample 
for the call. Prices have not changed. 
We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Best grade house 
paints at $2.80 per gallon in 1 gallon 
cans, and white lead in 100-lb. kegs 
at $13.83 per cwt., net. 
PAPER.—Demand is still fair, 
ample stocks on hand for present needs. 
Building operations are still in prog- 
ress, and this is taking a fair quantity 


of building paper. Prices show no 
changes. 
We quote from jobbers’ stocks. 
f.o.b. Twin Cities: Red rosin build- 


ing paper in 20, 25 and 30 Ib. rolls 
at $8.25 cwt., and tarred felt at $3.35 
cwt., net. 


HARDWARE AGE 


PYREX OVEN WARE.—With the hol- 
iday trade in the near future, dealers 


are ready for the increased demand. 
Stocks are well filled and prices steady. 
and benefits to be derived from them. | 


| 
| 


stocks in good condition. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: No. 113 casse- 
roles at $1.17; No. 197 casseroles, 
$1.17: No. 202 pie plates, 50c. ; oO. 
210 pie plates, 67c.: No. 212 bread 
pans, 60c.- No. 231 utility pans, 67c.; 

oO. 12 tea pots, $1.67: o. 24 tea 
pots, $2, and No. 36 tea ‘pots, $2.33 
each net. 

REGISTERS.—Sales are fair, with 


The heaviest 
“ason is over for this class of 
Prices show no changes. 
stocks, 
regis- 
regis- 


selling s 
goods. 
We 
f.o.b. 
ters at 
ters at 


ROP 


quote from jobbers’ 

Twin Cities: Cast iron 
20 per cent and stee] 
40 per cent from lists. 


‘.—Demand is normal 





sheer 





for this | 


| season of the year, with prices showing | 


no changes. Stocks are being let down 


for the end of the year. | 


We quote from jobbers’ stocks, 
f.o.b. Twin C ities: Best grade manila 
rope at 26%c. Ib. base, and best 
grade sisal rope at 19%c. Ib. base. 


SASH CORD AND WEIGHTS.—There | 


is still a fair demand for these items, 


which is being amplified by the amount 


SCREWS.—Sales are normal, 
| ing 


prices holding steady as last quoted. 


of building being done at_ present. 


down to more steady sales, 


Stocks are in good condition and prices | 


steady. 
We 
f.o.b. 
cord, 
east 
net, 


from jobbers’ stocks, 
Twin Cities: Best grade sash 
78\%4c. Ib.: second grade, 45c.; 
iron sash weights at $2.10 cwt.. 


quote 


call be- 
shops. 
with 


and 


eall, 


fair from. builders 
Stocks are ample for the 











We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Flat head bright 
wood screws, 75-25 per cent; flat 
head japanned, 65-25 per cent: 
round head _ blued, 50-25 per cent: 
flat head brass, 70-25 per cent, and 
round head brass, 70-20 per cent 
from lists. | 


SIDEWALK SCRAPERS.—Sales are 
still small, and will remain so until the | 
necessity arises for scrapers. Stocks | 


are well filled, and prices unchanged. '| 


some outside work | 


with | 
SNOW SHOVELS.—Sales have not yet 


| 





We quote from jobbers’ stocks, 
fob. Twin Cities: Kohler’s  side- 
walk scrapers at $5 per dozen, net. 


SK ATES.—Sales show steady improve- 
ment as the weather turns cooler. In- 
rinks are attracting much atten- 
tion, and starting sales even earlier 
than usual. This form of rink is not 
confined to the larger cities, but is 
proving popular in many of the smaller 
ones. Stocks are well filled with ample 
stocks in reserve with the jobbers. 
Prices have not changed. 


door 


We quote from jobbers’ stocks, 
fo.b. Twin Cities: Sterling half 
hockey shoes and skates, $4 pair; 
North Star aluminum finish’ tube 
skates and _shoes, $7.25 pair: nickel 
finish, $8.25 pair; Nestor Johnson 
Fiver skates and shoes, aluminum 
finish, $5.50 pair, and nickel finish, 


$6.50 pair. 


started in a retail way, but dealers 
have their stocks in readiness for the 
call. Prices show no changes. 


We quote from obbers’ stocks, 
f.o.b. Twin Cities: ood snow shov- 
els, $19: steel blade, straight han- 
dle, $4.50: galvanized steel blade, D 
handle, 15% x 17, $10.80, and 16 x 


STOVE PIPE 





$11.50 per dozen, net. 
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SOLDER.—Demand is fair, with ample 
stocks on hand. Prices have not 
changed. 


We aquote from jobbers’ stocks, 
f.o.b. Twin Cities: Warranted half 
and half solder at 42c. lb., and strict- 


ly half and half solder at 41e. Ib., 
net. 
STEEL SHEETS.—Sales are normal 


for this time of the year, with stocks 
ample for the demand. Prices show a 
slight advance. 


We quote from 
f.o.b. Twin Cities: 
at $4.35 ecwt. and 
sheets at $5.60 cwt., 


STEEL TRAPS.—Sales are still light 
as the season has not yet begun for 
trapping. Stocks are well filled, with 
prices steady. 


We quote 
f.o.b. Twin 
traps, 9c. ; 


jobbers’ stocks, 
Black steel sheets 
galvanized steel 
base, 


from jobbers’ _ stocks, 
Cities: , Triumph No. 
No. e.; 


No. 4, 
29 4c. ; $1 15: - 
20%c.; I 21 5X, 30l%c. each; Victor, 
No. 0, traps at ‘$1.10; No. 1, 38 ; 
No. 1%, 2.44; No. 2, 3.36. Oneida 
a traps, No. 0, $1.59; No. 1, $1.83 
No. , $2.81 per d®zen, net. 


settling 
after the 
first rush to place heaters. Stocks are 
well assorted, with prices unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Crystalized stove 
boards, 28 x 28, $16.95; 30 x 30, 
$19.70; 36 x“ 36, $27.45 per dozen, 
net. 


STOVE BOARDS.—Call is 


AND ELBOWS.—Sales 
are fairly heavy, with stocks well filled 


for the fall trade. Prices have not 

| changed. 
We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Uniform, blued, 
28 ga., 6 in., knocked down stove 
pipe at $14.75 per 100 lengths; com- 
mon iron corrugated elbows, 6. in., 
$1.30, and adjustable charcoal iron, 6 
in. elbows at $2.05 per dozen, net. 

STOVE SHOVELS.—Demand is nor- 


mal, with ample stocks on hand. Prices 
show no changes. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Japanned 14% in. 
stove shovels, 50c.; Jumbo, 21% in., 
$1.55; Jumbo, Jr., 14 in, 5c. per 
dozen, net. 

WIRE.—Sales are fairly good for fence 


wire, with a slowing up of wire for 
construction work. Stocks are well 
filled for this time of year. Prices have 
not changed. 


We uote from ‘ot stocks, 
f.o.b. Twin Cities: Painted cattle wire 
at $3.01 per &0-rod spool; 

hog wire at $3.22 per 80- rod 
galvanized cattle wire at $3.21 
80-rod spool; galvanized hog wire at 
$3.43 per 80-rod spool; smooth black 
wire No. 9, $3.25 ecwt., and galva- 
nized smooth wire No. 9, $3.70 cwt. 








A Thought for Today 


If it is not in stock you can’t 
sell it. 
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most desperat#v, 
‘you a lot of bother, 


She nodded, apparently not | so much in that tutes the afternoon Marny Pendle. 
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way. Y. 
low vo 
Sam looked es 
Surned and came back 


“You go on to bed, Newt,” he suggested. 


“I'll look out for her.” 


Newt was glad enough to withdraw as 
Sam shut the door quietly in his face; but 
hesremained for a little while in the hall, 
trying to hear what it was they said. The 
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as you do, or maybe a little better. I can 
do anything there is to be done.” 
She _ considered this, her eyes falling 


“Just get rid of some of the 
worry and the fret of it.” 
She dial not answer this, and ee 7 


Adis vertised : 
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THE SATURDAY 


murmur of their voices came to him, but 
their low tones defied his curiosity. So he 
presentiv returned to his room, and after a 





iw ri 
rotten ese broke under him, and his right 
leg went through it, so that the flesh was 
Pc ro — — and the knee — — Sam nodded. 
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N immediate and profitable market 
for Duco Polish No. 7 exists in your 
community... 


... Just figure it out for yourself. 


How many Duco-finished cars are owned, £ a thelh 
and are being bought in your town: Qh he 
How many of their owners stop in front epee 
of your store, or come into it? hough a 
4 
Every owner of a Duco-finished car is a thinking 
prospective buyer of Duco Polish No. 7. tae ee 
he bobbing 
And all of them are now learning, through > = 
. a - 7 "t it 
the National Advertising Campaign, that 
Duco Polish No. 7, made by the makers of I've 
Duco, is specifically recommended for use Poti 
on their cars. atively, 
4 4 res 
Wuco Polish No.7 is not merely “another polish” ‘told him. 
as ol . , all Tight . 
—it is a product which is made to order for a “But | 
: one, and 
great made-to-order market, which surrounds you, f ick al 
: . »when the 
and is constantly growing. ¥ ree 
° . . , there’s 
We suggest that you stock it at once. Display it ' in an 
‘ . have to 
on your counter and in your window, and let Leste 
eo , yrine the 
the advertising bring you extra sales and profits. i 
as ive 
; d recom- 
E. I. DU PONT DE NEMOURS & CO., Inc. d,” he 
35V00 Gray’s Ferry Road (a wok 
can work 
PHILADELPHIA, PA. king for 
of us to- 
t of that 
aa . - on ele ae valiphentce 
Tat, then he thus Pyy__ved hats. ch Wire Linda he wouldsueWheli Sam persisted in his 
Die door. was conceriiéd. He felt that he had inter- silence, Newt at last said, “After all, you 
ested the girl; that she would remember know, we’re brothers. Weté kind of en- 
him, that he must be moreorlessconstantly titled to share and share alike in whatever 
in her thoughts. When the incident of his there is.”’ | 
mother’s tears revealed to him the very 


close sympathy which existed between 
Mrs. Dunnack and Sam, and provoked in 


ticed you around here 
the last ten years.’’ 





him a mean and unscrupulous resentment, 
his first move was an attempt to bring th 
matter of the orchard to an issue_b 


do around here. at I'll go with you. *¥ 
“Glad to have you,” 
oe nS to look over the tree 


“It don’t hardly pay to both 
Seas him 


Sam said with a mild smile, “T ain’t no- 
sharing 
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Traffic Film — 
Good-bye! 


LL owners of Duco-fin- 
ished cars are now doubly 
fortunate. 
For the makers of Duco have 
produced Duco Polish No. 7, 
which will wipe away Traffic 
Film, that thin coating of sticky | 
oil-particles which is blown 
back onto every car from the 
exhaust of cars ahead. 
This dust- gathering Traffic 
Film settles on all cars, but it 
does not injure a Duco-finished 
surface, although it does cover 
up Duco’s beauty. 
But not for long, if you have a 
can of Duco Polish No. 7. In a 
few minutes your Duco finish 
will be as immaculate and dis- 
tinctively beautiful as ever. 
If your dealer cannot supply it, 
mail the coupon below. 
Polish Duco with Duco Polish 


SSS ASA 





E. 1. du Pont de Nemours & Co. 
















3500 Gray's Ferry Road, Phitndiphin, Pa. | 
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Sentiment More Bullish in Boston Market— 
Prices Tending Toward Higher Levels 


(Boston office of HARDWARE AGE) 


ENTIMENT in Boston shelf hardware jobbing circles is grow- 
ing quite bullish. There are various reasons for this situa- 
tion, chief of which is the apparent conviction that with such 

basic things as steel, zinc and spelter advancing there is little like- 
lihood of staple hardware lines declining and thereby upsetting 


the confidence of the retail dealer. 
if anywhere. 


in wholesale circles is better, which helps a lot. 


that prices are going upward, 


The impression seems to be 
Then, too, business 
There has been 


and is some buying of holiday merchandise, but it is insignificant 
compared with the amount of hardware being ordered by the re- 


tail dealer for immediate and next spring requirements. 


The im- 


proved sentiment is not confined to shelf hardware, however. It 
develops that local heavy hardware firms, as a rule, had the best 
October experienced in two years, and that business in November 


to date is holding up remarkably well. 


In addition, there has been 


a freer movement of mill supplies recently. 

As for the retail dealer, the volume of his buying is significant. 
It demonstrates beyond question that business with him is better 
than generally admitted. He is paying his bills fairly promptly, 
although taxes have engaged the attention of many during the past 


thirty days. 


Reports from other retail lines, collectively, indicate 


collections are not so good. Shelf hardware jobbers have been re- 
quested by some of the retail trade to secure employees, which are 


needed because of expanding business. 


“Help Wanted” calls are 


a very good indication of the condition of business, no matter what 


the business. 


The general New England hardware situation ap- 


pears to be on a satisfactory basis, therefore. 


ALUMINUM WARE.—A 
though not large movement of alumi- 
num ware out of jobbers’ stocks is re- 


ported. 
We quote from Boston jobbers’ 
stocks: 
Aluminum Ware.—Preserving ket- 
tle, 8-qt., $1.29 each net; double lip 
sauce pan, 2%-qt., 68c.; deep stew 


pan, 3-qt., 68c.; tea kettle, 6%-qt., 

$3.04; bread pan, 44c. 
BARN DOOR HANGERS.—Some of 
the jobbing trade say October sales of 
barn door hangers were larger than 
for any previous similar month, and 
that November sales are holding up 
remarkably well. 

We quote from Boston 
stocks: 

Barn Door Hangers.—Topping line, 
Storm King, $9.60 per doz. pair net, 
World’s Best, $17.28; Safety, $12 
Tandem, $17.76. 

BOTTLES.—Continued good retail and 
wholesale salew of bottles are noted. 
Retail dealers are ordering in a con- 


servative manner, however. 


jobbers’ 


We quote from Boston jobbers’ 
stocks: 

Bottles.—Vacuum, brown, pints, 
$1.50 each list. Black, pints, $1.50; 
Green, half-pints, $1.50; pints, $1.75; 
quarts, $2.75. Nickel plated, plain, 
pints, $2.75; quarts, $4. Corrugated, 
nickel plated, pints, $2.25; quarts, 
$3.25 


Discount.—25 and 10 per cent. 


CARDS.—<Additional bookings are re- 


ported by local wholesale houses. It 
has been a very good year in cards, 
say jobbers. 


steady, al- | 








| 
| 
| 


We quote from Boston jobbers’ 
stocks: 
Cards.—Cattle, No. 40, 12 doz. to 


case, $2.10 per doz.; No. 04, 2 doz. to 
case, $2.25; No. 4, 2 doz. to case, $3; 
No. 2, 8 doz. to case, $3.15; No. 2, 2 
doz. to case, $3.30. ‘All prices net. 
File Cards. —$1.50 per doz. net. 
'CARVERS.—The market for carving 
sets is quite satisfactory. Jobbers feel 
a large percentage of the retail trade 


is covered for the Thanksgiving trade, 


_yet some substantial orders were placed 





with them during the past week or ten 
days. 
We quote 
stocks: 
Carvers.—Standard makes, $1.70 to 
$7.50 per set net. 
CLOCKS.—A somewhat more active 
market for all kinds and makes of 
clocks exists. Retail dealers are meet- 


ing stiff competition from drug and 


from Boston jobbers’ 


| other stores. 





We quote from Boston jobbers’ 
stocks: 

Clocks.—Alarm, New Haven styles, 
Tell Tale, black face, radium dial, 
$1.90 each net; Tom Tom, white dial, 
in cases of 24, $2.10; with radium 
dial, $2.75; Tidy Top, white dial in 
cases of 50, $2.10; with radium dial, 
$2.75. Waterbury styles, Thrift, in 
cases of 50, Tic. each net: Relay, 
alarm, in cases of 25, $2.15; Vigilant, 
white dial, in cases of 50, $1.29; 
with radium dial, $2.13. Westclox 
styles, American, in cases of 48, 99c. 
each net; Sleepmeter, in cases of 48, 
$1. 32; Jack-O-Lantern, radium dial, 
in cases of 48, $1 1.98: Bluebird, in 
cases of 48, $1. 15; Blackbird, in cases 
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of 48, $1.65: Big Ben, in cases of 24, 
$2.15; Baby Ben, $2.15. 


COOKERS.—Contrasted with a year 
ago pressure cookers are selling much 
better. Jobbers maintain that the num- 
ber of individual retail dealers handling 
this class of goods has increased rap- 
idly since Jan. 1. 


We quote from Boston jobbers’ 
stocks: 

Cookers. a reeenee. solid cast alu- 
minum, No $24.75 each net; No. 2, 
$27.75; No. ‘ae $31. 13; No. 4, $36.38. 


FASTS.—In quite a number of in- 
stances retail dealers have sold out on 
fasts and are placing reorders, which 
in some instances have assumed sub- 
stantial proportions. 


We quote from Boston jobbers’ 
stocks: 
Fasts.—Storm window, Dolber’s, 


$1.25 per single doz. net. Stanley, 
No. 1718Z, $19.25 per gross sets net. 
Merrill’s, galvanized, $7.50 per doz. 
sets net. Sargent’s eyes, No. 445, 
$1.08 per 100. Stanley Works win- 
dow hinges, No. 7282, $5.88 per doz. 
net; No. 1716J, $11.50 per gross sets. 


FELT.—There has been reordering of 
felt as well. The fuel situation has ma- 
terially helped the sale of felt, fasts 
and such merchandise. 


We quote from Boston jobbers’ 
stocks: 
Flexible Weather Strip.—vVictor, 


‘No. 2, $2.40 per 100 ft. net; No. 3, 
$2.80; No. 4, $3.20. Bosley’s ‘weather 
strip felt, clincher double contact, 
for upper sash, 5c. per ft. list; for 
lower sash, 5c.; for doors, ¥, »i * 
7e.; 1l-in., 10c.; 1%4-in., 12c. Dis- 
count for full bundles, 65 per cent. 
Wood, felt edge, 65 and 10 per cent 
discount in full bundles. Spring 
bottom strips, rubber edge, 30-in., $5 
per doz. net; 36-in., $5; 42-in., $5.65. 


FOOTBALLS.—Light buying of foot- 
balls is noted. Jobbing sales this year 
have been disappointing. Inasmuch as 
the football season in the East ends 
shortly after Thanksgiving, buying 
from now on most likely will be con- 
fined to the retailer’s Christmas wants. 


We quote from Boston jobbers’ 
stocks: 

Footballs.—No. 35, $5.50 ner doz. 
net; No. A4, $10; No. A5, $12.50; No. 
5 315. India pig-skin, $42 per doz. 
ne 3, $3.50 per doz. 
net; No. 5, $4.50. 


GALVANIZED.—A good healthy de- 
mand for all kinds of galvanized ware 
exists. Many retail dealers evidently 
feel that prices on such merchandise 
are more likely to be higher than lower, 
and are anticipating their wants fur- 
ther ahead than usual. 


We quote from 
stocks: 
Pails.—Galvanized, 
doz. net; 14-qt., 40 Ib. 
3 + 14-qt., 50 Ib. 


"Fiibs.— Wash, No. 200, $15.44 per 
doz. net: No. 300, $17.25. 

Ash Cans.—No. 0180, $2.25 each 
not: io 190, $4; No. 171, oy 50: No 
Sifters.—No. 19, $3.68: Favorite, $6; 
Rapid, $8.40; Success, with cover, 
$7.25; Triumph Rotary, in crates of 

two, $2.33 each. 

Garbage Cans.—Dover line, No. 4, 
$1.05 each net; No. 2, $1.44; No. 1, 
$1.68. Underground, No. 2, $10.50; 
No. 3, $13. 


30ston jobbers’ 


12-qt., $5.10 per 
to the dozen, 
to the dozen, 
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From Raw Materials to Finished Products 


The above is a Sample Display of WICKWIRE 
BROTHERS Products, each product being made in its 
entirety—from raw material to finished goods by our 
own workmen—in our own plant—under our personal 
supervision. Open hearth steel used exclusively. 


This assures an unvarying quality which has char- 
acterized WICKWIRE BROTHERS Brands of Wire 


Goods for over 50 years. 


Special attention is directed to WICKWIRE 
BROTHERS Poultry Netting and Fencing made in 
three styles: Hexagon, Graduated and “W. W.” All 
three are furnished galvanized after or galvanized be- 
fore weaving. 


We suggest that you obtain these goods from your 
jobber, who is authorized to stand back of every trans- 
action whether you order a single roll or a hundred. 
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HANGERS.—Sales of hangers continue 
satisfactory, thanks to the continued | 


open weather which permits active | 
Jobbers’ stocks | 
are considerably smaller than they | 


building operations. 


were a year ago. 


We quote from Boston jobbers’ 
stocks: 

Hangers.—Timber or joist, No. 300. 
for 2 x 6-in. timber, 1c. each, net: 
No. 301, for 2 x 8&-in. timber, 20c. 
each, net; No. 302, for 2 x 10-in. tim- 
ber, 28c. each, net; No. 403, for 2 x 
12-in. timber, 56c. each, net; No. 213, 


for 3 x 8-in. timber, 23c. each, net; 
No. 214, for 3 x 10-in. timber, 3lc. 
each, net; No. 315, for 3 x 12-in. tim- 
ber, 60c. each, net; No. 319, for 4 x 
8-in. timber, 36c. each, net; No. 320, 
for 4 x 10-in. timber, 46c. each, net; 
No. 321, for 4 x 12-in. timber, 64c. 
each, net. 


LANTERNS AND GLOBES. — Lan- 
terns and globes are selling for current 
and future retail requirements. 

We quote from Boston jobbers’ 


stocks: 

Lanterns.—Oil, Monarch, No. 0, $8 
per doz. net; with ruby globe, $9.75; 
Blizzard, No. 2, $13; D-Lite, $13; 
Little Wizzard, $8.50. Mill lanterns, 
$24.75 in lots of three dozen; Beacon, 
$31.50; Driving, left hand, $17.50; 
roadster, wagon, left hand, $17.25. 
Gasoline, No. L327, $5.25 each net; 
No. L427, $6; poultry house lantern, 
$7.50. Hy-Lo, $7.50 per doz. net. 


Globes.—Blizzard, Fitzall, in less 
than five doz., and in five doz. lots: 


Less Five Doz. 


Blizzard, locknob ..... $1.25 $1.10 
PE. sescucweeceenn es 1.30 1.15 
Delight, ruby ......... 3.25 3.00 
Little Wizzard ........ 1.15 1.00 
Junior Blizzard ........ 1.20 1.05 


MOPS.—AIll kinds and makes of mops 
continue to be required by the retail 
trade. It is believed by jobbers that 
retail hardware dealers as a_ whole 
have sold more mops the past ten 
months than ever before. 

We quote from Boston jobbers’ 
stocks: 

Mops.—O-Cedar line, without han- 
dles, No. 4, $12 per doz. list; No. 10, 
$18: No. 11, $18; dry duster, No. 9, 
$12: handles, $3 per doz. extra in- 
terchangeable, No. 1, $15 __ : z 
list; No. 2, $21; No. 5, $15; No. 6, 
$21. Floor, No. 22, - each. Hand, 
No. 44, $6 per doz. Clothes No. 51, 
$4.20 doz. Discount, 33% per cent. 

Cotton Mops.—Eureka line, 9-Ib. 
twine, $4.15 per doz.; 12-lb. twine, 
$5. 50. 

POCKET KNIVES.—Pocket knives are 
still attracting considerable attention 
in retail circles. The average retail 
dealer apparently is not carrying quite 
as many knives as in previous years, 
but is maintaining an excellent assort- 
ment. 





We quote from Boston jobbers’ 
stocks: 
Pocket Knives. — Universal line, 


jack, $4 to $16 per doz. net; pen, $10 
to $20 per doz. net. 

Assortments, No. 100, two blades, 6 
patterns, 8 per assortment of 12. No. 
150, 3 blades, $12. No. 250, two and 
three blades, pearl handles, $18. No. 
650, jacks, two blade, $6. 


POULTRY SUPPLIES.—AIll kinds of 
poultry supplies, especially netting, are 
selling freely. Quite a few goods com- 
ing under this heading have been and 
are being shipped out of jobbing stocks. 
We quote from Boston jobbers’ 
stocks: 
incubators and Brooders.—Standard 
makes, from store, 30 per cent dis- 
count; from factory, in car lots, 35 


and 5 per cent discount; in less than 
car lots, 35 per cent discount. 


ROASTERS.—Belated buying of roast- 
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trade, was done the past week. 


We quote from Boston jobbers’ 
stocks: 

Roasters.—Savory, small family 
size, single or in lots of three doz., 
$8.40 per doz. net; medium family 
size, small lots, $15 per doz.; large 
lots, $14.40; No. 11, one coat of blue 
enamel, small lots, $21.25; large lots, 
$20.75; No. 41, small lots, 27.50: 
large lots, $27; No. 43, three coats of 
eray enamel, small] lots, $34.35; large 
lots, $33.60. 


ROBES AND BLANKETS.—As might 
be expected at this time of the year, 
robes and blankets are in demand. The 
average order received by jobbers is 
comparatively small, however. 
We quote from Boston jobbers’ 
stocks 

Automobile Robes.—Wool, 52 x 72- 
in., $3.25 each net. Plush, coupe, 
$6 each net, touring car, $9.50 to 
$12.50. 

Blankets.—Stable, 72-in., $2.35 each 
net; 76-in., $1.65 to $2.70; 80-in., 
$2.25 to $3.25; 84-in., $3.35. Street, 
84 x 90-in., $2.85 to $5.15 each net; 
90 x 96-in., $6.85. Lining and leather- 
ing any kind of blanket costs $3.25 
each net extra. 


SASH CORD.—Presumably because of 
the recent downward adjustment of 
raw cotton values, there has been a re- 
duction, amounting to about 2c. a 
pound, in sash cord prices. Revised 
Prices follow: 


We quote from Boston jobbers’ 
stocks: 

Sa spot, No. 7, 
73c. a Ib. net: Nos. 8, 9 and 10, 72c. 
Acme, No. 6, 50c.; No. 7, 48c.; Nos. 
8, 9, 10 and 12, 47¢.; No. 7 in 1200 
ft. coils, 48c. Berkley, No. 7, 37c. 


SHEET LEAD.—Jobbers’ prices on 
sheet lead have been marked up le. a 
pound to correspond with new list is- 
sued by producers. 
We quote from Boston jobbers’ 
stocks: 
Sheet Lead.—17%c. per lb. base 
list. Discount 20 per cent. 
SHEET ZINC.—Sheet zinc has been 
advanced another 25c. per 100 Ib., mak- 


| ers, presumably for the Thanksgiving 
| 








ing a total advance of 50c. within a. 
fortnight and 86c. within about a | 
month. Prices are now on the follow- | 


ing basis: 
We quote from 3oston jobbers’ 
stocks: 

Sheet Zinc.—In 300-lb. casks, $13.75 
per 100 tb. net; in rt —. casks, 
$14; in 100- lb. casks, $14.2 in smal] 
lots, $14.75. 

SHOVELS.—tThe retail trade continues 
to absorb a goodly number of steel 
shovels each week, although there is 


nothing especially significant about 





business. The snow shovel situation is 
very firm. 
We quote from Boston jobbers’ 
stocks: 


Snow Shovels. — Wooden, boys’, 
without tip, $2 per doz. net; with tip, 
$4; No. 67%, with tip, $4. 80; single 
steel tip, $7.30; double steel tip, $8.60; 
malleable steel tip, hg Crescent, 
$10.20; Pathfinder, $10.2 

Steel Shovels. a long han- 
dle, $5 per doz. net; steel D- handle, 
$6; split wood D-handle, $6: Ames, 
long handle, $9.45; malleable steel 
D-handle, $10.15. New Eclipse, gal- 
vanized, No. 29, $11.65; Menzies, 
spring steel, $10.50. 


SKATES.—The ice skate situation ap- 
pears to be working out a great deal 
better than was indicated earlier in the 
year. At first the retail trade was de- 





cidedly backward in making purchases, 
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but within the past month or two a 
good buying movement developed. 


We quote from Boston jobbers’ 
stocks: 

Ice Skates.—Men’s lever, bright, 
90c. per pair net; nickel, $1. 25; key, 
bright, 90c.; nickel, $1. 25. to $3.25. 
Hockey, key, nickel, $1.35 to $3.40. 
Screw to _ boot, nickel, 90c.; hard- 
ened steel, $1. 12: steel, "$1.50; chrome 
steel, o 25; super-chrome steel, $2 
and $2. Ladies’, bright, $1. 10; 
lever, bright, $1.20; nickel, $1.50; key, 
bright, 1.20; nickel, $1.50 to $3.60. 

Skati Out fit ts.—Men’s, $3.65 per 
pair net; ladies’, $3.65. Challenge, 
men’s, $5: ladies’, $5. Hawco, men’s. 
No. 84, $3, No. 130, of ladies’, No. 
85, $3; No. 093, $4.50 

Straps —Black or ‘russet, tongue 
buckle, 20-in., $1.25 per doz. pair net; 
30-in., $1.80. Patent buckle, 20-in., 
$2.40; 30-in., $3. 

Roller Skates.—Children’s strap 
heel and toe, 70c. a pair net, strap 
heel and clamp, 75c. Boys’ or girls’ 
Strap heel, toe and clamp, $1.10. 
Children’s ball er.” $1.50. Boys’ 
ball bearing, $1.5 Girls’ ball-bear- 
ing, $1.50. Boys’ PP ee truss 
extension, $2.50; girls’, $2.5 


SLEDS.—Probably the a. portion 
of the retail trade has bought its sleds 
for the Christmas season. Orders are 
continually received by jobbers from 
small and belated retailers. 


A. quote from Boston jobbers’ 
stoc 

Sleds. —Flexible Fliers, No. 1, $2.50 
each net; No. 2, $3.17: No. 3, $4; 
No. 4, $4, 34; No. 5, $5.84. Racer, 
$4.34 ‘each net; Racer, Jr., $3.50. 
Speedaway, No. 99, $12 per doz. net; 
No. 100, $13.20; No. 150, $15.60; No. 
200, $19.20; No. 250, $2 " 
$26.40. Speedster, No. 340, $28.80 
per doz. net; No. 345, $32.40; No. 
390, $36; No. 355, $43.20. 
sleds, No. 52, $11.40; No. 54, $17.40. 
Clipper, No. 2, $10. 80; No. 4, $14.40; 
No. 6, $18. Baby sleighs, No. 0, 
$10. 80 each net; sleigh boxes, $43. 20 
per doz. Lightning snow scooter, 
$24 per doz. net. 


SNOW SHOES AND SKIS.—Growing 
interest in snow shoes and skis is 
shown by those retail dealers who have 
not previously placed their orders for 
the holiday trade. It is believed that 
this class of merchandise will be more 
popular than ever with the general 
public during the coming winter. 

We quote from Boston jobbers’ 

stocks: 
Snow Shoes.—Oxford, 12 x 46 in., 


$7.30 a pair net; 13 x 48 in., $7.30. 
Ladies’, 11 x 42 in., 6.50. 


is.—Oxford, 5 ft 40 a pair 
net; 5% ft., $2.95; 6 ft., $3.65, 6%4 ft., 
$4.15; 7 ft., $4.85; 7% Ms ; 8 ft 


$6. Pine, 4 ft., 70c. 41, ft., 90c.; 
5 ft., $1.10; 5% ft., $1. 40 6 ft., $1.60; 
61% ft., $1.90; 7 ft., $2. 

Poles.—Rattan Sale 5 ft., 54c. 
each net; 4% ft., wood ‘washer, 30c. 


TRAPS.—Game traps are selling fairly 
well, although the total business booked 
by the average jobber here so far this 
year is somewhat behind records for 
1924 and previous years. 


We quote from Boston jobbers’ 
stocks: 

Traps. — Game, Blake, steel, with 
chain, single spring, No. 0, $1.70 
per doz. net; No. 1, $1.95; No. 1%, 
$3. one sprin No. 2, $4.70; No. 
3, $6.50; No. $7.80 

Mouse w -m. Catch. 20c. per doz. 
net; wood, four- hole, $1; Clipper, 
wire, $4.68; foot set, 80c. 

Rat. —Sure Catch, 90c. per doz. 
net; Star, $2.80; Acme, wire, $6.88; 
foot set, $2; Buffalo Bill, 84c, 


WOOD DYES.—tThe different colors of 
wood dyes, which heretofore sold at dif- 
ferent prices, are now all sold at one 
price. 


BA quote from Boston jobbers’ 
stoc 

Wood D es. — Gallons, $4.50 list; 
quarts, $1.50; pints, 85c.; half pints, 
50c. Discount 33% per cent. 
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REAL BEAUTY 
COMBINED WITH 
A 10-YEAR 
GUARANTEE 
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Original designs, rare beauty and each article finished in lasting “SNO-WITE” 
vitreous, Porcelain Enamel by a special process originated by our company. 


‘SNO-WITE: 
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= AMERICAN ENAMELED PRODUCTS CO. 
San tt —__- Toronto 


& =) San Francisco 


Waciiiniiisizizisisizisisi ister interie iets ts is 


When you offer such ware combined with a Ten Year Guarantee sales are quickly 
and easily made. We stand squarely back of every dealer who sells our products. ecg 
GUARANTEE 
Originators of Porcelain Enameled Bathroom Trimmings io years not to chip, change 


ate. Made of genuine por- 
celain oa m ~ 
as large plum 
ing fixtures. 





New York 


Detroit Catalog on Application 
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Modern Homes 


Want 
Modern Door Butts 


Owners of modern residences with hand- 
gomely finished doors are usually particular 
about the Hardware. 

They want hinges that will add to appear- 
ances—not detract. These people are quick 
to see and appreciate the superior qualities 


of the 


GRIFFIN 


**The Door Butt of America’’ 


The pleasing design of these hinges and 
the attractive finish give a touch that adds 
beauty to the home. 

These strong, all-steel hinges also give the 
right kind of “‘service’’ every time the doors 
are opened and closed. 
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The Griffin is made in its entirety in our 
own mills—each butt wrapped in moisture 
proof paper and packed one pair in a box 
with screws to match. 


We want these popular butts which are 
finished in the various Griffin hardware fin- 
ishes to reach you and your customers in 
good condition. 


Let us send Catalog and quote prices 


GRIFFIN MANUFACTURING CO. 


WARENMOUSE 


45 Warren St.,New York 





ERIE. PENNA. 7 TAW. Lake St. Chicago, Ii. 
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Well Sustained Buying in Pittsburgh— 
Prices Firm Tending Upward 


(Pittsburgh office of HARDWARE AGE) 


NOTHER week of incre asing orders, both mail and on direct 
purchase, tends to strengthen and confirm the recent ideas 


that business had taken a turn for the better. 


Jobbers here 


are finding mail orders particularly satisfactory these days, and 
another encouraging feature of the situation is the sustained im- 


provement in collections. 


There is not much doubt that this dis- 


trict is feeling the benefits of the hard coal mine tieup with its at- 


tendant demand for coke and soft coal as a 


substitute, and while 


coke prices have suffered a severe slump since a week ago, due to 
heavy congestions of loaded cars at Eastern terminals, a lighter de- 
mand occasioned by mild weather and the suggestions of an early 
ending of the hard coal deadlock on account of intervention by 
Governor Pinchot, prices still are highly profitable and there is 
better employment of capacity and of labor than has been true in 


several months. 


The coal mining company stores are opening up, 


and while in their stocking, clothes, shoes, foods and other neces- 
saries of life have had first attention, there is a persistent increase 
in the orders for hardware items, which is expected to blossom 
into real stocking proportions shortly. The steel industry in this 
part of the country is engaged to about 80 per cent of capacity and 


that means employment and earning power. 
Good movement of seasonal lines still is 


tion is quite favorable. 


Altogether, the situa- 


observed, but buying, which seems to be fairly active in holiday 
goods in other desiricts, has not yet assumed very large proportions 
here. No doubt, the explanation is found in the common policy of 
distributors in recent years to wait until the holiday buying is at 
hand before preparing to meeting. Prices generally are firm, par- 
ticularly on those lines which are influenced by the course of the 


steel market. 


The steel companies have done a good business this 


year and it looks now as though 1923 would be surpassed in point 
of output by 1925. But 1925 has not shown manufacturers a 
reasonable profit and they now are disposed to seek prices that will. 


ALARM CLOCKS.—There is a good ;~ 


year round demand for alarm clocks, 
but as usual it is better at this season 
than at some others, because of the late 
rising of the sun and the desire to 
escape being fooled by dark mornings 
as to the time. Jobbers quote broken 
lots, subject to a discount of 2 per cent 
for cash in 10 days: 
Westclox line, America, $1.05 each; 


Blackbird, $1.76; Sleepmeter, $1.40; 
Jack ©'’Lantern, $2.10; Big Ben, $2.29; 
Big Ben luminous, $3.16; Baby Ben, 
$2.20; Baby Ben luminous, $3.16; 
@ Pocket Ben, $1 (i>: Glow Be n, $1.58. 


BATTERIES.—There is no let-up in 
the demand for radio batteries and it 
is likely that radio sets will become 
more popular and more generally used | 
if the movement now on foot to restrict | 
the number of transmitting stations is 
successful. 


Jobbers’ quotations to retailers, 
f.o.b. Pittsburg 

Broken Unit 

Packages Packages 
Each Sach 
eee $1.05 $0.97 
SS ees 2 1.22 1.14 
-. Me secesseoned 1.32 1.22 
OE, 1.40 1.30 
ME -,eccetenee 2.62 2.44 
No. 772 cececeeeseeee 2.62 2.44 
SS) (i oo 3.00 
a” Cn Ceseexesnaue .42 .39 











No. 6 dry cells, ignition type, 29c. 
each in full packages; 30c. each for 
broken packages. 

GALVANIZED TUBS AND PAILS.— 
These items attract attention because 
of the possibility of higher prices. Be- 
cause of the high cost of zinc, galvan- 
ized sheet steel has risen from a base 


price of 4c., Pittsburgh, to 4.50c. per 


quoting as high as 4.60c. 





ally active. 


lb. for No. 28 gage and some mills are 
Such an ad- 
vance cannot well be overlooked by the 
makers of galvanized ware. Jobbers 
bam 
Tubs with wringer attachment, 

No. 2, $8.40 per doz.; No. 3, $9.60; 

pails, 12-qt., $2.60; 14-qt., . 
GAME TRAPS.—This item is season- 
All accounts suggest an 
abundance of game this fall and the 


number of trappers is large. Jobbers 
quote: 
Coil spring, No. 1, $1.28 “x ee: 
Victor, No. 1, $1.38; jum, No. 1, $1.8 


GUNS AND LOADED SHELLS.—De- 
mand continues heavy in these lines 


and jobbers still find it hard to get 


manufacturers to fill their orders; to 
make some delivery against all orders, 


Reading matter continued on page 82 





manufacturers have been forced to pro 
rate shipments. 

HEATING EQUIPMENT.—Though 
possibly not as brisk as it was a few 
weeks ago, because this section of the 
country now is enjoying Indian sum- 
mer, there is still good business in ac- 
cessories of heating equipment. Job- 
bers quote: 


Asbestos.—Sheet mill board, 3/16- 
in. thick, 18 in. x 20 in.. l6c. each; 
18 in. x 30 in., 24c.; 20 in. x 30 in., 
28c.; 22 in. x 30 in., 30c.; 24 x 30 in., 
35c. Fiber in %-lb. packages, $2.50 
per doz.; %-lb. packages, $5. 

Coal Hods.—Japanned, 16-in., $3.40 
Ee doz.; 17-in., $3.60; galvanized 16- 
n., $4 4.65; 17-in., $5; 18-in., $5.50. 

Fire Shovels. —Stamped sheet steel 
japanned, flat handle, 50c. a doz.; 
round handled japanned, 60c. to 
$1.10; galvanized, $1.10. Never 
Break, No. 10, $4.25; No. 16, $4.60; 
No. 20, $4.80. 

Gas Connections.—Lead, 12-in., 
25c. each; 18-in., 30c.; 24-in., 35c.; 
30-in., 40c.; 36-in., 45c.; Flexible 
steel tubing, 3-ft. lengths, 10c.; 4-ft., 
13c.; 5-ft., 1l6c.; 6-ft., 20c.; Cloth in- 
serted tubing, 5c. per ft. 

Stove Boards.—Wabash, napa. 
paper lined, crystalized, 18 x 18 -in., 
$6.25 per doz.: 24 -f 24-in., +f 50; 
26 x 26-in., $8; 28 28-in., $9. 
30 x 30-in., $10.80: 32 x 32-in., $13. 30: 
35 x 35- in., $16.20; unares, wood 
lined, crystalized, 24 x 24- in., $12.60; 
26 x 26-in., $15; 28 x 28-in., $18; 3 
x 30-in., $20; 33 x 33-in., $24: 36 x 
36-in., $29. 

Stove: Pipe and Elbows.—Polished 
blue nested stove pope from Pitts- 
burgh warehouses, o. 28, gage, 6- 
in., $15 per 100 joints; elbows, $1.48 
per dozen. Nickeled stove pipe, 4- 
in., 85c. per joint; elbows, 75c.; col- 
lars, 40c. 


MILL, MINE AND FACTORY SUP- 
PLIES.—Business in these lines is still 
on the increase as a result of the 
greater coal mining and industrial ac- 
tivity of the district. Prices show no 
special change. 


Jobbers’ prffes to retailers: 

Pipe Wrenches.—Walworth, 70 and 
5 per cent off list; Larco, 70 per cent 
off list. 

Fittings.—Cast iron screw, 36 per 
cent off price list; flange, 47 per cent 
off list: malleable, lb., list plus 4 per 
cent; standard iron body gate valves, 
35 and 5 per cent off price list; 
standard brass globe valves, 30 per 
cent off list; standard brass gate 
valves, 45 per cent off list. 

Rope.— First grade long fiber 
manila, 26c. per Ib.; sisal, 18c. 

ans. 1 leather, 45 per cant 
off list; No. 1 rubber, 40 per cent 
off list. 

Twist Drills.—Carbon, 60 per cent 
= list; high speed, 45 per cent off 
— —High grade, 50 per cent off 

t 


Screws.—Wood screws, 72% and 5 
per cent off list; milled cap and set 
screws, 75 per cent off list. 

Picks and Mattocks.—Carbon picks 
and mattocks. 50 per cent off list. 

Hacksaw Blades.—RBest grade, 59 
per cent off list. 


PAINTING SUPPLIES.—Prices show 
no change from those of a week ago. 
Business usually is rather quiet at this 
time of the year and this year Is prov- 
ing no exception. 


Prices to retailers: 

Ready mixed paints, best grades, 
$3.10 per gal.: lower grades, $2.50; 
white lead, 15%c. per Ib. in 100-Ib. 
lots, 10 per cent less in lots of 500 
Ib. or more and an extra 5 per cent 
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Bronze ana Copper 
FLY SCREEN CLOTH 


Spargo is real fly screen cloth that looks the 


And besides its attractive appearance, du- 
rability is woven into every square foot of it. 


Write for prices. 


Spargo Wire Co., Rome, N. Y. 



























Let these cards 
help sell tools 


Catchy greeting cards 
‘have an irresistible ap- 
peal to holiday shoppers. 
Get these _ Crescent 
Christmas cards and 
Crescent Tools in their 
attractive gift boxes out 
on your counters where 
they will do their own 
selling. 

Crescent Tool Company 
204 Harrison St., Jamestown, N. Y. 


Originators of the 
Crescent Wreneh 















New Heavy-Duty Socket Wrench Set 


The MILLER No. 15 set contains 7 sockets and 2 
extension bars (one bar for work in tight places), also 
sliding T handle. 


Sockets are high-grade carbon steel pope one ectly 


and guaranteed against any defects. Both sockets and 
extension bars are oversize in diameter to insure super- 
strength. 

Each set furnished in attractive and convenient 
leatherette roll. Liberal profit. 


Write for Discounts. 


MILLER TOOL & MFG. CO. 
DETROIT MICH. 


Eastern Representatives: James A. Gaffney Co., 35 Warren St., New York, N.Y, 
Western Representatives: Alden Glaze & Co., 143,Second St., San Francisco, CaL 











Growing demand for 


W. ROSE Tools 





No. 1111—6 inches Wide Heel Cut Back 


is the result of our use of choice ma- 
terial and skill. 


Wm. Rose & Bros. "22, 


Selling Agents 


Wiebusch & Hilger, Ltd. 
New York 
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less in lots of a ton or more; tur- 
pentine, $1.28 per gal. in barrel lots: 
linseed oil, 14.04c. per lb. in barrel 
lots. 
SKATES.—Not much activity is re- 
ported in this line here. Ice skates 
have not begun to find much use as yet 
and all that the local trade expects in 
roller skates at this season is the de- 
mand incident to ‘Christmas buying. 
Jobbers quote: 


Roller Skates.—Union Hardware 
Co. line, No. 2, 65c. per pair; No. 38, 
75e. No. 10, $1.95; No. 6, $1.50; 
Winslow line, No. 3814, $1.50; No. 38, 
$1.60. 

Ice Skates.—Winslow line, No. 
2110, 82c.; No. 2110 L. S., $1.15; No. 
2120, $1.20; No. 2120 L. S., $1.40. 


SLEDS.—Increasing 
served in this line, although a recur- 
rence of mild weather has reduced or- 
ders somewhat as compared with re- 
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cently. List prices, subject to the 
usual trade discount of 33 1/3 per cent, 
follow: 


Flexible Flyer, steering sleds, 48- 
in., $3.75 each; 42-in., $4.75; 47-in., 
$6, and 52-in., $6.50. 


SNOW*SHOVELS AND CLEANERS. 
—These lines are getting more atten- 
tion as the winter approaches and sales 
from jobbers’ stocks are increasing. 
Jobbers quote: 


Cleaners, No. 5, $4.20 per doz.: No. 


$5: No. 7, $7.20; No. 8, $8.40; 
shovels, wood, D handle, $6 per doz.; 
long handle, $5.50: galvanized steel, 
$11: black spring steel, $10. 


WEATHER STRIP.—The edge is off 


_the demand, but there is still a fairly 
interest is ob- | 


good movement against late orders. 
Jobbers quote: 


Economy, metal for windows, 36 
x 36 x 36 in., $1.15 per set; for 
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doors, 36 x 8&4 in., $1.20; clincher 
strip, No. 70, $2 per 100 ft.; No. 71, 
$2: No. 74, $3.75: all rubber. No. 9, 
$2.40; No. 10, $3.20: No. 11, $4. 


WINDOW GLASS.—Resale discounts 
have not yet been changed in keeping 
with the recent advance in wholesale 
prices, but they will probably soon be 
revised, as the supply situation is a 
very strong one. Manufacturers cur- 
tailed production when the supply ran 
so far ahead of the demand earlier in 
the year and recent active demand has 
produced a_ situation where neither 
manufacturers nor jobbers now have 
stocks and until fresh production can 


be speeded up, a shortage is likely to 


| continue. 


| 
| 


| 
i 
' 


Jobbers quote: Single strength A 
and B, 84 per cent off list; double 
strength A, 85 per cent off list; ; 
86 per cent off list. 





Solving the Credit and Collection Problem 


plete will carry us into better condi- 
tions. The river for the present is 
turbulent, and some of the scaffolding 
has been carried away, and much of the 
progress we have made seems _ sub- 
merged and hidden, and there are 
many retailers who say, let’s get out 
of the business, the odds are against 
us. Let’s rather build a pontoon bridge 
of new methods; let’s get into the ser- 
vice of our State association, the coop- 
eration, advice of each other might be 
helpful. 

There are those in our craft who in 
one moment point to the high noon of 
triumph and the next to the black mid- 
night of defeat and despair. There is 
no twilight, there is no morning. Ex- 
perience teaches us that we must go 
through all the years with a steady 
swing, and the hours of dawn will in 
due time strike. We must therefore be 
prepared for greater efforts for greater 
sacrifice. This is not a time for indo- 
lence, to falter or hesitate; it is a time 


New Hub Cap and Shield 
Set for Fords 


The new Ford Hub Cap and Shield 
Set recently developed by the A!'um- 
inum Goods Mfg. Co., Manitowoc, Wis., 
are distinctive and should appeal to 
Ford owners everywhere. 

These accessories are designed to 





add “a touch of class” to the car. The 
shields make for easy cleaning. They 
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(Continued from page 31) 


for us to analyze our community, our 
stocks, our real needs and plant our 
feet more firmly than ever on the 
ground and to square our shoulders. 
“Keep informed of the merchandise for 
the convenience, comfort and resultful 
living of the people in the community.” 
Sell our merchandise at a living mar- 
gin and collect either on delivery or a 
definite stated time. 

We are living in a highly competitive 
age, industrially, commercially, and 
great pressure is being brought to bear 
on all kinds of production. It is there- 
fore of necessity that we be cautious, 
but not overly conservative and yet 
keep our balance. We cannot expect 
things to go on smoothly after the 
great war, as they did prior to war. 
We seemingly cannot realize how much 
the ordinary life of our nation has 
been disturbed by the many attempts 
to change the distribution of merchan- 
dise. I refer to the instalment plan in 
its various operations. You cannot 


cover up the bolt heads and hard-to- 
clean angles of the hub. 
The set shown here is known as No. 





60. The two right hand illustrations 
are for the front wheels and those at 
the left for the rear. The shields are 
furnished in panelled design to add 
strength and beauty, with a % in. red 
stripe of enamel encircling near the 
base. The hub caps are embossed with 
the monogram “F.” The countersunk 


mortgage your house, your furniture, 
without seriously interfering with the 
comforts of the life of the community. 
The wonder is that the disturbance has 
not been greater. 

I feel that we owe much gratitude 
to the experienced men in our National 
Retail Hardware Association as well 
as many of the secretaries of our State 
associations who in various directions 
have undertaken to bring these danger 
signals to our attention, which should 
not merely increase our efficiency in 
our business, but in minimizing these 
evils and inconveniences of our craft. 
To play a good game of golf you must 
keep your eye on the ball. 

Our problems, like all retail hard- 
ware men, are various, and we en- 
deavor to keep our eye on our com- 
munity, our stocks and our bank ac- 
count. We are sometimes without 
funds, but never without resources. 

(Signed) Gro. M. GRay, 
Coshocton, Ohio. 


part of the top of the hub cap is cov- 
ered with baked enamel in bright red. 

These hub caps and shields fit all 
models of Fords. 


U. S. Tools Now Serviced 
Through Westinghouse 
Stations 


The United States Electrical Tool 
Company of Cincinnati announce that 
their product, “U. S. Portable E'ectric 
Tools,” will. be serviced by and through 
Westinghouse service stations located 
in 28 cities in the States. 

This is said to be an innovation on 
this class of electric device, although it 
has long been the practice of manufac- 
turers of electrical devices in other 
fields to arrange service through build- 
ers of motors and electrical equipment. 
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The Dust Proof CARTON 


Window Screens are made of black or gal- 
vanized wire. 

All windows packed in dust proof cartons. 
The carton protects the screens from being 
soiled or damaged. 

A convenient package for handling in stock 


and for re-shipments. 


Screen doors are made 


in the most desirable styles and all standard 


sizes. 


It will pay you to get our catalogue and special job- 


bers’ proposition. 


today. 


Write for catalogue and prices 


THE F. E. SCHUMACHER CO. 


HARTVILLE, OHIO 











17 Anchor 


to 





Brand 


Anchor 


Best F.very 
Wringers One 
Made Warranted 





Dealers who push Anchor Brand Wringers are making 
the sales, therefore are getting the profits out of the 
wringer business. 

Anchor to Anchor Brand 


LOVELL MANUFACTURING CO. 
ERIE, PA. 


W orld’s Largest Manufacturers 
of Clothes Wringers 
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Better 
Machine Screws 

for the 
Hardware Trade | 


HARVEY HUBBELL 


MACHINE SCREWS 
BRIDGEPORT CONN. U.S.A. 


NEW YORK. a 
30 EAST 42525 




















DROP FORGED WELDLESS 


EYE BOLTS 


ROLLED THREAD 
GALVANIZED OR PLAIN 


ly” Diam. with Eye 


Ye" Inside 
¥"” yn 
yn e i , 44" 


|” ee ee oe 1A” 





Quick Shipment 


Oliver lron and Steel Corp. 


1001 Muriel St. 
PITTSBURGH, PA. 


ESTABLISHED 1863 
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Christmas Hardware Active— 
In New York Market— 
Collections Are Better 


HRISTMAS hardware merchandise is receiving 
the bulk of attention in the New York wholesale 


hardware market at this time. 


Carpet sweepers, 


electrical appliances, Pyrex, sleds, ice skates, cutlery 
of all kinds and miscellaneous other suitable lines are 
in popular demand with the local trade. 

Staple hardware lines and seasonal goods are also 
very active and jobbers locally say that October sales 
were higher than sales for the same month of last 


year. 


Collections are showing some improvement. 





Game Traps Are Active; 
Local Stocks Fair 


There has been a very active move- 
ment for game traps. New York 
wholesale stocks are considered only 
fair. Prices have been’ uniform 
throughout this territory, and some 
jobbers say that game traps have been 
unusually active this year. 

JOBBERS’ QUOTATIONS TO RE- 

TAILERS, -0O.B. NEW YORK: 

Game traps, Victor, with chain, 
No. 0, $1.10 per doz.; No. 1, $1.38 
per doz.; and No. 2, $3.36 per doz. 
Same, without chain, Nos. 0, 85c. 
per doz.: No. 1, $1.10 per doz.; No. 2, 


$2.93 per doz. 

Jump traps, with chain, Nos. 0, 
$1.59 per doz.; No. 1, $1.83 per doz.; 
and No. 2, $4. 39 per doz. 

Same, without chain, No. 0, $1.22 
per doz.; No. 1, $1.40 per doz.; and 
No. 2, $3.72 per doz. 

Triumph traps, No. 10, 12c. each; 
No. 11, 14c. each; No. 11%, 21c. each; 
No. 12, 33c. each; No. 13, 46c. each; 
No. 14, 55c. each. 

Blake & Lamp game traps, No. 0, 
14%c. each; No. 1, 16%c. each; No. 
1%, 25c. each: No. 2, 39c. each; No. 
3, 54c. each; No. 4, 65c. each. 





Carpet Sweepers Active in 


N. Y. Market 


There has been a very active demand 
for carpet sweepers throughout the New 
York wholesale hardware market. 
Prices are uniform and stocks appear to 
be satisfactory. Jobbers expect a very 
heavy holiday movement in this line. 


JOBBERS’ QUOTATIONS - RE- 
TAILERS, F.O.B. NEW YOR 

Carpet sweepers, American i 
$54 per doz.; Elite, $60 per doz.; 
Grand Rapids, nickeled, 15-in., $48 
per doz.; same jap., 17-in., $60 per 
doz.; Parlor Queen, $56 per doz.; 
Princess, $50 per doz.; Universal, 
nickeled, $46 per doz., and jap., $42 
per doz. 

Toy sweepers, Little Gem (3 and 
6 doz. cartons), $3.75 per doz.: Little 
Jewel, 1 doz. cartons, $10.00, and 
Junior, 1 doz. cartons, $16.00 per doz. 





Sled Orders Slower: 
Total Futures Good 


Though current orders for sleds have 
been running light in this market, job- 
bers are well pleased with total futures 
booked to date. Orders calling for late 
November delivery are very good. Sleds 
are always good sellers during the holi- 











Prices are firm and not 


day season. 
Stocks are in good 


expected to change. 
condition. 


JOBBERS’ a ag te ages. Ms RE- 
TAILERS, F.O.B. NEW 


Fle : 5 wayete, No. *e ‘cane No. 
2, $3.17; No. 3, $4; No. 4, $4.33; No. 
oe $9 83; Junior Racer, $3. 50; Racer, 


irefty sleds, No. 9, $1.14; No. 10, 
$1.57; No. 11, $1. 71; No. 12, $1. 94 and 
Firefly racers, $2 each net. 


Trade Showing Interest 
in Ice Skates 


Thinking chiefly of the holiday sea- 
son local dealers are placing good or- 
ders for ice skates. There has not 
been any outdoor skating in the metro- 
politan area so far, but several city 
rinks are running full blast, with the 
result that a few scattered reports 
come in of retail sales. Ice skates are 
always an active holiday line, and the 
trade expects a good share of the 
Christmas money for this line. Prices 
are firm and not expected to change. 

JOBBERS’ QUOTATIONS TO RE-, 

TAILERS, F.O.B. NEW YORK: 

Ice skates, No. 1624, 84c. per pair; 

No. 1624%, $1.19 per pair; No. 524%, 

$1.31 per pair; No. 424%, $1.69 per 

pair; No. 6624, $1. 12 per pair; No. 

6624%, $1.44 per pair; No. 524%L, 

$1.57 per pair; No. 424%L, $2 per 


pair. 
Extension bob ice skates, 


pair. 


45c. per 


Snow Removers in 
Excellent Demand 


As the season advances and the pros- 
pect of the first snow storm draws 
near, the movement of snow goods be- 
gins to assume excellent proportions. 
Orders are being placed for delivery 
the latter part of this month and early 
in December. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. NEW YORK: 

Long handled snow shovels, $4.50 
per doz.; American steel, $9.35 per 
doz. ; galvanized steel (2% x 16 in. 
$11.40 per doz.; Menzie shovels, $10. 36 ° 
per doz. 

Snow pushers, 12 x 18 in., 
doz.; 12 x 24, $16.20 per doz. 

Street cleaners, 12 x 31, $33 per doz. 

Sidewalk , neers, solid shank, 
steel blade, 7 x 4%, black finish, $4.20 
per doz.; sidewalk scrapers, 7 x 5, 


$12 per 


half polished, black finish, $6 per doz. 
Reading matter continued on page 86 
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Oil Heaters Are Scarce 
Demand Is Very Heavy 


The high cost and extreme scarcity 
of coal throughout the territory served 
by the New York hardware market 
has helped bankrupt local wholesale 
stocks of oil heaters. Dealers have 
been complaining of an inability to get 
sufficient heaters. Sales have been 


very heavy. 


JOBBERS'’ pp ee adete eat 
TAILERS, F.O.B 


Oil Heaters 
NESCO— 


No. 12—3 qt. steel reservoir, jap- 
anned trimming, $5.50 each. 

No. 15—4 qt. same, $6.75 each. 

No. 0190—4 qt. same, nickel trim- 
ming, blue enameled body, $9.50 
each, 

These are list prices. Dealers are 
quoted 30 per cent off. 

In lots of 10 or more, dealers re- 


ceive a discount of 30 and 5 per 
cent. 

PERFECTION— 
nn 2 eee ee $17.50 
No. 73 a ee 22.50 
No. 74 i SES é-06<<6 ss weeeets 28.50 
Pe Bee. Se, IR cn ccccdscccber 39.50 


Perfection dealer’s discount, 30 and 
5 per cent on lots of 10 or more; on 
less than 10, 30 per cent. 


ta tee ,(!mproved Model)— 
££ . Ss 5eernreas? $17.50 
No i ee 


INO. 44 © PDURMOTR. ..cccccccvccce 28.50 
Puritan discounts same as Perfec- 
tion. 
NESCO— 
| «ee B ME. cccccceccccer< $9.50 
a OF RO eee 17.35 
Seay ee ee MOE. ccccicwecdces 22.50 
FeO, BEG © DORPMOTE....cccccocceoss 28.00 
a 6 6 SC, eee 39.50 
No. 1102 high shelf only........ 5.25 
No. 1103 high shelf only........ 6.50 
No. 1194 high shelf only........ 8.00 
No. 1105 high shelf only........ 9.75 


Nesco dealer’s discount, 30 and 5 


per cent; in lots of 10 or more, 30 
and 5. 
Ovens 
PERFECTION— 
No. 211 1 burner plain door... .$2.50 
No. 211G 1 burner glass door.... 2.70 
No. 121G 1 burner glass door.... 4.90 
No. 122G 2 burners glass door... 6.00 
TS iid cia cil be eet ad a aig ti Pg 
Dealer’s discount, on 10 or 
30 and 5 per cent; less than 10, "30 
per cent. 
PURITAN— 


$5.50 


No. 42G 2 burners glass door.... a. 


Dealer’s discount, 10 or more, 


and 5 per cent; less than 10, 30 per 
cent 
NESCO— 

No. 05 1 burner solid door...... $2.10 
No. 5 1 burner glass door...... 2.25 
No. 010 1 burner solid door...... 4.15 
No. 101 burner glass door...... 4.40 
No. 020 2 burners solid door..... 5.15 
No. 20 2 burners glass door..... 5.40 
No. 030 2 burners solid door..... 5.40 
No. 30 2 burners glass door..... 5.70 

Dealer’s discount, 30 and 5 per 
cent. 

Wicks, Etc. 

Perfection and Puritan, $4 doz., 
and $48 per gross. 

Discounts, same as on oil cook 


stoves, ovens and heaters. 


Activity in Furnace Scoops 


A very active market on furnace 
Scoops is generally reported by New 
York wholesalers. Prices are firm and 
stocks good. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. NEW YORK: 

Furnace scoops, No. 2, hollow back, 
black steel blade, malleable ‘‘D’’ han- 
dle, $5.04 per doz.; long handles, $4.80 
per doz.; furnace scoops, No 3. riv- 
eted back, heavy black steel blade 
and wood “D” handle, 84c. each; 
long handle, 84c. each. 
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Sell the Best 
ar 7s HARDWARE 


For Hard-wear 





Oo 
ec) 
For more than 48 years 
ve Bommer Spring Hinges have 
maintained their leadership and 
e ) proven their superiority over all 
eo 
~ &B 


{i 


™ |__| others. 

=o They have kept pace with the 
times, because they have been 
kept up with the times whenever 
improvement was possible. 


BOMMER 


SPRING HINGES 


ARE THE BEST 


Replenish your stock with Bommer. 
They are in universal demand—are 
quickest to sell—easiest to apply and 
ane most satisfactory spring hinges 
made. 


Your Jobber handles them. 


Send for New Catalog 47. It is a 
big help in ordering. 





























Bommer Spring Hinge Company 
Manufacturers BROOKLYN, N. Y. 



































HANDLE 
FAST SELLERS! 


REICHARD’S 


SPRING-TOOTH 
MAGIC WEEDERS 


Both experienced and beginners 
in Gardening and Farming are 
attracted, interested and “sold” 
on the many outstanding fea- 
tures of a Reichard Magic 
Weeder. 

Write. Reichard has an attrac- 
tive proposition. 










F. H. Reichard Mfg. Co. 
BANGOR, PA. 
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WINSLOW'S 
Sates 


Don’t offer excuses— 


offer Winslow’s 


There’s no excuse for not having 
Winslow’s to hand right over at first 
call. We can give you prompt service. 







The Samuel Winslow Skate Mfg. Co. 


. Worcester, Mass. 
New York Office, Sales and Stockroom, 34 Warren St. 











Southern Representative Pacific Coast Sales Agent 
Henry Keidel Co., Inc. Phil B. Bekeart Co., 
405 West Redwood St., 717 Market St., 
Baltimore, Md. San Francisco, Cal. 
The best ice skates for 
hockey, fancy skating 
or general use. 








Winslow 
makes 
Roller 
Skates 
for all 

pur poses 













Every Chevrolet Ownera Prospect 
For These Socket Wrenches 


This display 
board enables the 
motorist to select 
easily the wrenches 
needed for his 
Chevrolet. 


There 1s no 
charge for the 
board. 


The investment 
is small—the 
“turnover” rapid. 


Write for cata- 








W acpeEn - WorCESTER 
a i. , 

ALDEN | incorporated 1, Waieee| 
1 N; | 475 Shrewsbury Street RENCHES 


RENCHE S| 
Worcester, Mass., U.S.A. 
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Prices Gravitating to Higher Levels in Chicago 
—Qutlook Favorable for Continued Activity 


(Chicago office of HARDWARE AGE) 

N view of the fact that business in the Middle West is showing 

a steady and continual improvement, that sales are good and 

prices strong, President Coolidge’s recent expression of concern 

over the conditions in this section hardly seems justified. In direct 

contradiction to the alarming picture drawn by him, bankers, whole- 

salers and business men generally are expressing complete satisfac- 

tion over the present outlook. While it is true that the price of 

some farm products is not up to expectations, the average is good 

and any adverse conditions are looked upon as local rather than 
general. 

As far as the conditions surrounding the haiboatio trade are 
concerned, the situation is apparently better right now than it has 
been at any time in the past three or four years. Dealers are show- 
ing a marked tendency to anticipate their needs and it has been 
some time since the volume of business for future delivery has been 
as great as now. The current demand for seasonable merchandise 
is also very strong and the large number of replacement orders is 
ample testimony that the retailer is turning his stock quickly. 

The sometimes criticized policy of the dealers of placing minimum 
quantity orders continues, but wholesalers are adjusting themselves 
to that fact and some of them are even expressing approval over 
the practice, for it, in turn, allows them to move their stock more 
often. | 

Prices, without a single exception, are displaying a continued 
strength. While advances are not drastic they are steady and con- 
sistent and still farther increases in prices of staples is to be ex- 
pected. 

The steel industry has increased its sales and output and the mills 
in the Chicago district are now operating at close to 85 per cent of 
capacity. Prices here are also showing an advancing tendency. 








AUTOMOBILE ACCESSORIES.—The - eeeepuensinnniperasiotiecioes 


demand at this time is only fair, aS | active demand at the new higher price 
is to be expected with the advent of  jeyels. 


‘ 





cold weather. é, We quote from jobbers’ stocks, 
We quote from jobbers’ stocks, f.o.b. Chicago: Carriage bolts, cut 
f.o.b. Chicago: thread, 45-5 per cent discount; small 
Spark Plugs.—Splitdorf, 50c. each; carriage bolts, rolled thread, 50-5 
regular, 58c. each; Champion X, 45c. per cent aCe machine bolts, 
each; Champion Blue Box line, 53c. cut thread, 50-5 per cent discount; 
each; A. C. Titan, 58ec. each; lots of small machine ‘bolts, rolled thread, 
100, 56e. A. C. Special Ford, 44c. 50-10-5 per cent discount: all stove 
each. bolts, 75-5 per cent discount; lag 
Spot Lights.—Anderson, No. 3289, screws, 60 per cent discount. 
$6.50. 
Horn.—A. A. Electric (Ford), $4 BUILDERS’ HARDWARE.—tThere are 
each. no signs of a let-up in the demand as 
Jacks.—National Standard No. 21, : & et P : d 
$1.20 each. building operations continue unabated. 
_ Pumps.—Rose, 1%4-in. cylinder We quote from _Jobbers’ stocks, 
’ Ch Cece. NY oan dine — f.o.b. Chicago; 3% 3% steel butts, 
wake "aaa aie ieee oe ots, case lots, old copper and dull brass 
40 r - ate ge orate pO pase cote. | finish, $2.76 per doz. pair: 4 x 4 steel 
ne Tile strung —— butts, old copper and dull brass fin- 
| se tn nae nee. ce eee ish, $3.84 per doz. pair; heavy steel 
$8.60 — + ee, eee ~- _ > uae bevel inside sets, case lots, $6.75 per 
ve.09 Cat, Gray senner tubes, ~~ = doz.; steel bit-keyed front door sets, 
3 i yt each, red inner tubes, 30 x $1.75 per set: wrought brass bit- 
3%2, $2.20 each. | keyed front door sets, $3.25 per set: 
AXES.—Sales are seasonably good and ~~ camel front door sets, $7.50 per 
prices firm. | 
: a _CHAIN.—Prices are unchanged and 
We quote from jobbers’ stocks, 
f.o.b. Chicago: First quality single | sales show a pe earangpsiondi een | 
bitted unhandled axes, 3 to 4 Ib., $14 _ : 
base; good quality black unhandled | chains. 8. 50 per 100 lb.: Tenso, Bull 
axes, same weight, single bitted, $13 | Dog and Brown coil chains, 50-10 per 
doz. bas -_ single bitted handled AXe€¢S, cent discount No. 00-41 electric 
$15.50 to $24 per doz., according to welded cow ties, $2.75 per. doz 


quality and grade of handle; special 
ar: e handled axes, $12 per COPPER RIVETS AND BURRS.— 


unguaranteed 
doz. base. Prices are firm and there is a good 


BOLTS AND NUTS.—There is a good | steady demand. 
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We quote from jobbers’ stocks, 
f.o.b. Chicago: Copper rivets and 
burrs, 45 per cent discount. 


ELECTRICAL AND RADIO MER- 
CHANDISE.—There is a heavy de- 
mand for all items, radio supplies sell- 
ing especially well. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 

Electrical Merchandise — No. 14 
rubber-covered wire, _$8 per 1000 ft.; 
in 1000-ft. lots, $7.75; No. 18 lamp 
cords, $13.64 per 1000 ft.; in 1000-ft. 
lots, $13; %-in. brush brass key 
sockets, 18c. each; two-way plugs, 
45ce. each; in lots ‘of 10, 40c. each; 
one-piece attachment plugs,  13c. 
each; two-piece attachment plugs, 
12c. each; dry cells, boxes of 50, 
a each; less than case lots, 34c. 
eac 

Radio Supplies.—Radio B batteries, 
No. 766, $1.40 each; No. 767, $2.62 
each. 

Battery Charges.—Apco line, in 
lots of less than 10, $13.50 —, net. 

Tubes.— Cunningham and R. C. - 
$2.50 list. Discount, 25 per cent. 

Loud Speakers.— Western Electric, 
No. 522W, $9.50 list. Discount, 30 
per cent. 

FIELD FENCE.—The current demand 
is slow, but there is some ‘business be- 
ing booked for spring delivery. 

We quote —— jobbers’ stocks, 
f.o.b. Chicago: 726-6-12%, $29.02 per 
100 rods; 1848- 6- 14%, $44.08 per 100 
rods. 

FILES.—Sales are showing a satis- 
factory volume and prices are firm. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: American files, 60-10 
per cent off list; Nicholson files, 50 
per cent off list; Black Diamond files, 
40-10-5 per cent off list. 


GALVANIZED WARE.—The advance 
in black sheets, with peak prices on 


_spelter, has further firmed manufac- 


turers’ prices, with jobbers’ prices ad- 


_vancing somewhat. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Standard galvanized 
after made tubs, No. 1, $640: No. 2 

.20; No. 3, $8.35; 10- -qt. te d 
after made pails, $2. 25; 12-qt., $2.45; 
14-qt., $2.75: 5-gal. galvanized oil 
cans, galvanized breast, $7.50 doz. 


GARDEN HOSE AND LAWN SPRIN- 
KLERS.—Orders for special delivery 


_ continue to show an excellent volume. 


We quote from jobbers’ stocks, 


f.o.b. Chicago: Garden hose, good 
quality, molde d hose, %-in., 11%c. 
per ft. 4-in., 14c. per ft.; 5-ply, 


good ‘quality, wrapped, %-in., 9c. per 
ft.; %-in. 11e. per ft. Lawn sprin- 
here. Rain King, $28 doz.: original 
fountain sprinklers, $8 doz.: Rainbow, 
38-in. high, $24 doz. 


“GLASS AND PUTTY.—Glass takes 


another advance in price. Orders are 


coming in well. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Single strength A, 
25-in. bracket, 85 per cent discount: 
single strength A, 34 to 40-in. bracket, 
$2 per cent discount; single strength 
A, all other brackets, 81 per cent dis- 
count; double strength A, all sizes, 
82 per cent discount; double strength 
B, up to 54 in., 87 per cent discount, 
balance 85 per cent. Putty, pure 
grades, $3.75 per 100 lb.; commercial, 
$3.40 per 100 Ib. 


HATCHETS.—Sales are very good and 
prices firm. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: First quality hatch- 
ets, No. 2 shingling, $11.20 doz.: first 
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The New 
Boston Rubber Chair Tip 


SprinGriP . 
Trade Mark The Tip and Its Parts 















































Brass Washer Brass Nail 





HoktrhirTs 


(Reg. U. 8S. Patent Office) 





nH 





The Rubber Tip with 
the Brass Washer 
and Nail Moulded in 
Same. 


Ha anit tt 














Patented 
Send for Catalogue 


Manufacturers of Rubber Specialties 


Catalog and Senate Gladly on Request THE EL ASTIC TIP CO. 
CONTINENTAL WOOD SCREW CO. 370 ATLANTIC AVENUE BOSTON, MASS. 


New Bedford, Massachusetts, U. S. A. 
































Kx Make Holiday Show Cards Sell Goods 
goss 
(oe 


SAMSON CORDAGE WORKS 


: BOSTON, MASS. 


SASH CORD 


SAMSON SPOT, PHOENIX, and SACHEM BRANDS 


Clothes Lines, Masons’ Lines, Shade Cord 
Awning Line, Dumb Waiter Rope, etc. 


Nothing will attract 
quicker attention to 
holiday goods than 
neatly lettered Signs, 
Price Cards _ and 
Streamers. Your 
clerk can make them 
all with a National 
Show Card 
Writer and 
save your 
money. 


Write for 
Folder and 





Send for catalog and samples 








BRAIDED CORDS - COTTON TWINES Prices. 
National Sign Stencil Co.  39°%, University Ave. 











What’s the Matter 
with No. 80 Fire 
Pot? 


[tp to date we haven’t found a 
thing. Every buyer and user 
says the No. 80 beats them all. 
[It’s quiet, heats heaviest coppers 
quickly, and will melt a pot of 





—_— “Che Pioneer Line” 
| CHILDREN’S VEHICLES 


They dominate the field --- lead the market --- set 
the pace --- in 





Automobiles, Velocipedes, Coaster a metal at the same time. Never 
Wagons, Scooters, Tot Bikes VION BAe clogs, never causes trouble, is 
and other Wheeled Goods cre ec.con fa economical and durable. Dealers 
: rofits are protected. 
Backed by over half a century of manufacturing wacr Wir e's I P 
experience. Gendron Children’s Vehicles are up- CE TROT. MICH. Jobbers supply at factory price. 








' —— A to-the-minute in design, finish, workmanship and 
— Dn yh . 5 ae ver eee Clayton & Lambert Mfg.Co. 
~ Le The Gendron Wheel Co. sil tails ee ann teudien Ge 
vn 846 Superior St. Toledo, Ohio Ast fer letest pute. DETROIT, MICH. 
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quality hatchets, No. 2 broad, $14.45 
doz.; medium quality hatchets, No. 
2 shingling, $7.25 doz.; medium qual- 
ity hatchets, No. 2 broad, $10.50 doz. 
HANDLED HAMMERS. — Prices are 
strong and sales satisfactorily good. 
We from jobbers’ _ stocks, 
f.o.b. Vaughan - Bushnell, 
16-oz. nail hammers, $10.50 doz.; 
Maydole, $12.60 doz.; other makes, 
16-0z. machinist hammers, $7.85 doz.; 
Competitive grade, 16-oz. nail ham- 
mers, $4.50 to doz. 
HANDLES, AGRICULTURAL. — The 
demand is holding up exceptionally well | 


and prices are firm. 


quote 
Chicago: 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 

Hav Fork Handles. — Straight, 
chucked and bored, best grade, 4%- 
ft., $4.50 doz.; 5-ft., $5.50 doz.; XX, 
4%-ft., $4 doz.; 5-ft., $4.80 doz.; X, 
4%-ft., $2.40 doz.; 5-ft., $2.80 doz. 


Hay Fork Handles.—Bent, chucked 
and bored, best grade with strap, 
ferrule and cap, 4%-ft., $7.50 doz.; 
5-ft., $8.50 doz.; XX bent, with strap, 
ferrule and cap, 4-ft., $5.50 doz.; 
41%4-ft., $5.75 doz.; XX bent, 4%-ft., 
$4.50 doz.; 5-ft., $5.50 doz.; X bent, 
414-ft., $3 doz.; 5-ft., $3.40 doz. 

Manure Fork Handles.—Bent, 
grade, 4-ft., $4.75 doz.; 4%-ft., 
doz.; XX bent, 4-ft., $4.15 doz.; 4%- 
ft., $4.40 doz.; Ps eee 4-ft., $2.60 
doz.; 4%-ft., $2. do 

Garden Hoe Handles. —XX. 414-ft., 
$3.45 doz.; X, 4%-ft., $2.40 doz. 

ey ‘Rake Handles. — XX, 5%4- 

$5.25 doz.; X, 5%-ft., $3.25 doz. 
 peeuad Handles. — Regular pattern, 
XX, 4%-ft., $5.90 doz.; X, 4%-ft., 
$3.90 doz.; D handle, best grade, 
$7.95 doz.: x grade, $6 doz. 

Spade Handies.— D handles, best 

grade, $7.75 doz.; X grade, $6 doz. 


HANDLES, TOOL.—Prices are un- 
changed, but stronger, and sales show 
a satisfactory volume. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 

Axe Handiles.— No. 1 Hickory, $4 
doz.; No. 2, $3 doz.; second growth 
hickory, $5 doz.; finest selected sec- 
ond growth hickory, $6 doz. 

Hatchet and Hammer Handles. — 
No. 1, 90c. doz.; finest second growth 
hickory, $1.50 doz. 


HINGES.—tThere is a good steady de- 
mand and prices are unchanged. 


best 
$5.10 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Heavy strap hinges, 
in bundles, 4-in., $1.03; 5-in., $1.42; 
6-in., $1.60; 8-in., $2.70; 10-in., $4.30 
per doz. pair; extra heavy T hinges, 
in bundles, 4-in., $1.56; 5-in., $1.66: 
6-in., $2.08; 8-in., $3.56; 10-in., $5.10 
per doz. pair. 

ICE SKATES.—The demand is very 
heavy. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: Key Clamp, Rocker, 
Men’s and Boys’, bright finish, 75c. 
pair; Half Key Clamp, Rocker, 
Women’s and Girls’, $1 pair; Key 


Clamp, Hockey, Men’s and Boys,’ $1.20 

pair: Half Key Clamp, Hockey, 

Women’s and Girls’, $1.40 pair: 

Tubular Skates, Men’s or Women’s, 

Racer or Hockey, $5.50 pair. 
LANTERNS.—Prices are firm and the 
demand good. 


We 





from jobbers’ stocks, 
Dietz D-Lite, $13 doz.; 
with large fount, $14.25 doz.: Little 
Wizard, $8.50 doz.; Blizzard, $12 doz. 
LARD PRESSES AND SAUSAGE 
STUFFERS.—Sales are showing a 
steady improvement with colder 
weather. 
We 
f.o.b. 
4-qt., 


quote 
f.o.b. Chicago: 


quote from jobbers’ stocks, 
Chicago: Enterprise No. 25, 
$7.28 each; No. 31, 6-at., 
each; No. 35, &8-qt., $8.67 each. 
LAWN MOWERS.—The volume of 
business being placed for spring de- 
livery is increasingly good. 
We quote from jobbers’ 
f.o.b. Chicago: 
Lawn Mowers.—16-in. ball bearing, 
5-knife. 1l-in. wheels, $12.35 each; 
16-in. ball bearing, 4-knife, 10%4-in. 


stocks, 
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wheels, $10 each; 
ing, 4-knife, 
each; 16-in. ball 
bearing, 
each; 16-in. 
8-in. wheels, 
bearing, 3-knife, 8 
each. 


NAILS. — Pig 


ball 


iron 





effect of this should 














We from 
f.o.b. 
$3.15 
$2.20 
galvanized nails 
and longer, 
1-in: 


quote 
Chicago: 


is 


and $48 per gross. 
Discounts same 


stoves, ovens and 


remain firm. 


We quote from 
f.o.b. Chicago: 


$1.10 per gal.; 


$1.13 per gal.; 
gal. 





Reading matter continued on page 90 


10%-i 


9-in. wheels, $7.85 each; 
4-knife, 9- 


$8 each; 
-in. wheels, 


per keg base; 
per keg base. 


Dealer’s discount, 


Linseed Oil. — Raw. 
5-barrel lots, $1.07 per 


16-in. plain bear- 


n. wheels, $8.65 
bearing, 4-knife, 
16-in. plain 
in. wheels, $7.35 
bearing, 4-knife, 
1§-in. plain 
$5.85 


has been very 


strong for the past few weeks and the 


he felt in finished 


products in the near future. 


jobbers’ stocks, 


Common wire nails, 


cement coated, 
The extra for 
now $2 for 1-in. 


$2.25 for shorter than 


OIL STOVES.—A very good volume 
of orders for spring delivery is starting 


up. 
These are list prices. Dealers’ dis- 
counts are noted after each group. 
PERFECTION— 
a a oe |(. .. . occceceuus ye M 
i: ee wee 
a” ea i ce ceceeees 3850 
ee 8 ee 39.50 
Perfection dealers’s discount, 30 and 


5 per cent on lots of 10 or more; on 
less than 10, 30 per cent. 

PURITAN (Improved Model)— 
SF ee $17.50 
a Ve oe Me sce ecccecesees 22.50 
es ee Se ED conecuseeseesa 28.50 
,Puritan discounts same as Perfec- 
tion. 

NESCO— 
on | ON. . cc cccecceses $9.50 
Je) 8 5 17.35 
INO. BLS BS DURMOTB. ccccccccccccs 22.00 
No. 214 4 DUPMePFS.....cccccccce 28.00 
Pe RD OD UNI, o vec ccccceces 39.50 
No. 1102 high shelf only........ 5.25 
No. 1103 high shelf only........ 6.50 
No. 1104 high shelf only........ 8.00 
No. 1105 high shelf only........ 75 

Nesco dealer’s discount, 30 and 5 
per cent. 
Ovens 

PERFECTION— 
No. 211 1 burner plain door... .$2.50 
No. 211G 1 burner glass door.... 2.70 
No. 121G 1 burner glass door.... 4.90 
No. 122G 2 burners glass door... 6.00 
eh ee ees 6.15 


on 10 or more, 


30 and 5 per cent; jess than 10, 30 
per cent. 

PURITAN— 

No. 42G 2 burners glass door...$5.50 

Dealer’s discount, 10 or more, 30 
and 5 per cent; less than 10, 30 per 
cent. 

NESCO— ' 
No. 05 1 burner solid door.. ey 10 
No. 5 1 burner glass door. 2.25 
No. 010 1 burner solid door. 4.15 
No. 10 1 burner glass door.... 4.40 
No. 020 2 burners solid door... 5.15 
No. 20 2 burners glass door... 5.40 
No. 050 2 burners solid door... 5.40 
No. 30 2 burners glass door... 5.70 

Dealer’s discount, 30 and 5 per 
cent. 
Water Heaters 
I i i a eee es ew ental eel ald $45.00 
Pessectsem BO. GES. .cccecccccccs 40.00 
Perfection No. 421.............. 80.00 
Nesco discount, 30 and 5 per cent 
Perfection discount, 30 and 5 per 
cent in lots of 10 or more: less than 
10, 30 per cent. 
Wicks, Etc. 
‘Rockweave wicks, 25c. each. 


Perfection and Puritan, $4 per doz. 


as on oil cook 


heaters. 


PAINTS AND OILS.— White lead. 
takes slight advance, while other items 


jobbers’ stocks, 


barrel lots, 


Lai. 
Linseed Oil. — Boiled, barrel lots, 
5-barrel lots, $1.10 per 





i att caaae — Barrel lots, $1.29 per 
Fal. 
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Denatured Alcohol. — Barrel lots, 
62c. per gal.; steel drums, extra, 
$6 returnable. 

White Lead.—100-lb. kegs, re: 


50-lb. kegs, 8; 25-lb. kegs, $4; 12 
Ib. kegs, $2.05 

Shellac. — (4%- lb. goods), white, 
$4.25 per gal.; orange, $4.05 per gal. 

English Venetian Red.—lIn barrels, 
$3.50 to $6.75 per 100 Ib. 

Dry Paste.—Barrel lots, 7%c. per ib. 


PYREX WARE.—Sales are very good 
and dealers are warned to see that 
their stocks are complete, as the fac- 
tory is busy and running behind. 


We quote from jobbers’ stocks, 


f.o.b. Chicago: 
Bread Pans.— No. 212, $7.20 doz.; 


No. 214, $12 doz. 


Casseroles. — Round, No. 167, $12 
doz.; No. 168, $14 doz.; No. 182, $12 
doz.; No. 184, $14 doz. 

Casseroles. = Oval, No. 193, $12 doz.; 
No. 197, $14 

Pie Plates. oes 202, $6 doz.; No. 


203, $7.20 doz.; No. 209, $7.20 doz. 
Tea Pots.—2-cup, $20 doz.; 4-cup, 
$24 doz.; 6-cup, $28 doz. 
Utility Pans.—No. 231, $8 doz.; No. 
232, $14 doz. 


ROLLER SKATES.— Prices are firm 
and a fair demand is reported. 


We .quote from jobbers’ stocks, 
f.o.b. Chicago: Union roller skates 
$1.40 per pair; for girls, 

i Chicago roller skates 

per pair; for girls, 
$1.40 per pair. 

ROOFING AND PAPER.—The de- 

mand is seasonably decreasing and 

prices remain unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Best grade slate sur- 
faced prepared roofing, $2.30 per 
square, best grade talc surfaced, 
$2.65 per square; medium talc sur- 
faced, $2 per square; light tale sur- 
faced, $1.20 per square; red rosin 
sheathing, $57 per ton. 


ROPE.—There is a good steady de- 
mand and prices are unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: No. 1 Manila Stand- 
ard brands, 24%c. to 26%c. Pe . 

oO 


No. 2 Manila, 23%c. per Ib. 
Sisal, 17%c. per lb.; No. 2 Sisal 
16%c. per Ib 


SASH CORD.—There is a good active 
demand and prices are firm. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: No. standard 
brands, $8.55 per doz. hanks; No. 8, 


$10 per doz. hanks. 
SASH PULLEYS.—The demand 
very good and prices are unchanged. 


is 


from jobbers’ stocks, 
Common sash _ pul- 
barrels, 54c. dozZ.; 
60c. doz.; bar- 
105, 52c. doz.; 


We quote 
f.o.b. Chicago: 
leys, 50c. doz.; 
Common Sense, 2-in., 
rels, 54c. doz.; No. 
barrels, 48c. doz. 


SCREWS.—Prices are firm and sales 
show a fairly good volume. 


We quote from jobbers’ stocks, 
f.o.b Chicago: Flat head . bright 
screws, 82-10 per cent new list; 


round head blued, ‘80-10 per cent 
new list: flat head brass, 76-20 per. 
cent new list; round head brass, 74- 
10-10 per cent new list; japanned, 
74-10-10 per cent new list. 


SOLDER AND BABBITT METAL. 
There is an active demand and prices 
are strong. 


We quote from 
f.o.b. Chicago: 


jobbers’ stocks, 
Warranted 50-50 
solder, $43 per 100 lb.; medium, 45- 
55 solder, $42 per 100 Ib.; tinners’ 
40-60 solder, $41 per 100 Ilb.; high 
speed babbitt metal, $20 per 100 Ilb.; 
a No. 4 babbitt metal, $13 per 
100 


STEEL SHEETS.— There have been 
total advances of $6 per ton on gal- 
vanized sheets by the leading interests. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 28-gage galvanized 
sheets, $5.25 per 100 Ib.; 28-gage black 
sheets, $4.25 per 100 Ib. 
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Ny om DEALERS WANTED EVERYWHERE |... Fence, Gates 
Ge Ba Wrenches 

All that the name implies. 

H. WILL 


HAAG «et 
Mec A 
MS & CO. Ask for Catalog - 


Settees 
i General Iron 
“The Wrench People’’ | 7 4 
New York BUFFALO Chieago E “STEWART IRON WORKS CO., Inc., 225 Stewart Bleck, Cincinnati, 0. 





and Wire Work 
CHAIN-LINK 
- WIRE FENCE 
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yy fy espe Robertson “Horse Shoe Magnet” Hammers 
HANDLES || eer oe 


For Small Tools, Utensils, Electrical Geods, Etc. ges a oe BR a -Pacific Exposition. 
Enameling, both baked and air dried. Name ané design trade marks registered U. 8. Pat. Off. 


STRATTON MFG. CO. Stratton, Maine ARTHUR R. ROBERTSON 94 Portland St., Boston, Mass. 


























NONE BETTER POWERFUL 
SOCKET WRENCH SETS EVEREADY DEPENDABLE 


NINE DIFFERENT SETS COLU MBI A RELIABLE 
The New Britain Machine Company Dry Batteries Pc staan rene 


e NATIONAL CARBON CO., Inc. 
Connecticut ~they last longer New York San Francisco 


CRECOITE TOOLS 


A complete line of qual- 





























Handy Craft 
The New Steel Building 







ity tools at medium 
Toy for Boys ait aan prices, Ash geur sobber 
Retails for 75 Cents or write for Catalog H. 
THE HART & COOLEY CO., New Britain, Conn. MARION TOOL WORKS, INC., Marion, Indiana 


























Waste — Mops — Wicking 
Cleaning Cloths 


Caulking Cotton — Chemical Cotton 
Send for samples and prices 





MASSASOIT MANUFACTURING CO. Oatalog No. 8 A.B. mailed gratis. 
Fall River, Mass. U. 8S. A. 
an abes BUFFALO WIRE WORKS CO., INC. 
New York Office - = - 350 mr eet 4 (FORMERLY SCHEELER’S SONS) 
Chicage Office ° a ™ 189 “West Madison St 518 Terrace Buffalo, N. Y. 

















“1 Make the best Hammer” 


D. Maydole, 1843 


The popularity of Maydole Hammers among Carpenters 

















Machinists and Mechanics attests the fact that we’ ve - . , 

a————<« *“‘Superior’ Screw Driver Bits 
THE DAVID MAYDOLE HAMMER CO. . ‘ ‘ 

nail tng Five Sizes, 4 to % inch 








The Conn Valley Mfg. Co., Centerbrook, Conn., U. S. A. 
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# scREW “ ”” DRIVERS E THE FOWLER & UNION 
Ee a) ie F pesca poeta men 
— onanceo HORSE SHOE NAILS 






“The Toots in Lhe Plaid Bor” 
AMERICAN SAW & MFG. CO. SPRINGFIELD. MASS. 


MACK SAWS - BANO SAWS — SCREW ORIVERS - GLASS CUTTERS 


OF HIGHEST GRADE 
Plant ef 
1000 MILITARY RD., BUFFALO, N. Y. 


















SEYMOUR SMITH 


Self-Piercing Bull Rings. Made in all 
sizes of pure copper. Send for our 
new descriptive catalogue. 


SEYMOUR SMITH & SON, Inc. 
Oakville, Conn. 


} . 
Mi Co. Springfield, Mass Bales Agents: John H. Graham & Co., 113 Chambers St., New York 
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Making Better 
Retail Salesmen 


The training of salesmen is a function that is be- 
ing forced upon hardware dealers by economic de- 
velopments. 


Because of the very definite limit to the salaries 
that can be paid the hardware store must for the 
most part recruit its sales force from the bottom. 
It must take young men with little or no experience 
and make efficient hardware salesmen out of them. 


The hardware dealer can no longer afford to let 
the young man’s development go undirected. He 
needs even from a junior clerk a grade of per- 
formance that will do credit to the store and will 
make the most of the store’s sales opportunities. 


He wants the clerk to become interested in hard- 
ware so he will stay with his job and seek to gain 
a worth-while grasp of hardware merchandising. 


The store meeting is proving itself a very effective 
training medium. It gets the members of the 
sales force interested in the game of selling hard- 
ware, it awakens their curiosity as to the rules of 
the game and prepares them to understand and ac- 
cept the rules that govern good retail sales prac- 


tice. 


For the success of your business and the success- 
ful development of your salesmen themselves, put 
the store meeting idea to work for you. 


Get your men together and start a round-table dis- 
cussion of your store problems and see what a uni- 
fying effect will soon be in evidence. Valuable 
ideas will be brought out in the discussion of any 
of the many helpful thoughts that may be readily 
gleaned from this issue of HARDWARE AGE. Look 
over the editorial contents and note among others 
the following as.suggestions for discussion: 


A New Christmas Gift for the Mechanical- 


ee ee Page 7 
When Does a Nut Fit a Bolt?.......... Page 12 
A Display Stand of Wide Utility........ Page 39 


An Idea That Makes Every Householder a 


Prospective Rope Customer........ Page 43 
Can Your Auditing and Posting Be Done 
PTT CT TTT eT Page 49 
A Happy Combination for Every Home. .Page 65 
A New Parlor Heater Proposition... .. . Page 71 
Construction Details for Floor Hinge...Page 94 
Sell Water Systems in Post-Harvest Sea- 
eS oe ee eee Page 95 
Are You Ready for the Ice Tool Season? .Page 104 


HARDWARE 
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Profitless Prosperity 








(Continued from page 38) 


ference to what happened to the wage worker is 
gone forever. While this is partly due to stronger 
self-assertion on the part of the worker, that is only 
a part of the story. The fact of the matter is that 
the human factor is more regarded, and the general 
happiness of the mass of people means more in the 
world’s thought than it ever did before. 

(4) The over-equipment of many industries and 
trades, due to the fact that an era of intensified com- 
petition, beginning about 1890, neglected to provide 
for any adequate statistical and reporting machinery 
to tell the individual manufacturer how the equip- 
ment in his line corresponded with the public ca- 
pacity to consume its products. 

I yesterday talked with a clay products manufac- 
turer who believes that the easy credit conditions 
created by the Federal Reserve System have reacted 
badly on established lines of business by making it 
possible for anybody to secure credit and begin com- 
peting in any line. 

Very sincerely yours, 
(Signed) PAUL W. BROWN. 


* * * * 


This short letter of Mr. Brown is just full of 
meat. To me, the idea that easy credit condi- 
tions created by the Federal Reserve System are 
reacting badly on established lines by largely in- 
creasing competition, is an entirely new thought. 
There is no doubt that this is true, and the lesson 
to be learned is that the old-established lines of 
business must be very much awake—very much 
up on their toes—to hold the volume of business. 
that they have built up in the past or that has 
simply gravitated to them because of lack of 
active competition. 

* K * BS 


Mr. Brown refers to the retirement of Messrs. 
John V. Farwell & Company from the dry goods 
trade as a striking illustration of the change in 
the machinery of distribution induced by the 
speeding up of transportation. There are other 
very significant things happening in the trade. 
New York City for many years, through several 
large wholesale drug houses, has been an im- 
portant factor in the national distribution of 
drugs in a jobbing way. In the past year two of 
the oldest and largest New York wholesale drug: 
houses have liquidated and closed up their whole- 
sale business. Their jobbing sales totaled $10,- 
000,000 per annum. Both houses have given up 
jobbing and will devote their attention in future 
exclusively to manufacturing. In both cases the 
executives of these houses have stated that they 
found that a national jobbing drug business could 
not be conducted profitably from New York. The 
local drug jobbers over the country have taken 
the business. One reason for this is improved 
transportation, just as Mr. Brown states. As we 
all know, long ago the New York national whole- 
sale jobbers in almost all lines gave up the fight. 
The hardware jobbing business from New York 
has never cut much figure in national trade, but 
it is less today than ever before. It is evident 


that the whole drift of all jobbing business in all 
lines is toward a smaller territory intensively cul- 
tivated. One reason for “profitless prosperity” is 
the attempt to make large sales under illogical 
and unnatural conditions. 
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$1000 a Week in Auto 
Accessories Sales 


(Continued from page 23) 





complete set of tools. Let’s review this sale. The 
customer asked for a hub cap which costs 15 
cents. Simons sold him four at 60 cents and four 
plugs at $2.00, making the total sale of $2.60 on 
a 15 cent requested purchase item. Good mer- 
chandising. 

“What reaction does the average prospect show 
when solicited on additional purchases?” we asked 
this Boston merchant. He replied: “On auto ac- 
cessory lines the prospect is always interested in 
additional items. Too often the average motorist 
has been caught shy in an emergency, conse- 
quently a well worded suggestion on some neces- 
sity always gets at least a warm reception. The 
man who buys a used car and tells us is im- 
mediately the target for an interesting volley of 
selling appeals. He is sure to need new plugs, 
fan belt, bulbs, maybe a tire, ignition points, 
tube repair outfit, and perhaps some wire or a 
complete wire assembly. We talk the economy 
of being prepared, and always mention our com- 
plete assortment of ignition parts. In fact the 
hardware merchant should handle auto acces- 
sories and he should specialize on something like 
ignition points driving home at every opportunity 
the fact that he has a complete stock on ignition 
parts or whatever his specialty may be. This 
emphasis identifies the store for that particular 
class of accessories and naturally brings the same 
store to mind whenever another accessory item 
is needed.”’ 








Isn't It So 


Said the customer who was looking at the hand- 
some folder the salesman had given him, adver- 
tising vacuum bottles, “All this advertising us 
customers have to pay for. Why don’t old man 
Vacuum cut out the advertising and cut the price 
down on his bottles. It don’t pay him to advertise 
so much. And Pepsin’s gum—why, they could 
sell that two for five if they’d cut out all the ad- 
vertising.”’ 

“How do you know they do so much advertis- 
ing?” asked the salesman. 

“Why, I see it everywhere.” 

“How did you come to think of buying a vac- 
uum bottle?” 

“Oh, the advertisements say it’ll keep your cof- 
fee hot for your lunch.” 

“Without the advertising,” the salesman con- 
tinued, “you wouldn’t have known about vacuum 
bottles, and ,.you probably wouldn’t have been 
wearing that Hart, Schaffner and Marx suit and 
that Arrow collar and that Young’s hat, or smok- 
ing that White Owl cigar. And your share of the 
advertising on that whole assortment wouldn’t 
buy you another pocketful of the cigars.” 
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No. 4 
CRYSTAL 
COFFEE 

MILL 
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Arcade Crystal Coffee Mills are universal favorites, and 


their popularity 
meritorious performance. 


is justified by, neat appearance and 


These mills are furnished in 


blue, white or black enamel to harmonize with other 
furnishings in the modern kitchen. 











» 
No. 4 CRYSTAL 


The No. 


3 Crystal, 


Good Ho 
ont institute ¥ 


while slightly different 
in general appearance from the No. 4 has the 
same adjustable grinding burrs and is first 
of all a quality mill. 
glass canister and graduated glass cup. 

We can furnish an attractive display stand 
to dealers containing a combination of these 
two mills, or two of each number if desired. 
Place them in a prominent place in your 
store, and they will reflect their merits. 


It has an air-tight 


The No. 4 Crystal is a practical mill, as well 
as a handsome one. ‘The grinding burrs are 
adjustable to any degree of fineness. It has 
an airtight glass canister to hold the coffee 
bean, and graduated glass to accurately 


measure the ground coffee. 
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Write us for catalog—Ask your jobber for prices 


ARCADE MANUFACTURING COMPANY 
Freeport, Il. 
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Store Conforms to Community’s Architecture 


(Continued from page 26) 












BAYsipr 3256 


_ NORTHERN BOULEVARD 
Near Marathon Atenue - 


7 


Kennetu 2D SAINSBURY, Mer. -- 


2) ape a - 





LITTLE NECK, L. 1. 











an important part of the community, truly its 
purchasing agent. Remember he has accom- 
plished this in about three months. 

A line cut of the cottage store is the trade- 
mark of the Marathon Park Hardware Co. Sains- 
bury uses this cut on his business cards, letter- 





bottom “Thank You, Mrs. Smith, Marathon Park 
Hardware Co.” At every turn Sainsbury gets 
before his public the line cut of the cottage hard- 
ware store, as a tie-up with the actual building. 

When he opened the business he prepared an 
interesting little folder entitled, ‘Yes, it’s a Hard- 








[ts a 


"Feanors you too, have noticed that quaint new building on Northern Boulevard, near 


HARDWARE 
Store / 


necessary to your home. 











Marathon Avenue, Little Neck, and have wondered what it was to be. 

Perhaps again, you will be surprised to know that it 1s a Hardware Store! And 
as the exterior is attractive, so you will find the interior. The showcases and shelves are 
well stocked with the bright new things you want, the odds and ends of Hardware so 


Then too, just as you like the friendly atmosphere of the outside, so you Will like 
the experienced eagerness to serve you fairly and well. 

The MARATHON PARK HARDWARE COMPANY makes its bow, unlocks its door and 
spreads the “WELCOME” mat before its hearth. 








heads, on his delivery truck, bills, and on his 
“thank you” cards. The last mentioned is a good 
stroke of psychological advertising. On all de- 
livered merchandise he incloses a plain card on 
which is printed in colors the line cut of his cot- 
tage store. In pen and ink he writes at the 


ware Store.” The title and the little line cut were 
on the cover. Inside he told the story of his 
aims as community purchasing agent. This book- 
let, the business card and the “thank you” card 
are all reproduced with this story. 





Try Beidenkopt's Merchandising Tonic 


(Continued from page 35) 


flocking to department stores and chain stores; 
How to increase your sales in slow moving mer- 
chandise; How you can become a merchant in- 
stead of simply working for your bread and but- 
ter; How to advertise the right way so that every 
dollar spent will be returned to you five to ten 
fold. 

Now please bear this in mind. I don’t care a 
darn whether you like my way of writing or not. 
As stated above, I’m not going to write a lot of 
‘“Sull” or cater to your vanity. So, if you are 
thin skinned and can’t stand real constructive 


criticism all you have to do is not to read these 
articles. But if you are not afraid to take my 
prescription and its medicine, you will be a darn 
sight happier when it comes time to pay your 
bills, because it will be much more pleasant to 
mail your jobber a check than a request for an 
extension. And Oh, Boy! how much easier it is 
to count money than it is to count hardware at | 
inventory time. 
Yours for More Business, 
CHAS. K. BEIDENKOPF, 
Merchandiser. 
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No. 3691 ‘Crystal Towel Bar 





No. 3724 Opal 


03691 Opal with White Posts 


While beauty stands right out in 
INGCO Bath Room Fixtures, 


remember that enduring service is 
there, also. And service counts. 


The point for dealers to empha- 
size is that the quality of these 
well known fixtures isn’t all in the 
attractive finish, though that is 
important. 


In Selling Bathroom Fixtures Feature Service 


The Solid Brass base means that 
constant contact with dampness 
and water will resist the destruc- 


tive action of rust and insure per- 


manently lasting service. 


Choose from over 300 designs fin- 
ished in either extra heavy nickel 
plate, or the highest — of 
white enamel. 


AMERICAN RING COMPANY 


Waterbury 


BRANCH OFFICES: 


New York, 2 Hudson St. 


San Francisco, 116 New Montgomery St. 





Connecticut 


Boston, 170 Summer St. 
Chicago, 29 E. Madison St. 
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BY 
BRIDGEPORT, CONN. 





THE BRIDGEPORT SCREW CO. 


Bridgeport, Conn. 
Representatives: 


George E. Quigley, Detroit 
Milton Pray Co., San Francisco, Los Angeles, Seattle 
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Pond Hdwe. Specialty Co., Los Angeles, Calif. 


New “SHELBY” Checking Floor Hinge 


DJUSTABLE PIVOT 


















SPEEDO AOJUSTMENT 


OIL RETURN TUBE 
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BALL VALVE 
HARDENED ROLLER PISTON 


Some Striking Advantages of This Double Acting Hinge: 





It is a door check and hinge combined. 
It closes the door gently and quietly. 


It stops door at center, thereby prolong- 
ing life of hinge. 

All mechanism is constantly working in a 
non-freezing liquid in case beneath floor. 


Perfect alignment can be obtained by 
merely loosening the screw on one side 


of the door and tightening the one on 
the opposite side. 

Closing speed of the door is regulated by 
needle valve extending through floor 
plate. 


- It has positive hold-open feature; can 


also be furnished non-hold-open or hold. 
open on one side only. 

Equipped with specially designed pivot 
and socket. 


Manufactured by 


The Shelby Spring Hinge Co., Shelby, Ohio 


Coast Representatives 
D. L Herman, Seattle, Wash. 
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SULL FINISH 
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The “Long Distance” Customer 


The fact that a certain station is hard to 
get on his radio makes no difference to 
him—it’s the “programme” he’s after 
and he’s going to get what he wants. 


The fact that your store may be a little 
further for him to go—isn’t the point— 
“Perfect” Brand Screen Cloth 1s what 
he’s after and the dealer who has what 
he wants gets the business. 


PAINTED SCRE" 
WIRE CLOTH | 





Your Jobber stocks “Perfect.” 





AMINUULLULLALAUALOLUOIOILVLANYLLULAUUAELUQONLRNGLiLOUHUUAUG UU HEU UAAO UOTE 


LUDLOW-SAYLOR WIRE CO. 
St. Louis, Mo. 
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“Why didn’t 
FREE 
you. sell me rig hander 
icture - rame 


display stand 


















NoMa : 
of people Fig. 2085 1-4 D ; hat sell ea. Bi Cc 1i 
estarting, set ving, _ self ISPLAY 15 what sells e La ross line. 
who enter your sel stating, cope Power Over and over again dealers everywhere 
store every day end, waterste, cotection , if have proved this to their profit. The enor- 

_ Buil i ; 

are prospects for | - of free! ailons a nour mous demand for La Cross prings people 
“M YW capacity- into your store. That demand i created by 
- arve ater ed our great consumer advertising campals™ 
27 per cent increase in appropriation over 
last year’ Show your customers La Cross 
j antiqué-gold, picture- 


Systems. If they 


fully realized the 

convenience of having running water at oe bo oer 

the turn of a faucet and at such little cost age * We ya and orto you free— eth at 

they would sooner or later buy “Marvels.” order for No. 14 assortment of 14 sets at 

But somebody (which is you) must tell $42.45 or tS cash equivalent. 
them of its advantages. he “Marvel” _ La Cross, lem _ nationally advertitn 
— _s pom yor nae cam vou country: From eoast to coast people are ask 
epend on eming for t at: ‘ng for La Cross: andle the La Cross line. 
Complete catalog sent on request. It really sells. It is quality clear through 

Popular prices. You get an attractive mar- 

THE DEMING CO. Est. 1880 SALEM, O. gin of gross profits. 

The nearest distributor will work with you for mutual profit Clip the coupon below and we will send 
BALTIMORE: :+--*“izenion &, Hubbe southern Supply _ COMPREY you the handsome display stand—/ree- 
CHICAGO.---""""" Henion & Hubbell, 217-221 N. Jefferson t. 

DENVGIT See ae eee Hendrie, & Bowne’ f 3 &, Supply, o NEFE 7 S . 
ogee eer Ren a ar ros. ar are or | 4 4 fFawar 
DERE CITY. inglish Tool & Supply Co | SCHN## L BRO . HERS, New ark, N. J. 
LOUISY POLIS. RGR a eate RR ” a Company | veu York showrooms 
pee A ae entra upp!v oO wi av Thi 7 : _ 
RIC BAND. :---<'scccis pump & 8 Sydnor Pump Well Co | 1270 Broadway, at Phirty-third Street 
RG Harris Pump & Supply Co., 316 Secon! Ave. en ee 
ste ebnens*?* Crane Company | 
eCHNEFEL BROTHERS, , 
Newark, N. J 
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CLINTON 


GALVEX Screen 
Wire Cloth 


Pure zinc properly ap- 
plied gives the best protec- 
tion to steel wire. Applied 
after wire cloth has been 
woven, it forms a protec- 
tive coating to all the 
fabric, interlocking every 
intersection and making the 
cloth, in fact, a composite. 


Experience has shown 
that Galvex Screen Cloth 
with its heavy coating of 
zinc, scientifically applied, 
will long resist the destruc- 
tive effects of exposure to 
weather. 


The wire in this cloth is 
drawn from rods made in 
our own steel mill, insuring 
the correct analysis of steel 
for fine weaving wire and 
correct annealing and draw- 
ing to size in our own mills. 
This insures not only a 
uniform grade, but a pre- 
cise grade, a cloth which 
we as manufacturers can 
stand behind and guaran- 
tee. 


Galvex is a cloth of en- 
durance. The rich gray 
color of surpassing beauty 
which appears in the fin- 
ished product lasts well 
under any climatic condi- 
tion. 


Full rolls 100 lineal feet. 
Widths by two inch steps, 
18 to 48 inches. Meshes. 
12, 14, 16 and 18. 


American Wire 
Fabrics Corporation 


Subsidiary of 
Wickwire Spencer 
Steel Co. 


General Offices 


41 East Forty-second Street 
New York 


Western Sales Office 
208 South LaSalle Street, Chicago 


Worcester Buffalo Cleveland 
Detroit San Francisco Los Angeles 
Seattle 
































Approved! 
by the keenest buying 


brains in the country 


Through unity of effort, 
large scale production, the 
elimination of waste by 
the use of efficient ma- 
chines, the hearty coopera- 
tion of satisfied employees 
and specialization, the 
Tubular Rivet and Stud 
Company has for 50 years 
manufactured rivets that 
are the recognized stand- 


ard in their field. 


RATTAN TTT 


TUBULAR RIVET & STUD 
COMPANY 


BOSTON 


Coast Representative 


J. T. McDEVITT 


Postal Telegraph Building 
SAN FRANCISCO, CALIFORNIA 


S 
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SCREW 








Wood Screws—Machine 
Screws—Cap and Set 
Screws—Saw _ Screws, 
and Special Screws of 
every _ description. 
Stove, Tire, Sink, and 
Agriculture Bolts — 
Nuts—Escutcheon Pins 
—Jack, Safety, Plumb- 
ers, Register, Sash and 
Ladder Chains. 





We shall be pleased to 
furnish quotations im- 
mediately upon receipt 
of samples, blueprints, 
or specifications. 


The CORBIN SCREW 
CORPORATION 


The American Hardware Corporation 
Successor 
229 High Street 
New Britain, Conn. 
Branches: 


New York Chicago Philadelphia 
Western Factory: Dayton, Ohio 














CORBIN 


PRODUCTS 


emma DAAIALNSRRINNIN 
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LOWELL 


Quality 


SPRAYERS 












MOVING 
MONEY 
~» MAKERS 


The exceptional salability of 
Lowell Sprayers is clearly re- 
flected in the phenomenal growth 
this Company has enjoyed. Irom 
a standing start in 1900 the 
Lowell Specialty Company has 
become the largest manufacturers 
in the world of hand and com- 
pressed air sprayers. 











Write for booklet describing the 
complete line. 


LOWELL SPECIALTY CO. 


Lowell, Mich., U. S. A. 
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Do You Sell Poultry Supplies? 
The Patterson & Young 
Incubator Moisture Guide 


Scientific — Accurate — Practical 
Solves the Moisture Problem in incubation. 
Is NOT a Hygrometer—BUT Records Evapo- 
ration. Approved by Agricultural Colleges, 
Experiment Stations and Thousands of Satis- 
fied Users. Selling for the first time through 
the Regular Trade. Wide Demand exists 
wherever Incubators are used. Ask Your 
Jobber. 


The Moisture Guide Co. 
Attachments included for “1 turning trays. ; 217 E. Olive Ac. Sprinzfield, Mo. 


Pat. Applied. 
































Genuine Armstrong Try This Stunt 


Stocks and Dies 


om 
ee ee 


Place a Coes Wrench on 
your counter where cus- 


ere me tee 
—_— ——— — 


Are always in working order. They rep- tomers are sure to see and 
resent the utmost simplicity and efh- adjust it. 


ciency in operation. 





| Not every man_ who 
| handles it will require a 
wrench, but those who do 
will most likely purchase 
one in the size desired. 











All genuine Armstrong stocks and dies } 5 ie 
Getting a wrench in the 


bear this trade-mark: : hands of a prospect is half 
the sale—the other half is 
the COES. 


















“wr 


COES WRENCH CO. 
“In Business Since 1841” 








Be Sure You Get the Genuine 











I Worcester Mass. 
! . 
° | . 
The Armstrong Manufacturing Co. Selling Agents: 
J.C. McCARTY & CO.......... 29 Murray Street, New York 
Bridgeport, Conn. JOHN H. GRAHAM & CO..... 113 Chambers St., New York 
FENWICK FRERES........ 8 Rue de Rocroy, Paris, France 
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Have You Ordered 
Crown Tree Holders? 





The Demand Is Greater Now Than Ever seta, 
All Records Again Broken in 1924 \G ref 
SIZE all SIZE (E84 size 


2 in. - 4 — : i The only Holder that has stood the 2 in. 


test of practical use over 35 years 


Graceful—Attractive—Substantial 


Quickly Adjusted, Prevents Accidents and with 
Ordinary Care Lasts a Lifetime 


Order Now—Be Prepared Ss 


<=>—=- NORTH BROS. MFG. CO., Philadelphia, Pa. =~ 


~S) 3 in. 
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Here's the List you need- 
Its Verified 











— 


Hardware Age Verified List 
OF WHOLESALERS AND RETAILERS 


Gives names and addresses of Hardware Retailers, 
with ratings based principally upon annual sales; 
and also shows names, addresses, capitalization, ter- 
ritory covered, number of traveling men, names of 
buyers and lines handled by Hardware Wholesalers. 


CONTENTS 


Wholesale Hardware Houses and Manufacturers 
Agents in United States, Canada and Foreign Coun- 
tries. 

Retail Hardware and Housefurnishing Stores, includ- 
ing Retail Departments of Wholesale Houses in 
United States, Canada and Foreign Countries; also 
General Stores, Lumber Yards, etc., handling hard- 
ware. 

5c, 10c and 25c Stores carrying hardware in United 
States and Canada. 

Department Stores carrying hardware and housefur- 
nishings in the United States. 

Automobile Accessories Jobbers. 

Dealers in Mill, Steam, Mine and Machinery Supplies. 
en Merchants handling hardware and kindred 
ines. 

Sporting Goods Wholesalers and Retailers. . 

Mail Order Houses handling hardware and housefur- 
nishings. 

Woodenware and Willow-ware Wholesalers. 

Paint, Oil and Varnish Jobbers. 

Radio and Electrical Goods Jobbers. 

Plumbers and Tinners Supplies Jobbers. 

Membership Lists of Hardware Associations. 


Hardware Age Verified List of Wholesalers and Retailers 
is indispensable in economic direct-by-mail promotion work 
and also a helpful guide for salesmen’s calls. Every sales 
manager should have one on his desk, and every salesman 
could profitably carry a copy in his grip. Since the previous 
issue was published there have been more than 10,000 
additions and corrections, and these all appear in the Sixth 
Edition which is the current issue. 


Hardware Wholesalers find Verified List of great value in 
‘“‘checking’”’ their retail prospect records. 


$12.00 postpaid 


HARDWARE AGE 


(Verified List Department) 
239 W. 39th St. New York, N. Y. 
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WARREN SYSTEM 





It Doesn’t Cost— 
It Pays! 


Some hardware merchants think of Warren Fixtures 
as simply a matter of cost. They're not! They 
are a matter of sales! 


From such items of expense as rent, light, heat, etc., 
you naturally think of cost—an expenditure from 
which no direct cash return is secured. But Fix- 
tures, like a modern store front or a motor truck, 
are bought because the direct cash returns from 
sales, more than pay for the investment. 


“Increased sales 40 per cent’’—‘‘Doubled the sales in 
our Tool and Builders’ Hardware Department’’— 
‘Practically every customer buys something extra” 
—Greater volume of sales with less clerk hire,”” an 

countless other comments from dealers, tell the profit 
story. 


Just consider what it now costs you to be without 
Warren Fixtures—how you pay for them repeatedly 
through lost sales that should be yours. Then figure 
how much they would pay you through increased 
sales and profit. ‘ 


Forget the idea of cost! Warren Fixtures PAY— 
pay big dividends—because they sell. May we sug- 
gest how to make them PAY in your store? Cata- 
log upon request. 


There is no Substitute for 
Warren Fixtures 


A. F. Bledsoe, Rockwell 


News Item: ‘civ. tows, hes "re 


arranged his st d in- 
stalled Warren Sectional Fixtures. ilies 


J. D. WARREN MFG. COMPANY 
159 No. State St., Chicago, Ills. 
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Buy spruce ladders and step ladders. Don’t buy cheap lad- 
ders and step ladders: 


money to settle. 


Send us your order and we will ship and give you spring dat- 
ing, guarantee you against decline. 
Send for latest price sheet 


Ww. W. BABCOCK CO, Bath, N. Y. 


You buy accidents. 
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_ SL” ey FHA AeA 
ri 
mA. 


WOT hd JTLT a1 


They cost you 














Lupton 


Shop Equipment 
of Steel 


Made of pressed steel, 





Tool Cabinet 





e. Height, 31°; ship- 
ying weight, 25 Ibs. 


hey accommodate 26’ 


to 33” tops. Excellent 
for shop, factory, or 
shipping room. 


electrically welded, these 
Lupton Bench Legs are 
light, strong, and dur- 
abl i 





Light yet sturdy steel 
shelving units which are 
easily moved. Ship 
assembled ready for im- 
mediate use. Madein 13 
different styles to meet 
every storage problem. 
Dimensions: 7’ high, 3’ 
wide, 1’ deep. 


Cheapest in the long run 


NY or all of these items of equip- 
ment are priced only slightly 
higher than corresponding items made 
of wood, but they will last many times 


longer. Lupton Steel Shop Equipment 





A great help in keeping tools 

rom wandering i 

are adjustable on 3” centers 

The door hasacylinder lock. 

Dimensions: Height, 36’; 
o 


Width, 24". Depth, 16”. 


will not warp, splinter, nor rot, and, 
on the whole, will prove to be the 
most economical. 


Write to us for detailed information 





Founded 1871 


2235 E. Allegheny Ave. 
= 


DAVID LUPTON’S SONS CO. 


Philadelphia 
785 











Paint, Like 
Advertising 
Works Wonders 


MILLION dollars a letter is the 
value placed on a slogan used to 
advertise Paint and Varnish. 


What made the “Save the Surface” 
slogan so popular? Good advertising 
and the thought it contained: To save 
property as well as improve tts appear- 
ance. 


Now Paint, like advertising, can be 
made to work wonders. 


But don’t expect dealers to spread 
your paint story and consumers to 
spread your paint unless you mix your 
paint message with good advertising 
and spread it in the right medium. 


That medium is the Paint and Var- 
nish Issue of Hardware Age—the 
fourth issue of each month. 








November 19, 1925 
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The Dealer Who Says “Cleveland” 
‘““SURE Grindstones 


We've got ‘in 
S Are Familiar 
is the dealer who knows to Every Farmer 


from experience that Lit- 
tleford Salamanders move 
fast and net him a liberal 








There is hardly a farmer who 








profit. Salamander season is not familiar with “Cleve- 
is here. Cash in on the “ : 

demand by sending ws land” Grindstones. For in all 
your requirements. Little- one , 

Liberal |: ford Salamanders are probability his father and per- 
ny 2 made “a “ee ie haps his grandfather used 
Ss1Zes, 9 an . 

smenenes diameter. Knocked down, “Cleveland” Grindstones. 
on they occupy minimum : 
. storage space. Write now . . 
Quantity amg acs Rana Consequently, there is a selling 


Orders LITTLEFORD value in the name “Cleveland”’ 
SALAMANDERS that immediately makes 


‘““Cleveland”’ i 
Manufactured and Sold by Grindstones by 
far the preferable line to 


LITTLEFORD BROS. 
402 East Pearl Street handle. 
CINCINNATI, OHIO 














STERLING 
(Patented a 21, heen Substantial light running, 


mounted with a ‘‘Cleveland’’ 
Grindstone, genuine Berea 
or Lake Huron grit, which 
we alone manufacture. 19 

bf: att ao ; to 22 inches in diameter. 
no MFG. CO. " BUFFALO, N.Y. U. 4 A. 14%,” to 24%” thick. Frame 

; can be set up in a jiffy— 








+ SSS SS a Se aes SS Se ae 


(iat tents Terry a 


— 





merely by manipulating one 


KEYSTONE “SOC-KIT’”’ bolt. Shipped knocked down 


and crated. 


Eight different size auto sockets, socket screw driver 
and 9-in. hex. steel handle in a handy pressed case 
of heavy gauge enameled steel. 

“Keystone Quality.” Send -for Discounts. 


The Keystone Manufacturing Co. 
Buffalo, N. Y. 





Harvest King 


Frame of heavy angle steel 
14%” x 1%” x ”, strong- 


























Sales Representatives—Surpless, Dunn & Co. ly braced and is equipped 
New York Chicago with our standard high 
| “ grade sebected ‘‘Cleveland’’ 
| Grindstone. Shipped folded 

complete, stone crated separ- 


ately to save freight. 





The Cleveland Stone Co. 


Artificial Abrasive Division 


F775 Gal CLEVELAND, OHIO 
T Gotiefied Grinding Wheel Factory, Tiffin, Ohio 
LS 6 moral NEW YORK panies CHICAGO 
Profitable | : pt ae 





Sales 


ssell Jennin ings I Mfg.Co, 


Chester, 219182 


—a Cleveland Stone Company prod- 
uct will do the work—do it well. 
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Pat. Apr. 18, 1916 
















The Only Mop Pail That Has Mop Guards 


The BULLDOG Mop Wringer has a feature found on no other make. 
The Pail is made with Patented Mop Guards which unfailingly prevent the 


mop strands from clogging the bearings. 

This feature alone soon saves the cost of the entire pail. Another 
BULLDOG feature is the Triple Rollers which squeeze out more dirty 
water in one operation than any other mop wringer. These Rolls are 
Seasoned Hard Maple. Pails are Cedar. Castings all malleable. 

Made in two sizes. Standard 14 qt. and Janitor 20 qt. Tested and approved by the 
Good Housekeepitg Institute conducted by Good Housekeeping Magazine. - Big sellers 


to Office Buildings, Janitors and Housewives. 
_ Write your jobber for prices. 
- We do no traveling! 
We will quote you, of course, 
if you prefer. 





Slot tor Approach Fol! 








Manufactured by 














ne) Bushnell Novelty Co. 
' Mansfie!d, Ohio, U. S. A. 


Pioneers 
Fetablished 1896 











Proved Best by 








Actual Test 


Tremont Hardened Steel Cut Nails 
are cut from high carbon steel that 
by actual laboratory test contains an 
exceedingly small percentage of im- 
purities. This metal is rust resisting 
to a remarkable degree and will not 
bend, crack or twist while being 
driven. 


Tremont Nails are scientifically de- 
signed to shear their way into the 
wood in a manner that insures a 
strong, permanent grip. They are re- 
markable for their strength of head, 
an important feature in the con- 
sideration of the quality of cut nails. 
All these mechanical superiorities 
make admirable selling arguments 
and in the actual use of the nails 
themselves assures the customer 
satisfaction that is so necessary to 
the welfare of your store. 


Sell the Tremont Brand 


Tremont Nail Company 
205 Lincoln St., Boston 


NAILS 


Wood Screws 
Machine Screws 
Cap Screws 
Set Screws 
Stove Bolts 
Sink Bolts 
Hanger Bolts 
Nuts 
Rivets 
Burrs 
Specialties 
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7 Every individual unit must meet Reed & Prince standards of a 
quality and accuracy. Whether finished plain, blued, nickel, 
brass, copper-plated, sherardized or hot-galvanized, it may be 
selected with the utmost confidence . 





—————— 
REED & PRINCE MFG.CO, _ 


WORCESTER, MASS,U.S.A. 
sre senatrcHico NORE RNS, _—_——=—=——S 
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“ALWAYS 








COVERED BY PATENTS. 


eliminate waste of gasoline. 


soldering iron holder. 


LACQUERED. 


RELIABLE.” 


NO. 57 QT. NO. 58 PT. Offices in New York City, Chicago, Fort 
Worth, Denver, Helena, Mont., San Francisco, 
Los Angeles, Seattle, and St. Thomas, Ont. 


Recommended 
for BEST RESULTS 


Made with heavy brass shells and bottoms. 
Shells re-inforced inside. Bottoms funnel- 
shaped to permit prompt re-filling, and to 


patented ‘“‘NEVER LEAK” pump, which has 
double shut-off. Also fitted with patented 
improved burners which give perfect results. 
Rurners have improved wire wheel handle, 
and patented “ONE-PIECE ADJUSTABLE”’ 


TANKS ARE HIGHLY POLISHED AND 


Also a full line of plumbers’ tools. 


the all ’round Sharpener! 


Knife, scissors, sickle, anything, “Shar- 
pit” will keen-edge double-quick. It’s a 
wizard seller—low priced and good profit 

maker. Send for our special offer! 


DAZEY CHURN 4 
MFG. CO. 
4301 Warne Ave. 
St. Louis, Mo. 





Fitted with 
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BROWN & SHARPE TOOLS 


Jobbers supply at factory prices. For Nearly 100 Years There Mas Boon Ma 
OT TO BERNZ CO INC Substitute for Brown & Sharpe Quality 
7 
Newark N J ; ; Seud for Small fool ¢ atalog No ra) 
(Ry 7 . 


BROWN & SHARPE MEG. CO. 
ROVIDENCE. RR. FI Ct ay 
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1924 MODEL DOOR CHECK 











No. 1812 


THE BRAINERD LINE 


Have you received the miniature cata- 
log illustrating and describing 


RADIO HARDWARE? ; 


If you haven't, ask us for it. We will gladly send tt. 


THE BRAINERD MFG. CO. 


EAST ROCHESTER, N. Y. We Give an Absolute Two-Year Guarantee 
All Cuts Reduced Size Covering This Check 


Illustration shows with HOLDER ARM; can be supplied with 
REGULAR ARM. 
Operates RIGHT or LEFT-HAND doors without any change 
in the mechanism. 

Circular upon request 





THE OSCAR C. RIXSON CO. 


4450 CARROLL AVE. CHICAGO, ILLINOIS 
NEW YORK OFFICE, 10! PARK AVE., N. Y. 

























How to cut your rent 


Do more business per square 
foot of floor space by using 
Heller sales- making store 
equipment. 


It cuts down your rent, per 
dollar of sales; it reduces 
your cost of selling, yet lets 
you pay your good, clerks 
better wages; it reduces 
your advertising cost, and 
lessens your general over- 
head. 


Any representative of the 
Heller Organization has in 





Hand Corn and Potato 
PLANTERS 


The Acme line is the standard of the 
world. Built by the largest factory 
in the world manufacturing hand 
corn and potato planters and hand 
sprayers exclusively, the Acme repu- 
tation is your assurance of quality. 


Our guarantee permits you togive the custom- 
er an individual guarantee on each tool. Tell 
him: “If it isn’t all right, bring it back.” 
Seasonal advertising in farmer and grower 
journals helps keep Acme in the lead. 
























A Complete Line A his pocket the facts to prove Thie te the book 
from One House how Heller equipment has - phage 
. : ae . that will help you 
the Acme line. Renew you. Ask for the facts, and I’s FREE. Ask 
your stock frequently get started now to making for it today! 


more profits. Act promptly. 


W. C. HELLER & COMPANY 
767 Bryant St., Montpelier, Ohio 
20 Vesey St:, New York City 









from the jobber 
nearest you. En- 

joy rapid turn- 

over and good 

profits. / 
Write for f 
Catalog and 

Dealer 

Selling 


, Melee W. C. HELLER & CO., Montpelier, Ohio. 28A 
Please send the new book, “The Heller System of Larger 
Profits.” 
Potato <n gs o.6 66d 6 605.8% Os ve CEN S Cee eionuseceréuneeaneena 
Implement Co. NN 6 6's. 64 6.0.6.6 CORAAESDODESO4S4 00 044 OC F406 OKC CORON 





Dept. 11 Traverse City, Mich. 


“ee eeseeeteee#eeeneneeneeeeneeeneteneeeeeeeeeeeeeeeneeeeeeeeeeeeeeee 
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HACK SAW BLADES MACHINES 





“REDUCE YOUR COSTS” 


Samples furnished for testing. 
Write for catalog and prices. 
Sold by Jobbers. 





DIAMOND SAW & STAMPING WORKS 
BUFFALO, N. Y. 





American Steel & Wire 


WIR one 


Chicago, New York, Bostos 

Denver, Birmingham, Dalles 
U. 8. Steel Products Ce. 
Gan 4 Los —— 

a, B= bar ney Am. Glidden, Am. man 

Perfect, onaeen Junior, 
NAILS. ‘SPIK S) STAPLES, 1 CKS, Hot Galv’ nd Nalts. 
ZINC INSULATED FENCES + y Ad Royal, Anthony, 
National, U. S., Banner. Steel Gates. 
BANNER (former! Gevew) STEEL POSTS. 








CONCRETE ORC 
BALE TIES: Old reliable brands. 
TELEPHONE WIRE. 





wWiRE tor every purpose. 
Quick Delivery. Write us for selling plans. 











BURNLEY 


The Soldering 
Paste that has 
satishied cus- 
tomers for over 
23 years. 





MAll rw 
B oa 


Sample free. 


BURNLEY BATTERY & MFG. CO. 
NORTH EAST, PENN. 




















Advertised 
25 years 
Used in Millions of Homes 
Moore Push-Pins 


Glass Heads - Steel Points 










Moore Push-less anon 
“The Hanger with the Twist’ 


| Constant Demand 
| for These Dependable Articles i 
Attractive Counter eles 
Ask Your Jobber 
Moore Push-Pin Co (%*7"*) Philadelphia, Pa. 
Originators of ‘‘Devices for eatin up Things” 














C G-w rt Tl pw, Ice Too 


je oN 


4 


Tool Gls | 


tillii d| KO MD OLS mit 


Made in all types for every ice harvest- 

ing and handling requirement 

Write for price list and discount sheet. 
GIFFORD-WOOD CO. 


“s 7 Hill St., Hudson, N. Y. 
i New York Chicage Boston tee 


* eae 


< Nee z ‘ 


i 








Sales 
Accounts 
Wanted 








Are you desirous of secur- 
ing good Sales Accounts to 
handle ona commission 
basis ? 


If so, look over the ads in 
the ‘‘Classified Opportunities 
Section”’ in this paper. 


It’s the place to find them. 
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Osborne High Grade Punches 


Arch Punches 


Revolving Punches 


Belt Punches. 
Spring Punches 


quality. 


and Oval Punches. 


making our p.i-ducts. 


©. 8S. OSBORNE & CO., NEWARK, N. J. 
ESTABLISHED 1826 








A varied and attractive line for the Hardware Trade. Also: Leather 
Workers’, Trimmers’ and Upholsterers’ and Plumbers’ Tools of superior 


The above tools will please your customers, as well as our famous Round 


Remember we have had 99 years of successful manufacturing experience, 
employ only skilled workmen and use the finest quality of materials in 


We stand back of every tool we make. Try us. Write for Catalog 
and Prices. 








[eoeges 


Screw Plate Sets 


e 99 
eps Moving 
It takes steam to make an engine ‘‘Go’’ and it takes more than good 
materials to keep tools moving. 

We've built ‘‘Go’’ as well as Quality into the complete line of ‘‘Threadwell” 
Tools. Get the Catalog. ° 


The THREADWELL TOOL CO., Greenfield, Mass. 
ces: 





New York City Philadelphia Chicago Cleveland San Francisco 
396 Broadway 809 Harrison 300 Wrigley 135 St. Clair 604 Mission St. 
Bldg. Bldg. Ave. N.E. 

















Best In Winter— 
As Well as Summer 


In the strongest wind or biting cold the 
Turner No. 45 keeps’ going. The Patented 
Burner Baffle and Heater Plug perfectly gasifies 
present-day kerosene or gasoline. No orifice 
trouble—it has a patented Adjusting and Cleaning 
Needle separate from Shut-off Valve. The patented, 
seamless, polished Brass Tank has but one opening 
and that above fuel line—leak proof. Patented Auto- 
matic Safety Valve prevents explosion. The Pistol 
Grip fits anv hand comfortably. FEARLESSLY 
GUARANTEED. 


Order from your jobber. 
Write us for new catalog. 


Edgewood Ave., Sycamore, IIl. ~ a 


The World’s Largest Exclusive Manufac- 
_turers of Blotorches, Fire Pots and Brazers. = 












No. 45 
1 Quart 











PaineT oggleBolts 
The only epring type toggle 
on the market. 

The wings open in- 
stantly in any position 

in hollow material. 
Any style head 
Any length bolt 
Standard bolts threaded 
to hea 
Requires no guiding— 
just insert—The spring 
does the rest. 


Samples on request— 
no charge 


THE PAINE COMPANY 


Cor. Sacramento Blvd. & Carroll, Chicago, Ill. 
33 Warren St., New York, N. Y. 





IDEAL LINE 
ROLLING STEP LADDERS 





Pri Prompt 
rices e 
are 25% Shipments 
lower than 
any other We make 
Rolling = —_ fit 
Ladders Shelving. 
on the 
Market. —en 
Satisfaction Catalog on 
Guaranteed. Request. 


SUCCESS FURNITURE CORP. 


St. Louis (Kirkwood), Mo. 




















For Radio Fans Or Auto Owners 


This little 19 pound Rock Island Vise has the 
“Strength of Gibraltar” and is just right for radio 
and automobile work, as 
well as general home re- 
quirements. 
Made with swivel base and 
3% in. jaws which open to 
* 4 ins. Attractive bright 
Red finish. 
It sells readily, pays a snug 
profit and pleases_ thor- 
oughly. 
Write for trade-prices. 


ROCK ISLAND MFG. CO., ROCK ISLAND, ILLINOIS 












=S TORE LADDERS 


chandise. Deep tread steps, properly spaced, with 
convenient full length handholds on both sides of 
ladder permit mounting or descending with ease. 
Both hands free to remove or seqnece stock without 
danger of falling. Cushioned Tired Trolley and 

ruck Wheels eliminate noise and prevent vibra- 
tion. Erection as simple as A, B, 


na” 
| | 


available for stock purposes. One 
style—neat of design—nicely & 





finished—any height ceil- 
ing. Thousands 





Tk ee MYERS onle- 


Insure perfect shelf service for any line of mer- | 


. Utilize 
small space. Make top shelves safely « 0 








J \ 
AN EXTRA SALE 


that puts extra profit in your till— 
suggest 


4 


TRADE MARK REC. 


Half Soles — Heels — Strips 


to your customers. Easy to put 
on—hard to wear out! Outwears 
best leather 2? to 1. Black or tan 
for men, women and children. 





(Sce page advt. next week) 


PANCO CO. Chelsea, Mass. 
\ Va 
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) Use the “Opportunity Exchange Section’’ 
Manufacturers’ Agents, Jobbers, Jobbers’ Salesmen, Retailers and Retail] Salesmen. 


to reach Hardware Manufacturers, 














Classified Advertising Rates BOXED DISPLAY RATES Positions Wanted Advertisements 
? " SO Weeds OF BiO ee co 6écecedes .. -$5.00 50% off the above rates ] 
Opportunity Exchange Section Each additional 50 words or less. 4.00 , 
Address your advertisements and replies to 
Hardware Age, Classified Oppor- 
Set Solid, Minimum 50 words..... $3.00 tunities, 239 West 39th St., New 
Each additional word.......... .06 Discounts for Classified Advertising York City 
All Capitals, Minimum 50 words... 4.00 : : . . . 
ich. sadiitinheein word 08 + Geetiene, 1% — © thecstions, 19% '"aRDWARE AGE is published each Thursday 
pod adhe Br Forms close Ten Days previous to date ot 
Allow Seven Words for Keyed Address Remittance Must Accompany Order publication iy 

















BUSINESS OPPORTUNITIES 








; CASH FOR YOUR IDEAS 


$25 paid for each accepted design for counter display 
cases for Pocket Knives, Hunting Knives, Razors, 
Butcher Knives. or for any other article. Send sketch or 
model to World’s Largest Builders of Display Cases of 
Wood and Glass. SPECIALTY DISPLAY CASE CoO., 
Dept. 62, Kendallville, Indiana. 














FOR SALE—GENERAL HARDWARE AND IMPLEMENT STORE, 
located in a good farming community in Western Pennsylvania. Bus'- 
ness is making money, but for good reasons owner desires to sell. Will 
give figures of past year’s busiess. Address Box G-823, care of Harp- 


ware AGE, New York. 





FOR SALE—HARDWARE, HOUSE FURNISHING, sporting goods, 
lumber, building material and ‘coal business. og onl in the center of a 
summer resort and lake region of Northern New Jer A growing busi- 
ness in a growing section. Address ESTATE OF TOHN WILLS. Stan- 


hope, N. J 


WHITE ENAMELING—WE SOLICIT CONTRACTS for white 
enameling articles on quantity basis. Beautiful china-white finish obtained 
by our special process. Address Department H, E. H. TITCHENER & 
COMPANY, Manufacturers of “Bathwhite Fixtures,’ Binghamton, New 


York. 








xHT HARDWARE and kitchen furnishing stock, with 





FOR SALE 
sheet metal shop. Located in Central Kentucky town of 20,000. Oldest 
and hest established business of its kind in city. Good paying business. 


Address 


Excellent opporturity for l:ve wire. Good reason for selling. 
Box G-838, care of Harpw ARE AcE, New York. 

FOR SALE—GENERAL HARDWARE—lUp-to-date with heating and 
plumbing in connection. Located in a good town of 1800 in central part 
of IMinois. A splendid opportunity. Good reason for selling. Address 
Box G-845, care of Hs rpware Ace, New Yer 














DIES FOR SALE for the manufacture of a brass ring lawn sprin'ler 
and also children’s steel garden sets. KEYSTONE MFG. COMPANY, 


288 A Street, Boston, Mass. 





HELP WANTED 








SAL ESMEN—LARGE NEW YORK “WHOL ESAL E HARDWARE 
and Housefurnishing Goods house requires several men, experienced, 
with following, to call on New_York and Brooklyn Department Stores, 
Westchester ounty and New Jersey. Splendid opportunity. State ex- 
perience. Answers confidential. Address Box G-830, care of HARDWARE 
AcE, New York. 





SALESMAN—NEW YORK HARDWARE jobbing house offers excel- 
lent opportunity to young man with hardware experience to sel] in 
Central and Southern New Jersey. Resident in above territory pre- 
ferred. Give age, hardware experience and references. Address Box G-743. 
care of HAarpware Ace, New York. 





SALESMAN FAMILIAR WITH hardware jobbing trade to sell 
nationally advertised line of kitchen glassware especially packed to 
grocery and hardware jobbers. Commission and drawing account. Ter- 
ritory unrestricted. State full particulars in writing. Address Box G-819, 
care of Harpware Ace, New York. 





SALESMAN WANTED—Calling on hardware trade to sell our line of 
shingle brackets. Samples furnished free. Write for further informa- 
tion. Address NEWARK LADDER & BRACKET MFG. CO., 317 
Springfield Ave., Newark, N. J. 





HUSTLING SALESMEN wanted to sell on liberal commission basis 
our popular line of labor saving Magic Weeder Hoes to hardware trade. 


REICHARD MFG. CO.. Bangor. Pa. 








HELP WANTED 


SALESMAN—MANUFACTURER OF COMPLETE LINE of builders’ 
and shelf hardware has opening for young man in their New York 
branch. Experience preferred. Address, stating age, previous experience, 
etc., Box G-820, care of HarpwarE AGE, New York. 








_STOCK MAN WANTED for industrial supply house in Brooklyn, 
. Experienced man needed at once. Give full particulars. Address 
Box G-834, care of HArpwArRE AGE, New York. 





POSITIONS WANTED 


DO YOU WISH A PACIFIC COAST SALESMAN? Experienced 
hardware salesman thoroughly acquainted with local merchants and ter- 
ritory ape ng offices at San Francisco; has automobile. 12 years 
association with hardware firms. Give your proposition in full. efer- 
ences exchanged. Box G-817 care of Harpware Ace, New York. 








POSITION WANTED—YOUNG MAN 24 years of age with seven 
years’ experience in retail builders’ hardware field, desires position with 
a builders’ hardware manufacturer. Address Box 'G-841, care of Harp- 
WARE AcE, New York. 


SALES ACCOUNTS WANTED 


CENTRAL CALIFORNIA 


Energetic, responsible -business man wants selling agency of 
Household Utensils to be sold direct to retail stores. San Fran- 
cisco Bay District, Central or Northern California. Commission 
basis preferred. If conscientious efforts count, I am your man. 
Address Box G-822, ‘care of HarpDWARE AcE, New York. 




















SALES ACCOUNT WANTED—MANUFACTURERS’ REPRESEN-. 
TATIVE with New York office and established trade calling upon whole- 





sale hardware, housefurnishing, automobile, radio, exporters and 5 and 10 
cent store syndicates, desires correspondence from reliable manufacturer 
of tardware or kindred lines on commission basis for New York City 


territory. Address Box G-842, care of HArpware AGE, New York. 

ESTABLISHED MANUFACTURERS’ REPRESENTATIVE desires 
an additional high grade line, selling to the hardware jobbing and large 
reta'l trade in the States of Missouri, Kansas, Nebraska, Colorado, Iowa, 
Dakotas and Minnesota. Am well established and acquainted in this terri- 
tory, having covered it regularly for a number of years. Address Box 
G-837, care of Harpware Ace, New York. 


REPRESENTATIVE HANDLING THE LINE of a well known 
manufacturer with an established trade among the Hardware and Wooden- 
ware jobbers, department stores, hotel and janitor supply houses in the 
Metropolitan District, including Newark, N. J.. desires to secure one 
additional line on a commission basis. References furnished. Address 
Box G-844, care of HarpwaAre Ace, New York. 








SALESMAN—ESTABLISHED IN NEW YORK end in close touch 
with the wholesale hardware, housefurnishing, cutlery and chain store 
trades, would represent a reputable specialty manufacturing concern on a 
commission basis. Correspondence solicited. Address Box G-840, care of 


HiarpwarE Acre, New York. 


SALES REPRESENTATIVES WANTED 


HARDWARE OR CUTLERY SALESMAN calling on wholesale and 
retail hardware and auto supply trade to carry a high grade line of pliers 
as a side line. A line that repeats; exclusive territory; liberal commis- 
sions. South Atlantic Coast States and Western territory open. Only 
such answers as give full particulars will be considered. Address Box 
G-839, care of HARDWARE Ace, New York. 

















SALESMAN WANTED BY WIOLESALE JOBBER—Must be ex- 
perienced to call on the retail hardware store trade in New Jersey. Ad- 
dress Box G-843, care of HarpwAare AcE, New York. 





SALESMEN TO HANDLE as a side line fast selling tool; commission 
basis. THE WHITE MANUFACTURING CO., 93-107 Lafayette St., 


Newark, N. J 
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SALES REPRESENTATIVES WANTED | SALES REPRESENTATIVES WANTED 


| 
SALESMEN WANTED (by manufacturers rated over $300,000.00 and 

in business over twenty-two years) to sell high grade, moderately priced 
line of aluminum cooking utensils to retail trade. Have choice territory 
Full commission paid weekly, including com- 














WANTED—LIVE WIRE SIDE-LINE SALESMAN who will work 
calling on _ retail hardware trade, to represent large clock house, also 
Ingersoll Watches, on strictly commission basis for Southern States and 
others. Name territory traveling in. High grade reference required as open. Exclusive territory. 
to sales ability, character and experience. Give full particulars in first mission on mail orders. We give salesmen real cooperation and have a 


letter. INTERNATIONAL CLOCK & WATCH CO., 93 Federal St., splendid proposition for the right men. Will only consider men who 
have made good in the selling field. State fully your selling experience 

















Boston, Mass. 
oon territory you cover. LEYSE ALUMINUM COMPANY, Kewaunee, 
‘isconsin. 

SAL ge ae LING ON ng ego tl Rages en . drug 
stores, gift shops and jobbers, to handle nationally advertise actory LAR ANUFACTURER FAST SELLING ¢ 
lines. Distinctively high class products. Good commissions and an ex- ARGE M U OF x urniture specials 
ceptional side-line proposition. Fourteen territories now closed, so tell us pe Rn i Pa tay BE ee py eaneana at 
ee a WHITE AND HALLOCK, Suite 81i, 30 N. one of America’s best selling folding tables. Straight commission; per- 

g 7 & manent, profitable connection. Excellent main or side line. State ex- 
. perience. Address Box G-825, care of Harpware AGE, New York. 

MANUFACTURERS’ REPRESENTATIVES AND SALESMEN eall- 
ing regularly on retail hardware dealers to sell highest quality sharpening MANUFACTURERS’ AGENTS WANTED TO REPRESENT us 
stones and grinding wheels on liberal commission basis. The line that throughout the United States. We manufacture a line of Patented Plaster 

















brings repeat orders. Also salesmen calling on Mill, Mine and_ Machinery Tools, Planes, Brass Goods. A real opportunity for the right men. Reply 
Supply dealers. A. GOODRICH, INC., 1500 W. Madison St., Chicago, Il | with full details of territory and lines now handled, also references. S. 
FINE MFG. COMPANY, Frankford Ave. and Ann 'St., Philadelphia, Pa. 








SALESMEN WANTED BY ESTABLISHED MANUFACTURER to ; 
carry a side line of hardware specialties on commission. Middle Western SALESMEN—EXPERIENCED, now calling on the retail hardware and: 
states and Pacific Coast. Must have following among hardware jobbers auto accessory trade in the Metropolitan Districts of New York and 

Chicago. Good commission. Give references and lines now handled. 


and large retailers. State line now carried. Address Box G-818, care of 
HaArpwWarRE AGE, New York. ROOSEVELT MFG. CO., 53 West Jackson Blvd., Chicago, Illinois. 


One of the Most R kable Tools for Wood 
F O RS T™N ER B I TS Working io eeiek ie ese taal Rheiine 
The Forstner Labor-Saving Auger Bit, unlike other bits, is guided by its Circular Rim instead of its center, consequently it will bore any 


arc of a circle and can be guided in any direction regardless of grain or knots, leaving a true polished surface. It is calteeahiie and more 
expeditious than chisel, gouge, scroll-saw, or lathe tool combined for core- 


— boxes, fine and delicate patterns, veneers, screen work, scalloping, fancy 
scroll twist columns, newels, ribbon moulding and mortising, etc. 


THE PROGRESSIVE MFG. CO. --- TORRINGTON, CONN., U.S.A. 


| 58 YEARS AGO 
PRIEST’S CLIPPERS 






































4 Tungsten Lamps is shown by 20,000 
retailers and 500 jobbers who sell them. need no introduction. 
CONSOLIDATED ELECTRIC They sell on their cutting 
7 — co. quality. 
anVers, Mass. . 
‘Licensed under the General Electric American Shearer Mfg. Comp any 
Company’s Incandescent Lamp patents.’’ Nashua, N. H. 























| “They Have a | abe SSS . J."L. THOMPSON MFG. CO. 
} Bull Dog-Grip” Su — American Can Waltham, Mass. 
Tubular and Bifurcated 


Manufactured by _ R I V E T S — 





U. S. Clothes Pin Co., Sn en Vt. 


ales De ept. * 
| 1015 Union Bank Bidg., Pittsburgh, Pa. American Can Company 























The “TORREY” P ELEVATORS 
il, Molasse 
A Real Man’s Razor ee Gates DUMBWAITERS 
Send for Catalogue of Full Line Pa = oo oo Lai | Write for our catalog 
: KX ™~ y Energy Elevator Co. 
+ ee ae wack” “eats 211 New St. Philade!phia 





WORCESTER, MASS. 





Syracuse, New York 























2 The Improved 
ELEVATORS For over 30 years the leaders in | Featherweight Ize Creeper 
° Size No. 3 will fit 1 ber- 
and Dumbwaiters making tools for stone workers. aaa a ad ieke Gane 
for House, Store or Warehouse. Write shoe. No. 2 fits ladies’ 
for particulars. Sete your oe Catalogue. ome or evenshon, ,No. 1 fits euban 
ments as to size, capacity an t E eels. Retail at 50 cents per 
ate iia cian a Here TROW & HOLDEN COMPANY URDER FROM YOUR JOBBER 
Sidney, Ohio BARRE, VERMONT Churchill Mfg. Co., Inc., 287 Thorndike St., Lowell, Mass. 


























ICRAYONS SCYTHES A XESS} 


Scythes since 1912. Axes since 1880. 


FOR EVERY PURPOSD 
STANDARD “RAYON MEG. co RIXFO RD resiitincate.ve. : 
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THE ADVERTISERS INDEX is published as a convenience and not as s part of the advertising contract. Every care will be taken to index correctly. 


No sllowance will be made for errors or failure to insert. 
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Self-Lubricating Wheel 
Riveted Channel Legs 
Patented Handle Clamps 
Heavy Leg Shoes 
Interchangeable Parts 
Double Cornered Trays 


The Sterling is not only built extra strong 
in every part, but it is scientifically de- 
signed to lighten the load of the wheeler. 
They are well balanced so as to throw the 
load over the self-lubricating wheel. 


Such details make Sterling barrows fa- 
vorites with the men on the job, and bring 
the repeat orders which add to your sales. 


There is a Sterling barrow for’ every 
wheelbarrow service and you can get 
them promptly from warehouse stocks. 


Write for Catalogue and Special Dealer Prices 
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Different from Any Other Brush 
Setting. Contains No Rubber 









% ) HEN your customer wants a brush for use in 

1," lacquer, paint, varnish, enamel, kalsomine, or 

liquids apt to injure a brush setting, sell him a 
Wooster Foss-Set. 


Foss-Set “Forge’”’ 
Varnish Brush 


An excellent brush for doing 
small jobs well. To retail at 
30c. for 1 inch size 
tic. for 1% inch size 
60c, for 2 inch size 
75e. for 2% inch size 
$1.00 for 3 inch size 
They show you a good profit 
and make the kind of satis 
fied customers that come back 

to your store. 
















Nothing yet has been found to loosen the bristles of a 
Foss-Set Brush or damage its setting. Acetone, Butyl 
Alcohol, Water, Oil, Gasoline, Turpentine, Paint Re- 
movers and other liquids do not harm Foss-Set because 
it’s an inert chemical compound. 



















The Brush National advertising is making Wooster Brushes an 
accessory in every home. For the many purposes for 


for Lacquers’ | | . 
q which a paint brush is used, no other can equal the 


The _ powerful _ sol- 


vents in the new lac- W ooster. 

quers positively do 

not affect Wooster Wooster Brushes make friendly, profitable customers 
Koss-Set Brushes. for your store. 


Many tests, far more 
severe than the 
brushes would be 
called upon to with- 
stand in practical use, 
have proved Wooster 
FKoss-Set brushes 
ideal for use in 
brushing lacquers. 


WOOSTER BRUSHES 


FOR PAINTING ~ VARNISHING ~— KALSOMINING 


THE WOOSTER BRuUSH.CO. 
Since 1851~ One Family WOOSTE 










One Idea~Better Brushes 





























